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Vehicles used on farms and in areas supported by farms comprise nearly 50% of all the vehicles in 
U. S. This presents a fertile field for tire sales to the so-called farm trade. Of growing importance in 
volume of tire sales in rural areas are those of casings for tractors and other farm implements. Chart 
shown here reveals the growth of the number of farm tractors in use 1935 through 1948 and pro- 
jected through the year 1952. Similarly, replacement sales of tractor and implement casings are shown 

for the same periods. For a report on farm trade tire market, see story on P. 48 


Text of Complaint Against Sun 


Justice Department last week filed its long-antici- 
pated exclusive dealing suit against Sun Oil Co. i 
which it asked the court to rewrite station and supply 
contracts. Complete text of the government's com- 
plaint against Sun is published this week. Also pub- 
lished is text of Sun president Robert G. Dunlop's 
reply to the DJ suit, both appearing in the News Sec- 


tion. 


Staff Writers Report on 5 Meetings 


NPN staff writers throughout the year apprise read- 
ers of latest developments in oil industry and industry- 
affiliated organizations. This week reports are made 
on five meetings: Society of Automotive Engineers, 
in News Section; North Carolina Oil Jobbers Assn., 
p. 54; Kentucky Petroleum Morketers Assn., p. 57; 
Northwest Petroleum Assn., p. 58; Independent Oil 
Men's Assn. of New England, p. 61 
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Liquid Fuels ~ 


B)ASS your petroleum fuel 
thru an Erie Dehydrator 
Filter and remove 99.99%, of all 
free or entrained water. The 
filter medium also functions as 
efficiently as a 325 mesh strainer 
in removing pipe scale, sludge 
or other contamination The 
deep area of the filter assures 
long service life with exception- 
ally low pressure drop. These 
Erie units are available in sizes 
25 to 1000 G.P.M. and are easily 
installed on your loading line, 
on the discharge side of the 


_— 
ERIE METER SYSTEMS, INC. 


Main Office and Plant, Erie, Pa., U.S. A. 


pump. It consists of a large 
capacity tank with one end 
flanged and bolted-on so that the 
filter pack may be serviced or 
replaced as necessary. The fil- 
ter pack consists of a specially 
treated and processed wood 
fibre which when saturated with 
any liquid fuel, repels water and 
stops the passage of particles in 
suspension. Erie Dehydrator- 
Filters first developed for the 
Aviation field have found hun- 
dreds of applications, condition- 
ing modern jet fuels, motor gaso- 
lines, kerosene, fuel oils and 
diesel fuels. Wherever liquid 
fuels are stored, contamination 
becomes a trouble maker. Let. 
us send you a factual bulletin 
No. 1186 which completely de- 
scribes the Erie method of deli- 
vering clean and water free 
liquid fuels 
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E 2 * helps refiners in the 


safe operation of mixing plants 
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petroleum refiners is the develop- 
ment of simple, safe, and effi- 
cient systems for mixing ‘‘Ethyl’’ 
antiknock fluid. For example, 
Ethyl engineers have developed 
a completely closed mixing sys- 
tem that is super-safe and can be 
operated by one man. And as part 
of Ethyl'’s broad-gauge safety 
service, experienced Ethyl safety 
engineers not only cooperate with 
refiners in the operation and 
maintenance of existing plants, 
but are also available to assist 
refiners who are planning new 
facilities. These engineers help 
select sites, supply plans and 
specifications and instruct re- 
finery personnel in the operation 
of new equipment. 
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*E 26 is Ethyl’s twenty-six years of experience 
in providing a complete antiknock service. 


ETHYL CORPORA TION, Chrysler Bidg., New York 17, N. Y. 


January 18, 1950 1 




















a 
me ow 2 . 
ne “ 8 ie oe ee Sg Te ee ; i 
. a 4 =. a ee Se? «sa : RG ITE . ~- 
ee ee athe ee ~ a. a . {SP ee 4 pee ci * ‘ us . 
a cl puis acide en ay* Le Re Se ree ee a 
oe — item a etemeen a cere > 
. = a tend a Ot ss - 
al _ aretha ao o- 
oe eee anne 
ee ee settcwtiaee . oH 
adds ate 8 2 oP freee ee, —— ee ee 
> a a* ~ —_, 
# 7° Ragan % 7 tan 
4 * Ws e“eeee 
a w 
Pig 


9 tiem. coms } 
. oa ~ 
: 7% eo hee . 
: “ : wieae et 


EVAPORATION THE ENEMY 
OF CONSERVATION 


The Wiggins Dry Seal Gasholder shown above at the right, interconnected to six storage tanks 
is enabling a prominent oil company to turn vapor losses into profits. Today — more than ever 
before — this is both a patriotic and economic necessity. 

A new booklet “Wiggins Vapor Balancing Systems” is now 
available. It describes and illustrates many exclusive Wiggins design 
and construction features of both the Wiggins Lifter Roof and the 
Wiggins Dry Seal Gasholder. 

Charts of various types of evaporation losses, a graph and “Pay-Out 
Analysis” table should prove valuable to every executive and engineer 
responsible for the efficient storage of products subject to evaporation 


losses. Write for a personal copy today. 
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THE NEWS WEE 


COMING MEETINGS 


4ANUARY 
Petroleum Council, Washington 
Jan. 26 
Georgia Independent Ollmen’s Asen., annual 
convent.oa, Hotel Dempsey Mac 


Council eof Private Moter Truck 
lac., 11th annual meeting Hotel 
Commodore, New York, N. Y., Jan. 26-27 
Natioaal Butane-Prepane Asen., open meeting 
of board of directors with LP-gas men in- 
vted, Baker Hotel, Dallas, Texas, Jan. 27- 
28 
FEBRUARY 
Kansas ©'1 Men's Assn., annual convertion 
Lassen Hotel, Wichita, Kansas, Fen. 6-7 
Illineis Prircleum Marketers Asen., <«xhibit 
show and convention, Hotel Pere Marquette 
Peoria, lli., Feb. 14-16 
lowa Independent O11 Jobbers Assn., conven 
tion, Des Moines, lowa, Feb. 21-23 
National Truck Tank and Trailer Tank In- 
stitute, annual meeting Hotel Morison 
Chicago, I) Feb. 23-24 
Wisconsin Petroieum Assn., 24th annual con- 
vention Hotel Schroeder and M Iwaukee 
Auditorium M.Iwaukee Wise Feb. 28- 
March 1 
MARCH 
(hic Petroteum Marketers Asen., annual con- 
vention and marketing expositior Hotel 
Deshler-Wallick, Columbus, Ohix March 7-9 
Independent Petroleum Axssn., Inc., 
Severin, Indianapolis Ind March 


Missouri Petroleum Asen.. annual trade show 
and convention, Jefferson Hotel, St. Louis 
My.. March 13-14 

Western Petroleum Refiners Asem... annual 
meeting, Plaza Hotel, San Antonio. Texas 
March 27-29 

APRIL 

National Petroleum Asen., Hotel Cleveland 
Cleveland, Ohio, April 12-14 

Seciety of Automotive Engineers, Aeronautic 
Meeting and Aircraft Display, Hotel Stat- 
ler, New York, N. Y¥ April 17-19 

Michigan Petroieum Assn., convention and ex- 
hibit, Detroit Leland Hotel, Detroit, Mich 
April 18-19 

American Petroicum Institate, marketing di- 
vision, Kansas City, Mo April 24-25 

Natural Gasoline Association of America, 29th 
annual convention, Texas Hotel, Fort Worth 
Texas, April 24-26 

OU Heat Institute of America, 27th annual 
convention and exposition, Philadelphia, Pa 
April 24-28 

National Highway Users Conference, third 
highway transportation congress 
flower, Washington, D. ¢ April 

National Tank Truck Carriers, Inc., 

Palmer House, Chicago, I., April 


Pennsylvania Petroleum Asen., spring conven 
tion, Bedford Springs Hotel, Bedford, Pa 
April 30-May 2 

MAY 

American Petroleum Institute, division of re 
fining, mid-year q Hotel Cleveland 
Cleveland, On‘ 2 

Feet OF Distributers Association of New 
dereey, annual ymvention and exhibit, Berk 
eley-Carteret Hotel Asbury Park 
May 4-5 

Interstate OF Compact Commission, 
meeting. Buena Vista Hote Bilox 


May 4-6 

Liquefied Petroleum Gas Assen. annu 
vention and trade show Palmer 
Chicage I May %-11 

Empire State Petroleum Asen., Hote 
velt, New York, N. ¥ May 14-16 

Industry Information Committers, Chicag 

In May 15-17 

Retail Gasoline Dealers Association of Michi 
gan, I annual state convention and trade 
show Hote and « ‘ Lud 
Grand Rapids, Mict May 16-17 

JUNE 

Seciety of Automotive Engineers 
meeting. French Lick Springs Huot 
Lick, Indiana, June 4 
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THERE CAN BE NO TAMPERING WITH 


“finest of the fine” 
MOTOR OIL AND LUBES 


—kept secure 
by Tri-Sure Closures 


“Wolf's Head Oil and Lubes are accepted _ est closure—Tri-Sure.* ._To protect Wolf’s 
throughout the world as the ‘finest of | Head from any tampering, substitution 
the fine.’ When put in drums, and pilferage, Tri-Sure Closures 
they are sealed at the fac- ia provide the most reliable 


tory with the world’s fin- Tr Su e safeguard ever developed. ”’ * * 

*The ‘“Tri-Sure’’ Trademark is a mark of eame **From a letter written by the Wolf's Head 
\ y Oil Refining Co., Oil City, Pa. This state- 

ment exemplifies the experience of America’s 


leading drum users—and why they specify 
“Tri-Sure Closures’ when they order drums 


reliability backed by 27 years serving in 
dustry. It tells your customers that genuine 
Tri-Sure flanges (inserted with genuine Tri 


Sure dies), plugs and seals have been used CLOSURES 
AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N, Y. 
TRI-SURE PRODUCTS LIMITED, ST. CATHARINES, ONTARIO, CANADA 
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BETTER WINDSHIELD CLEANING — Seeking to 
counteract unfavorable publicity against fluid wind- 
shield cleaning services, a major oil company is plan- 
ning to implement its dealer windshield training pro- 
gram with a promotion campaign aimed at getting 
facts to the public. One objective will be to correct 
the erroneous but widespread impression that the 
eleaner is responsible for windshield film. Proposed 
promotion media include service station handouts, 
mailing pieces and newspaper advertising, with cam- 
paign to begin the latter part of winter or early 
spring. 


DEALERS WATCHFUL—Head of an East Coast re- 
tail gasoline dealers association reports concern 
among members over indications that a dealer plan 
recently installed by one major company may be 
adopted by others. Plan is deecribed as one in which 
dealer buys his own equipment, controls TBA and 
motor oil sales, but handles gasoline on a commission 
basis. Dealer spokesman declares that plan is unan- 
imously disapproved by dealers on grounds that risks 
of business accrue to such dealers, yet their positions 
are extremely vulnerable since they can be discharged 
upon a moment's notice and be faced with the burden 
of disposing of equipment and inventory investment 


ROLLING BILLBOARDS—Proposal before Truck- 
Trailer Manufacturers Assn. this week that truck and 
trailer operating companies rent the sides of their vehi- 
cles for advertising nationally-distributed products 
presents some interesting possibilities—and obstacles 
—especially in the case of for-hire carriers hauling 
for oil companies. According to head of a “trailer 
advertising” company, objection of ICC to advertising 
plan has been overcome by having advertising agency 
lease the space on the trailer side and then selling 
the space to an advertiser. Repercussions might de- 
velop if a for-hire petroleum hauler found one of 
his units advertising the gasoline of A Company but 
delivering to the stations and bulk plants of B Com- 
pany. Same would hold true of van units hauling dry 
cargo, such as TBA supplies, etc. 


UP THE OCTANE LADDER — Automobile engines 
with 10:1 compression ratios would require gasoline 
of at least 90 octane rating Motor Method, according 
to General Motors engineers, and possibly as high as 
100 octane, depending on engine design and other 
variables. On the research scale, the range would b« 
95 to better than 100 octane. 
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HOW FREE WITH “FREE” ?—Oil marketers featur- 
ing coupon or premium offers should be highly inter- 
ested in a test which appears to be in the making on 
Federal Trade Commission's current interpretation of 
how the word “free” may be used in describing mer- 
chandise distributed in interstate commerce. FTC 
now holds that items cannot be described as free unless 
given to “recipient thereof without requiring the pur- 
chase of other merchandise or requiring the perform- 
ance of some cervice inuring directly or indirectly to 
the benefit of the advertiser, seller or distributor.” 
Formerly, use of word “free” was permitted so long 
as advertisers clearly stated other obligations to buy. 
FTC has filed complaint under present interpretation 
against Book-of-the-Month Club, with hearing sched- 
uled for Feb. 24, and it is understood book people will 
carry issue to courts if ruled against at hearing. 


COURTESY CREDIT — The practice of honoring 
credit cards issued by any oil company, as adopted by 
one Independent refiner and two oil jobbers recently, 
has attracted wide attention but not general accep- 
tance as yet. Ata recent convention of a state jobber 
association a majority took the stand that they would 
not adopt the plan unless forced to do so by competi- 
tion. 


VOTE ON COMMISSION AGENTS—There is strong 
feeling among jobber members of the Northwest Pe- 
troleum Asen. that commission distributors should be 
admitted to full membership in the organization and a 
mail vote will be taken soon to determine what the 
exact sentiment is on the question. If the balloting is 
favorable—as appears likely now—the association's 
board of directors would decide at its March meeting 
whether and on what grounds to admit the commis- 
sion distributors to membership. At an informal show 
of hands vote during last week's annual convention 
the result was overwhelmingly in favor of taking them 
in. They probably would form a separate section of 
the association, would be represented on the board 
and have full rights to attend all sessions. Whether 
they would have full voting privileges is a matter the 
board would decide. The feeling among many Min- 
nerota and North Dakota jobbers is that commission 
men are faced with virtually the same problems as 
they are and that the association itself, as well as the 
marketing branch of the industry, would be stronger 
and in a better position to work out common prob- 
lems, if all belong to the same trade group. Senti- 
ment favoring membership is particularly strong 
among the commission men themselves. 








NOW! The most powerful 


6-cylinder Ford Truck ever built ! 


Pe Aad 


New Ford 110-H.P. engine plus new 4-speed Synchro-Silent 
transmission make Series F-6 the standout 
performer in its class! 


THE BRAND NEW Rouge 254 Truck Six gives you new power, new 
performance in the heavy-duty field. 


This 254 cu. in. powerhouse gives you the latest engineering ideas. 
Free-turn, self-cleaning exhaust valves, faced with durable cobalt- 
chrome alloy. High-lift camshaft for increased valve opening. Chrome- 
plated top piston ring for longer cylinder wall life. 


You get these and many other new features in the new “Rouge 254 
available in Ford Model F-6. You get power that makes the F-4 the most 
powerful 6-cylinder Ford Truck ever built. You get the brand new 
i-speed Synchro-Silent transmission. You get Bonus* Built construction 
which means big reserves of strength and power. See your Ford Dealer 
Get all the facts about the new “Rouge 254; the fourth in a great line 
of Ford Truck engines 


*BONUS: “Something given in addition to what is usval or strictly due” —Webster 








CH) 
rover & Six 


FOR THE HEAVY DUTY F-6 


Thoroughly Proved in Industrial 
Engine and Motor Coach Operation 





in Ford Series F-6—110 Horsepower, 212 tbs.-ft. Torque 
in Ford Series F-6 COE -— 106 Horsepower, 210 Ibs_-ft. Torque 


THE MEW FORD 254 ENGINE 
gives you all these modern design features! 


HROME-PLATED top piston ring for better lubri 
cation, longer cylinder life 

AUTOTHERM aluminum alloy pistons with solid 
skirt. Steel strut controls piston to wall clearance 


HIGH-LIFT comshaft for increased valve opening, 
greater power 
FREE-TURN exhaust valves Self cleaning, better 
seating, longer-lived 


COBALT TROME faced exhaust valves for hard 


contact surface giving longer weor 
HIGH-TURBULENCE Power Dome combustion chom 
bers for more power, greater economy 
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Ford Trucks Cost Less because 


FORD TRUCKS LAST LONGER 


Using latest registration data on 6,106,000 trucks, life insurance experts prove Ford Trucks last longer! 
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WASHINGTON—By Herbert A. Yocom 


Truman Bound to Philosophy 


Of More Spending, Higher Taxes 


The word 

“economy,” mean- 

Mr. Yocom ing in the sens 

of reducing ex- 

penditures, does not appear a single 

time in the President's Budget Mes- 
sage to Congress 

Neither is it to be found in his an- 
nual message on the State of the 
Union or in his annual Economic Re- 
port. 

As well as anything else, perhaps 
this demonstrates the degree to which 
the Truman Administration is con 
mitted to the philosophy as that at 
tributed kmg ago to the late Harry 
Hopkins, which was that the New 
Deal crowd meant to “tax and tax 
spend and spend, elect and elect 

The emphasis throughout each of 
the Truman messages and reports i« 
on a need for the greater involve- 
ment of the federal government in 
the everyday affairs of the economy 
and to an extent probably never 
dreamed of by even Mr. Hopkins 

It’s going to cost money, for sur 
concedes the President, but that's a 
price we must pay—in terms of in- 
creased governmental services, aid to 
education, medical assistance, more 
public power projects, farm price sup- 
ports and what not—if we want to 
attain the more abundant life Henry 
Wallace has said can be achieved 
for every one in this “Century of the 
Common Man.” 


Evidently a constantly-growing 
part of the ever-expanding govern- 
mental cost of the more abundant 
life is to be expended in the form 
of global do-gooding, too, for Mr 
Truman bears down hard on how 
“large amounts of capital, particu- 
larly from the United States,”’ must 
be devoted “to productive uses in the 
under-developed areas of the world 

His plans in this direction ar 
said to go so far beyond anything 
ever contemplated by private inves 
tors that, Congress willing, it will not 
be long before the federal govern 
ment itself is financing and building 
multi-purpose ! 
around the globe 


water project ul 


Here at home, the blithe disregard 
of the administration for the tremen 
dous costs of proposed increased so0- 
cial welfare services is demonstrated 
by the way in which the 
of Economic Advisers dismisses thes« 


Council 
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almost as if they were a mere baga- 
telle 

It states that the broader coverare 
and higher benefit levels proposed by 
the President will raise the total cost 
of old-age insurance to near £8.5 bil- 
lion 25 years from now. Moreover 
that existing and presently proposed 
programs of insurance for survivors 
the disabled and the unemployed, and 
for the payment of the costs of medi- 
cal care, together with the public as- 
sistance programs of the federal 
state and local governments, might 


Interpreting the Oil News 





require an additional $14 to $16 bil- 
lion in benefit payments. Added to 
the $5 billion presently expended for 
all these purposes per year, that 
makes for a grand total approach- 
ing £25 billion by 1975. But what of 
it, asks the council in effect 

“This (it says) is a very large fig- 
ure. It should be viewed, however, in 
the light of the total national in- 
come and production which would 
flow from a growing economy. The 
rate of growth which would result 
from fairly constant maximum pro- 
duction and employment would mean 
a total national output of [500 to 
$600 billion 25 years from now, or in 
the range of $300 billion above the 
present level. The prospective in 
crease of $20 billion in social wel- 
fare costs would thus represent les: 
than 7% of the total increase in na 
tional output 

Prosperity, it's wonderful! 





MIDWEST—By Leonard Castle 


Wisconsin Self-Serve's Volume 


Holds up Well During Winter 


(This is the first of two articles on tho wintertime operation 


of Wisconsin's first 


Mr. Castle 


Wintertime business at the self- 
service ctation operated by the Wil- 
kinson Fuel Co. at LaCrosse has held 
up “surprisingly well,” according to 
John Wilkinson, the owner. The rta- 
tion, which was opened last April, 
is one of the first to be operated in 
an extreme northern state, and prob- 
ably the large-t 

Mr. Wilkinson told this reporter 
in LaCrosse last week that as of 
Jan. 1 his gallonage had dropped off 
about 22% from the peak months of 
May and July in each of which he 
marketed 140,000 gals. of gasoline 
This was pleasing to him becauce he 
had anticipated that the winter 
months might bring a slump of 50° 

It's still poscible that rales might 
fall off that much during February 
and March, he said, but he's beginning 
to doubt it now in view of the con 
tinued popularity of tx 
during November December and 
January. The station had a gallonag« 
of 115,000 in November and 106,000 
in December 

Mr. Wilkincon said that when he 
decided to open the self-serve he wa 
fully prepared for a 50% drop in 
business during the winter but felt 
this slump would be more than offset 


self-serve 


seli-service station at LaCrosse. The 


second article will appear in this space next week). 


by the high gallonage 
reasons. He caid he is buying gas- 
oline 1.5¢ per gal. cheaper than he 
did during the summer, thus widen- 
ing his margin, and the resulting in- 
creaved profits have about made up 
for the loss of customers 


during other 


As of last Saturday LaCrosse had 
had two or three cubzero cold snaps 
and two rnow falls, one of three 
inches and the other of five inches 
The city may expect much more fre- 
quent and heavy snow falls during 
the remainder of the winter, partic 
ularly in February and March, and it 
will be necessary to wait until April 
or May to obtain a completely ac- 
curate appraical of the effect of 
winter weather on the self-serve op- 
eration 

Our biggest problem, strangely 
enough, is the automobile heater,” 
Mr. Wilkinson said People driving 
in a warm car either don’t have 
gloves with them or forget and leave 
them in the glove compartment when 
they climb outside to fill their tanks 
They find that it’s mighty cold to 
grab hold of the hore nozzle when the 
temperature is around zero or below 


7 





90,000 pounds... 
pounding home the right sales impression! 


Finishing your trucks with Du Pont DULUX 
makes them look better... sell better for you 


Sleek glossy ... brightly finished 

people can’t Aelp noticing a tank 
trailer like this one as it rolls along the 
highway. And you can bet that it's 
doing a selling job for its owner every 
mile of the way! 


More and more, the petroleum in 
dustry is recognizing the public rela 
tions value of a good appearance. It's 
one big reason why Du Pont DULUX 
is standard on so many tank trucks 
today! 


Yes, DULUX has what it takes to 
provide long-term good looks for hard 


working fleets. It retains its gloss and 
color in all sorts of weather despite 
staining and hard knocks on the road 
washes down quickly and easily 
lhis means less “‘paint-shop time” for 
your trucks lighter day-to-day 
maintenance costs 
But above all, remember the selling 
job that a smart, DULUX-finished 
tank truck does for you. Wherever it 
goes, it favorably reflects on your com- 
pany’s sound management and en- 
courages new business! E. I. du Pont 
de Nemours & Co. (Ince Finishes 
Division, Wilmington 98, Delaware 


NGS FOR berree 


He 
wim 


DULUX 


RES. VU. 5. Par. opp 


ENAMEL 
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I'd say that cold hands has been the 
chief complaint to date.” 

Another factor which was expected 
to keep some customers away was 
slush and ice on the driveway. It 
was believed that most people would 
rather sit inside the car and have an 
attendant fill their tanks and check 
the oil than to climb out into ice and 
snow. 

But Mr. Wilkinson feels that he has 
this problem at least partly whipped 
The station is equipped with a tractor 
and two snow plows which are used 
to clear off the driveway speedily. 
Attendants then shovel the snow into 
a truck. Mr. Wilkinson estimated 
that it takes about two hours to clear 
an average snowfall off the 140 by 
100 ft. driveway area. This could 
be speeded up through the use of 
mechanical loading equipment which 
he is planning to purchase if the 
next couple of months prove the 
necessity for it. 

“IT was afraid of the effect of snow 
and slush for a while,” Mr. Wilkinson 
said, “but my observations now lead 
me to believe the situation won't be 
too bad. When there's slush on my 
driveway there'll be slush on the 
sidewalks and streets and people in 
this country are prepared for it. They 
all wear rubbers or overshoes. When 
it's snowing heavily there aren't 
many cars on the streets anyway 
no one sells much gasoline during a 


storm—and by the time the snow 
stops, or shortly afterwards, we'll 
have the driveway a lot cleaner than 
the streets and sidewalks will be and 
nobody will have to worry about get- 
ting their feet wet and dirty.” 


One effect the cold weather has had 
on Mr. Wilkinson's operation is to 
cause him to switch from women 
cashiers to men. He found that the 
girls can't stand being outside in 
frigid temperatures as well as men 
and all but one of the four women 
originally employed on the driveway 
have quit. Mr. Wilkinson is still 
hoping he can find women who will 
work in the cold for he believes they 
make better cashiers than men 

“An attractive, polite girl is a dis- 
tinct asset on the driveway,” he ob- 
served. “I don’t mean that they 
should be dressed in an extreme man- 
ner. If they are, some of the women 
customers are resentful. But I have 
found that girls are much faster in 
making change than men and can 
handle more customers. They are 
usually more alert and more cour- 
teous. I also found that girls will do 
a better job of asking customers 
whether their oil needs to be checked 
Many customers have told me that 
the girls hardly ever missed asking 
them about the oil check while the 
men frequently do.” 





ATLANTIC COAST—By Raymond E. Bjorkback 


Oil Heat Code Compliance 
Noted Without Enforcement 


Remember last 
summer's furore 
over the fair 
trade practice 
code for the “oil heating industry” of 
New England? The quiet that has 
reigned in place of the tumult all 
these months seems to be cloaking a 
kind of undeclared truce 


Mr. Biorkback 


The code is “in operation.” But its 
effects aren't openly evident, result- 
ing largely from the mere fact that 
it exists rather than from any “‘en- 
forcement” of the code And the 
target date for organization of the 
compliance committee which would 
put it into full operation has been 
pushed back from about May to next 
fall. 

No disposition to do anything but 
watch is evident among the fuel oil 
forces whose vehement protests 
against being blanketed into the 
code’s purview were brushed aside 
by the Federal Trade Commission. 

What little code activity there is 
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centers in the Oil Heat Institute of 
New England, chief advocate of the 
set of rules intended to make the 
covered operators self-policing. 

Fred Beckwith, secretary of the 
sectional OHI, reports “no drive for 
enforcement,” but says “we're nib- 
bling away” at unfair practices 

He explains that copies of the code 
are forwarded from the OHI office 
to businessmen about whom com- 
plaints are received. Attention is 
called to a particular rule or rules, 
but the businessman is not told he is, 
or is not, in violation thereof. 

This is “cleaning up a ict of prob- 
lems,” Mr. Beckwith says. However, 
he adds, chief results have come 
otherwise: 

“A lot of companies that were 
violating the Robinson-Patman Act 
corrected their practices of their own 
volition when the code was put into 
effect and they found out they were 
committing infractions.” 

Mr. Beckwith recounts that the 


Interpreting the Oil News 





volume of complaints reaching OHI 
has declined. It's now small, and no 
case has been passed to Washington 
“they're doing their own policing.” 
Procedure in Washington would be 
for the FTC itself to apprise a com- 
plained-against businessman that his 
practice has been questioned and to 
suggest a conference 

“We're well pleased with the way 
the code is working out,” says Mr. 
Beckwith, emphasizing that OHI is 
functioning as it is in the compliance 
field strictly on an interim basis 
until such time as the compliance 
committee, for which code procedure 
calls, can be organized 

OHI, he says, will sponsor meetings 
for organization of the committee. 

“But everyone in the industry will 
be invited, and the committee isn't 
to be an OHI group. It will have 
some on it who are OHI members, 
and some who are not.” 

Last fall it was planned to begin 
holding: such meetings about now, 
and perhaps have a committee or- 
ganized by some time in May. Now, 
however, the intention is to take up 
the matter of the committee when 
OHI begins its regional meetings 
early next fall, Mr. Beckwith says 

He reports some who objected to 
the code are “coming around to our 
point of view,” and he hears no ob- 
jections currently There remain, 
though, considerable determined op- 
position. It's silent at the moment, 
but it’s there 

The code may yet,come into full 
flower. Still, there is that about the 
situation which raises the possibility 
that the code is dying a natural death. 


. > * 


Some fuel oil men are beginning to 
wonder if oil might not find itself in 
a competitive straitjacket when, and 
if the code becomes fully operative, 
and when natural gas reaches New 
England by transcontinental pipe line. 

The gas utility companies operate 
under no code. What if they should 
offer furnaces without cost, or extend 
free service, to space heating pros- 
pects, and the oil heating code acts 
as an immediate brake on the oil man 
who would seek to follow suit? 


The over-all implications of the 
approach of natural gas to New 
England have received widespread 
attention in eastern seaboard oil 
circles Considerable segments of 
these circles, though, refuse to ex- 
press anything amounting to dismay. 

Opinion there is that: the oilman 
shouldn't make the same mistake 
that coal men made—wait until big 
chunks of a market are gone. At the 
same time, it holds that gas isn’t go- 
ing to ruin the oil business. 

As a matter of fact, the suggestion 
is being offered frequently that the 
average oil distributor who takes good 
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care of his customers and is alert to 
good new prospects probably won't be 
hurt very much. 

One man subscribing to this opin- 
ion puts it this way: 

“Sure, gas will be a problem—but 


not an insurmountable one. It prob- 
ably will have a heavy impact in the 
first six months. But the situation 
will iron out. I think we can stand 
on our own feet, and live and pros- 
per.” 





PACIFIC COAST—By Frank Breese 


Aim to Move Western Oil East 


Presages Increased Competition 


West Coast oil 
companies are 
ready to lock 
horns with al- 
most anyone anywhere to sell petrol- 
eum products. There are indications 
that some of them will go beyond the 
boundaries of the 11 western states 
to seek new markets When they 
sample those markets, they are ex- 
pected to employ the most intensive 
selling methods put to use since the 
prewar buyers’ market 

As has been noted, California com- 
panies are shipping about 6,000,000 
bbls. of heavy fuel oil to the eastern 
seaboard now. That is just one gen- 
eral outlet, even though there are 
several buyers, since these individual 
deals were worked out last summer 
Western oilmen hope to sell other 
petroleum products, hope to get more 
orders in the East and also hope to 
market products in other parts of the 
country. 


Reese H. Taylor, president of the 
Western Oil and Gas Assn., made a 
significant statement about that 

“Marketing will be more competi- 
tive than at any time since the war 
As a consequence, the industry will 
place greater and greater emphasis 
on selling,” remarked Mr. Taylor 
“Domestic marketing facilities will 
be expanded and modernized. There 
will be a vigorous effort to establish 
new outlets for petroleum products 
domestically as well as outside the 
Pacific coast area.” 

Mr. Taylor, of course, was referring 
to the industry nationally It is 
worth recalling, however, that it was 
his aggressive Union Oil Co. which 
clinched the first sales last year call- 
ing for shipment of heavy fuel oil to 
the East Coast 

No details have been reported on 
the steps taken to formulate these 
selling campaigns. There is a com- 
mon opinion in the industry that 
probably nothing will be said until 
they are under way 

. > e 

While speaking of the competitive 

situation, Mr. Taylor predicted that 
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the Wert Coast demand for gasoline 
and distillates will be greater in 1950 
than in 1949. He expressed the be- 
lief that residual fuel oil demands 
will continue to drop. That points 
to further aggravation of the well- 
entrenched problem of mounting fuel 
oil surpluses. 

Robert L. Minckler, president of 
General Petroleum, forecast plenty 
of oil for everyone in the West in 
1950. Regarding prices, he told the 
Los Angeles press, “Prices will cer- 
tainly be no higher, and probably not 
much lower than at present.” 

> > > 


The problem of the towering sur- 
pluses was presented in a new light 
to show the economic repercussions 
During the past two years, California 
oil companies have put about 26,000,- 
000 bbls. of fuel oil into storage. 

In its house organ, GP explained 
that the investment frozen until that 
oil is marketed represents a sub- 
stantial sum of money that might 
have gone into profits during those 
two years. 

. > >. 

GP has a sales sharpener which 
the marketing department is using 
for the fifth year. Four members of 
the marketing department training 
division took to the roa! Jan. 9 to 
spend two months conducting “post 
graduate” sales courses in the field 
for the concern’s distributors and 
wholesale agents and their personnel 

They started in Spokane and will 
work their way south through Wash- 
ington, Oregon, Idaho, California and 
arizona, winding up at Phoenix. They 
stage a three-day school at each ses- 
sion. L. C. Jobe and D. L. Hicks pres- 
ent subjects relating to service station 
operations while F. P. Bayertz and 
T. W. Russell handle matters affect- 
ing commercial and industrial sales. 
Subjects include both those affecting 
the distributors’ own operations and 
topics involving improved service sta- 
tion methods in which the whole- 
salers will, in turn, indoctrinate the 
dealers they supply. 


Another development in General 
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Petroleum is the creation of a “mar- 
keting organization department” 
within the marketing department it- 
self. Function of the new depart- 
ment is to provide constructive sug- 
gestions in defining authorities and 
responsibilities and in helping to 
bring policies and procedures into 
line with the objectives toward which 
marketing management is working. 

This new unit is expected to work 
closely with everyone in all sections 
of the marketing department in set- 
ting down and later analyzing the 
facts regarding the section's opera- 
tions Company officials said the 
principal benefit of this new activity 
will be to increase the effectiveness 
of the marketing department by clari- 
fying responsibilities, eliminating any 
duplication of effort and improving 
procedures 


Supply of Kerosine 


Eases, Survey Shows 
By NPN Staff Writer 


While supplies of kerosine appeared 
to be nearly in balance with demand 
following tightening in some sections 
of the nation, refiners boosted output 
of the product. In the week ended 
Jan. 7, kerosine production was 2,- 
687,000 bbis., an increase of 211,000 
bbls. over the 2,476,000 bbls. total 
for week ended Dec. 31. Output in 
the East Coast district alone rose 
from 255,000 to 359,000 bbis. Figures 
furnished by the American Petroleum 
jnstitute 

An NPN spot check shows con- 
sumer requirements for kerosine are 
being met, with following summary 
by regions 

East Coast—Demand bulge largely 
has disappeared, with several sup- 
pliers looking for buyers. Back of 
shortage believed broken barring 
siege of cold weather 

Southeast — No consumer com- 
plaints Lowered stocks in some 
areas of North Carolina could make 
distribution serious problem in event 
of bad weather and icy roads 

Midwest — Demand normal, with 
existing tightness in some sections 
termed seasonal. Demand lessened 
in Twin Cities area by widespread 
rural electrification and in Nebraska- 
lowa by competition of other prod- 
ucts, especially natural and LP-gas 
Latter states report sales on defen- 
sive. Over-all Midwest demand termed 
excellent, and being met 

U. 8S. kerosine stocks, meanwhile, 
dropped 263,000 bbis., from 20,838,000 
to 20,215,000 bbls 

Gasoline inventories showed a size- 
able increase of 3,277,000 bbls, to 
116,774,000 bbls. Sharp decrease of 
2,463,000 bbls. was noted for gas oil 
and distillate fuel stocks, while resid- 
ual stocks declined 74,000 bbis., 











Olficers of the Southwestern Ohio Oil Club are (left to right): Joseph D. Meadon, Champion Service Co., Hamilton, Ohio, treas 
urer: G. E. Douglass. Champion Service Co. president: Walter Rowan. Standard Oil Co. (Ohio). vice president: and James 
Megginson. Columbia Oil Co., Mt. Healthy. Ohio. secretary 


One of the oil industry's newer organizations in Ohio 
is the Southwestern Ohio Oil Club, formed as an out 
growth of meetings of ollmen in the area sponsored by 
Oi Industry Information Committee preparatory to Oi) 
Progress Day celebrations in October, 1948 

Still expanding, the club offers membership to those 
employed in the oil industry in any capacity, with as- 
sociate memberships open to individuals in business as 
sociated directly with the industry Meetings are held 
the second Wednesday of each month, rotating between 
Hamilton and Middletown, Ohio, in an attempt to make 
attendance accessible to all in the Butler, Preble and 
Warren County areas 

At the October, 1949, annual election the following 
officers were chosen: G. E. Douglass, president; Walter 


Rowan, vice president; James Megginson, secretary; and 
Joseph Meadon, treasurer. Appointed officers are: L. B 
Boies, program chairman; James Thompson, publicity 
chairman; P. C. Megginson, membership chairman; and 
Richard Minor, sergeant at arms 

Highlighting club activities for the coming year will 
be comprehensive preparations for observance of Oil 
Progress Week. The club enjoys a great deal of partici- 
pation and support from its older brother, the Cincinnati 
Oil Club. Principal founder and promoter is President 
Douglass, re-elected last October to serve for the organ- 
ization’s second year. Mr. Douglass also played a lead- 
ing part in founding Champion Service Co., Hamilton, 
Ohio, an Independent jobbing company now in its fourth 
year 
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Self-Serves Grow, Price War 
Hits Portsmouth, Va., Dealers 


NPN Survey Shows Some Conventional Stations 
Offering Discounts to Meet Self-Serve Prices 


By ANDREW R. PATLA 
NPN Staff Writer 


PORTSMOUTH, Va.—The conver- 
sion of a fifth service station to self- 
serve operation here Jan. 1 has fur- 
ther intensified a dealer price war 
which began smoldering more than a 
year ago and broke out hotly within 
recent weeks. 

A personal survey of the Ports. 
mouth area by NATIONAL PETRO- 
LEUM NEWS, Jan. 7, disclosed that, in 
addition to the five self-serves re- 
tailing gasoline at 4c below the mar- 
ket price for most conventional deal- 
ers, an estimated one-third to one- 
half of all dealers are offering some 
rate of discount ranging down to 
and even below—the self-serve price 

One dealer, who claims he conver- 
ted to self-serve as a last resort last 
November to stay in business, de- 
clares that if this “unhealthy” situa- 
tion continues “business eventually 
will re-distribute itself with a re- 
duced margin of profit" for those 
dealers remaining in business (see 
NPN Jan. 11, P. 20). 

Even a more drastic outlook of 
what he terms a “tremendous fin- 
ancial struggle” is pictured by a sup- 
plier in the area who says the Ports- 
mouth gasoline market has been 
shattered and all dealers will end up 
bankrupt soon unless the price war 
is halted. Turnover in dealer owner- 
ship is increasing rapidly, he said, 
adding that three of his own dealer- 
ships have changed hands recently 
and he expects more to throw up 
their hands soon 

Portsmouth dealers had been op- 
erating with a 6c margin up to now 
and need almost that much to show 
a profit, he said. If this price war re- 
sults in permanently depressing re- 
tail prices only 2c, this supplier main- 
tains, many dealers will have to close 
their doors because “they can't stay 
in business with a 4c margin 

Apparently, no suppliers have as 
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yet entered into the Portsmouth price 
war in support of their dealers. Deal- 
ers are purchasing supplies at pre- 
price-war prices, so evidently are as- 
suming all losses. 


Began in 1948 


The price conflict is said to have 
had its start in November, 1948, when 
Pickett Tire Service, Shell Oi) deal- 
er, became Portsmouth’s first self- 
serve outlet, selling at 4c below regu- 
lar dealer prices. Until last summer, 
however, the market reportedly re- 
mained relatively stable, although 
some dealers were offering discounts 
of from 2c to 3c per gallon to regular 
customers or large accounts. 

Then last May, Tankar Co. con- 
verted its Portsmouth outlet to self- 
serve in addition to three others in 
neighboring Norfolk and eight others 
throughout Virginia. Conventional 
dealers apparently began then to feel 
the pinch acutely, if not before, and 
the price battle has been waging hot- 
ter ever since. Bryant G. Nix (Sin- 
clair dealer) and Cradock Auto Sup- 
ply (Texaco) switched to self-serve 
last November, followed by Airline 
Auto Service (Sinclair) on Jan. 1 

Although denied by the operators, 
it is felt in Portsmouth that both 
Pickett and Tankar, in addition to 
conventional dealers, have suffered 
gallonage losses to the new self- 
serves. One supplier declares that the 
market already has been redistributed 
and none of the self-serves is showing 
a profit. 

Head of Pickett Tire Service, R 
D. Pickett, however maintains that 
his December volume reached 91,000 
gals., representing only a seasonal de- 
cline from his peak summer month 
output of 97,000 gals. The other self 
serves say business continues at 
double or triple the conventional rate 

Undoubtedly, one of the largest busi- 
ness losses has been suffered at a 
station operated by Norfolk Naval 
Shipyards Co-operative Assn One 


dealer says Saturday morning traf- 
fic there has been almost reduced to 
a trickle, whereas several months ago 
“20 to 30 automobiles would be lined 
up waiting for service.” 


Only One 100% Self-Serve 


The only 100% self-serve outlet is 
that of Pickett, where two girl caah- 
iers on each shift do nothing but col- 
lect money from customers patroniz- 
ing the eight pumps and testing and 
pouring their own oil. The others of- 
fer gasoline service to ladies or others 
upon request and handle all oil sales. 
Several conventional stations are 
publicly offering 4c off with full ser- 
vice. One dealer is said to have or- 
ganized a “club” whose members 
receive a discount of 4.5c with full 
service. 

A spot check by NPN in areas sur- 
rounding the self-serves showed 
dealers handling the following major 
brands to be offering price reductions 
ranging down to 4c, along with full 
service: Pure, Amoco, Sinclair, So- 
cony-Vacuum, Shell, Sun and Gulf 

From the standpoint of gallonage 
potential, all of Portsmouth self- 
serves seem to be well-located. Pick- 
ett Tire Service stands at the in- 
tersection of alternate highway 5& 
(leading to neighboring towns) and 
County St. (feeding into Portsmouth's 
main thoroughfare. High St.). Both 
roads are heavily-traveled. His great- 
est competition comes from the Tank- 
ar station located on High St. in the 
heart of the shopping district. The 
three other self serves are leas ideally- 
located but all front on well traveled 
highways on the outskirts of Ports- 
mouth. 

The fear expressed—-that if the 
trend to self-serves becomes more 
pronounced the price advantage will 
be nullified— is discounted strongly by 
Mr. Pickett, Portsmouth's most out- 
spoken self-serve advocate. Com- 
paring self-serves to super-markets 
in the grocery businers, he main- 
tains that self-serves do indicate a 
trend to fewer and larger (eight to 
20 pumps) stations but there always 
will be room for the neighborhood 
station offering service and individual! 
attention to regular customers. 

Of the three stations flanking 
Pickett Tire Service at the inter- 
section, two say they have lost much 
gallonage The third operates an 
on-the-road service and repair buasi- 
ness in conjunction with the station 
and evidently is doing quite well 

Also commenting upon the fact 
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Cradock Auto Supply, which converted to self-serve early 
last November, now reports gasoline volume up to 60.000 
gals. per month as compared with 21.000 under conventional 


operation 


Owner of this four-pump self serve is Bryant G. Nix who 

views Portsmoutn's self-serves and price war as “unhealthy” 

situations. and who claims he converted from conventional 
operation as a last resort to stay in business 


that room exists in oil marketing for 
both conventional and self-serves 
was Mr. Nix, who operates one of 
each Although volume at his self- 
serve has tripled since switching from 
conventional, he said, there is no ap- 
parent need for converting his second 
station in view of the fact that the 
great majority of his customers there 
are Navy personnel who want person- 
alized service and are not shopping 
for price 


Customer Reaction 


At all stations, customers agreed 
unanimously that they patronized 
self-serves because of the price sav- 
ings, and this appeal seemed to be 
common fo all economic classes of 
people, Mr. Pickett maintains that he 
has even become accustomed to the 
sight of chauffeured limousines pull- 
ing up to the pumps to be serviced by 
a nattily-clad driver while a matron 
supervises operations from the rear 
seat. He added that during almost 14 
months in the self-service business he 
has had only one customer—a man 
drive away after refusing to measure 
or pour his own oil 

Mr. Pickett has discarded savings- 


14 


Portsmouth’s first and largest self-serve ig this eight-pump 
outlet of R. D. Pickett. with reported sales last December of 
91.000 gals. Sign at far end of driveway tells customers 


they have saved $30,000 “by serving themselves” 


per-gallon advertising since his carly 
days of self-serve operation He 
carries no signs on pumps or building 
now but concentrates his entire 
economy display in two signs resting 
on the ground at both approaches to 
the pumps. Under a large $30,000- 
figure on each sign are the words 

Our customers have saved this 
amount by serving themselves in the 
first 9 months of this year on gas and 
oll alone.” 

These signs will be brought up to 
date for the entire year, Mr. Pickett 
said, blazoning a “savings” figure of 
from $41,000 to $43,000 He said 
gasoline volume averaged more than 
80,000 gals. per month last year and 
expects a boost this year due to four 
additional pumps Saturdays have 
proved to be his largest sales day of 
the week, with volume averaging 
about 4,000 to 4,500 gals 


Sponsors Guessing Contest 


Mr. Pickett’s newest piece of pro- 
motion to impress the public with the 
economy-through-volume idea will be 
a volume-guessing contest with an 
electric-washing machine as the prize 
Coupons will be carried in the local 


Airline Auto Service operates Portsmouth’s latest self-serve. 

Owner F. H. Forehand heralded his Jan. 1 opening day with 

two-day newspaper ads and is now planning on a two- 
week series of twice-a-day radio spot announcements 


newspaper for one month and cus- 
tomers can clip these, write in their 
estimate of the volume done by 
Pickett last year and turn in at the 
station with each dollar purchase of 
gasoline, oil or TBA. Contest is due 
to start in several weeks, Mr. Pickett 
said, and entrants will be told that 
gallonage last year was between 
950,000 and 1,000,000 gals 

Also promotion-minded is F. H 
Forehand, operator of Airline Auto 
Service—Portsmouth’s newest self- 
Conversion to self-serve was 
heralded in newspaper ads for two 
days over the New Year's week-end, 
Mr. Forehand stated, and he now 
plans to run a series of spot radio 
announcements twice a day for two 
weeks. He estimated that first week's 
business was more than double that 
under conventional selling 


serve 


At all stations observed, operators 
seemed to be extremely vigilant in 
enforcing the “no smoking” regula- 
tions A Pickett cashier remarked 
that some customers become stubborn 
when prevented from pumping gas- 
oline while smoking, but back down 
when tld that fire regulations pro- 
hibit the practice. 
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FTC Seeks Power to Cope With Large 
‘Quasi-Monopolistic Enterprises’ 


Agency Calls for Enactment of ‘Little Sherman 
Act’ to Get Power Comparable to Justice Department 


NPN News Bureau 

WASHINGTON—The Truman ad- 
ministration stepped up its drive 
against economic concentration this 
week by: 

1. Proposing to arm the Federal 
Trade Commission with authority to 
break up “large quasi-monopolistic 
enterprises” presently untouchable 
under the Sherman Antitrust Act, and 

2. Suggesting to Congress a plan 
for disposing of the government's 
synthetic rubber plants keynoted to 
the proposition that the promotion of 
“effective” competition requires 
severe limitations on the extent to 
which these are allowed to pass into 
the hands of a few dominant petrol- 
eum, tire and chemical companies 

The former originated with the 
FTC itself. In effect, it calls for the 
enactment of a “little Sherman Act” 
amendment to the Clayton Act and 
would for the first time give that 
agency roughly comparable powers 
to those vested in the Justice Depart- 
ment by the Sherman Act 

FTC informed Congress, in a report 
to the House Small Business (Pat- 
man) Committee, that as things now 
stand it (FTC) is “substantially 
powerless” to cope with a situation in 
which an industry is dominated by 
one or more large companies “that 
have not obtained monopoly stature 
sufficient to be dissolved under the 
Sherman Act.” 

So it proposed amending the Clay- 
ton Act to provide that “where a 
corporation has attained a size and 
power that substantially lessens com- 
petition, or where a small group of 
corporations have collectively at- 
tained such size and power, such 
corporation or corporations shall be 
dissolved into corporations of a num- 
ber and size sufficient to remove this 
effect.” 

The commission's report was in 
response to a request for answers to 
six questions that are expected to 
form basis for an early committee 
investigation into means of giving 
FTC new weapons against monopoly 
and monopoly power 


FTC Pledges Its Support 


FTC pledged its support to com- 
mittee and said it has assigned Com- 
missioner John Carson to supervise 
liaison work with House group, and 
Joseph Sheehy, chairman of FTC's 
Planning Council, as permanent con- 
tact man 

FTC reply to Patman Committee 
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said it was “clear” agency needs an 
“enlargement” of its statutory au- 
thority. Besides calling for enact- 
ment of pending legislation to make 
it more difficult for one corporation 
to acquire physical assets of another, 
it suggested these specific measures: 

1. Amendment of Clayton Act so 
that orders in Clayton Act cases 
may become final and enforceable 
without undue delay. 

2. Amendment of Clayton Act and 
of FTC act in so far as latter per- 
tains to restraints of trade to make 
FTC's jurisdiction with respect to 
commerce comparable to that of the 
Sherman Act “To this end, acts, 
practices and methods of competition 
should become unlawful if their ef- 
fects appear in commerce.” 

3. Enlargement of commission's 
power to make corrective orders ap- 
plicable to violations of the statutes 
it administers. This might include 
authority to enjoin lawful acts in so 
far as they must be stopped to dis- 
sipate effects of unlawful practices 
and also to require a course of ac- 
tion where such a requirement is 
reasonably necessary to prevent con- 
tinued violation of law 


4. Strengthening of provisions for 
securing compliance with FTC orders 
including possibly the authority in 
FTC itself to test validity of an order 
in court instead of being dependent 
upon respondent for determination 
whether or not there shall be such a 
test. 

5. Establishment of a procedure 
under which, when each of a group 
of business enterprises is individually 
engaged in same violation of law, 
conduct of entire group may be cor- 
rected, and penalties applied where 
voluntary compliance is refused, with 
necessity of first instituting separate 
proceedings 


The disposal plan for synthetic 
rubber plants, submitted by President 
Truman, evidently was largely dom- 
inated in the writing by the Justice 
Department because language 
throughout reflects its viewpoint 
that the petroleum industry is one in 
which there is a large amount of 
economic concentration 


At one point, citing “circumstances 
leading toward economic concentra- 
tion and monopoly” which must be 
considered, the report lists 20 major 
oil companies as accounting “for 
about 60% of the gross domestic oil 
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production, 76% of the refining ca- 
pacity, and 85% of the crude runs to 
stills.” 


Recommendations for disposal of 
general purpose synthetic rubber 
plants (which comprise the bulk of 
28 government-owned plants) spelled 
out specifically that “disposal should 
be consistent with the development 
of effective competition.” Butyl plant 
disposal terms would be made some- 
what more lenient, however, provid- 
ing that the President can authorize 
sale to a “dominant” firm upon find- 
ing that “other disposal is impracti- 
cal and that disposal to a dominant 
firm is in the public interest.” 


Other Developments 


In other developments this past 
week: 


1, Federal District Court took un- 
der advisement the request of four 
major tire companies that Federal 
Trade Commission be enjoined from 
proceeding with its quantity tire dis- 
count action. In answer to tire com- 
pany complaints, FTC defended its 
procedure for conduction hearings 
and declared that all 4nterested par- 
ties “will have a right of court re- 
view at some point following: the is- 
suance of any final quantityimit 
rule” by FTC. 


2. Supporters of the Federal Trade 
Commission's cease-and-desist-order 
in the Indiana Standard Detroit Case 
began drawing up heavier weapons 
to fight Senate approval of the O’- 
Mahoney Pricing Practices Bill (8 
1008), which, in effect, would over- 
turn FTC's ruling, plus circuit Court's 
approval of that ruling. Leading op- 
position to the bill will be the Na- 
tional Congress of Petroleum Retail- 
ers 


Also, about 80 economists have 
sent Sen. Long (D., La.) a joint let- 
ter urging defeat of 8. 1008, charg- 
ing that bill as now written would 
confuse, rather than clarify, present 
law 


Meanwhile, Empire State Petroleum 
Assn. continues to marshal support 
for the Pricing Practices Bill 


Fuel Oil, Coal Driver 
Strike Averted in New York 


NPN News Bureau 
NEW YORK——Threatened strike of 
fuel oil] and coal truck drivers was 
averted Jan. 16 when AFL Team- 
sters Local Union and companies 
agreed on a 75c per day wage in- 
crease, and a third week of vacation 
for 10-year men. 


Union had asked for a $2 wage 
boost to $16 per day, pension plan, 
and improved accident and health in- 
surance benefits, New contract is for 
two years, replacing a one-year agree- 
ment 
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Dropping of SAE 60, 70 Grades Lube 
Oil Recommended by Oil-Auto Group 


By NPN Staff Writer 


DETROIT.SAE 60 and 70 grades 
of lubricating oil will be discontinued 
shortly if a motion passed unani- 
mously by the SAE Fuels and Lubri- 
cants Technical Committee at its 
meeting here last week is finally ap- 
proved by the Society's Technical 
Board 

In passing the motion, the com- 
mittee also agreed that the pres- 
ent SAE 60 and 70 viscosity grades 
need not be part of any new classi- 
fication, and that consideration would 
not be given to oils heavier that 110 
Saybolt seconds at 210° F. in develop- 
ing a revised SAE clasgification. It 
was further agreed that viscosity 
ranges need be specified at only two 
temperatures, 0° F. and 210° F., in- 
stead of at three as at present. The 
third temperature now used is 130° F 

SAE 60 oil calls for a minimum 
viscosity of 105 Saybolt seconds at 
210° and a maximum of less than 
125 Saybolt seconds. SAE 70 calls 
for a minimum of 125 and maximum 
of less than 150. 

Action to recommend dropping the 
SAE 60 and 70 grades was taken 
during discussion of the entire sub- 
ject of reclassifying the SAE Crank- 
case Oil Viscosity Classification. A 
subcommittee on Engine Lubricants, 
headed by H. C. Mougey of General 
Motors Research Laboratories, has 
been studying the reclassification 
problem and presented to the com- 
mittee a report which contained no 
recommendations but did suggest 
three proposals for a new classifica- 
tion system. None of them was ac- 
ceptable, and the entire subject, 
minus SAE 60 and 70, was referred 
back to the subcommittee for fur- 
ther study 

The present classification system 
comprises seven SAE viscosity 
grades. In addition, two winter 
grades, 10W and 20W, are provided 
by a separate Automotive Manu- 
facturers’ Classification. Another 
lower viscosity winter grade, to be 
known as SW, has been proposed 

The recommendation of the com- 
mittee that the two grades be dis- 
continued—which can be done without 
waiting for revision of the remainder 
of the classification system—is sub- 
ject to approval of two-thirds of the 
committee membership. voting by let 
ter-ballot, and then must be passed 
on by the Society's Technical Board 
If finally approved by the Tech- 
nical Board, an 18-month transition 
period would have to elapse before 
the two grades were offi ially dis- 
continued 

On the question of suitable identi- 
fication of heavy duty axle lubricants 
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in the SAE 140 grade, M. D. Gjerde, 
Standard Oil (Indiana), informed the 
committee that the Army Ordnance 
Department has advised that there 
would be no objection to the use of 
the Army 2-105 B qualification num- 
ber for the SAE 90 grade on the con- 
tainer for the 140 grade, provided 
the latter conforms essentially to the 
90 grade in characteristics other than 
viscosity. 

Mr. Gjerde also reported that his 
executive committee has asked the 
SAE Technical Board to consider a 
proposal which would establish, with- 
in the framework of SAE, a com- 
mittee of automotive and petro- 
leum industry representatives direct- 
ly concerned with the servicing of 
automotive equipment. It is felt, he 
explained, that such a panel, working 
in Haison with SAE technical co:n- 
mittees, could be instrumental in 
simplifying and unifying various 
service recommendations, particularly 
those concerned with fuels and lub- 
ricants. 


North Carolina Self-Serve 
Reverts to Conventional 


Special to NPN 

CHARLOTTE, N. C.--North Caro- 

lina’'s only self-serve station has faded 
from the scene. 

Reed Devaney, who converted his 
Charlotte outlet to self-serve early 
last year informed NPN station has 
been leased to Service Oil Co. and is 
now operated on conventional basis. 
Mr. Devaney maintains station was 
operating successfully and transfer 
was due mainly to fact that Service 
Oil can supply station more efficiently 
from its Albemarle headquarters than 
he could from his Greensboro bulk 
plant. ’ 

Other marketers in the area, how- 
ever, assert station volume had not 
increased materially under self-serve 
operation. 


ALCOA Engineer Develops 
Oil ‘Treater’ for Cars 


Special to NPN 
PITTSBURGH Application to 
the automotive field by one of Alum- 
inum Corp. of America’s engineers 
of an oil treating device used indus- 
trially for several years was reported 
by company Jan. 16 
Oil “treater” developed by J. E 
Housley, Alcoa engineer at Marys- 
ville, Tenn., for automobile and truck 
engines uses activated alumina as 
basic element for removal of contam- 
inants. Company says it has co-op- 
erated with Mr. Housley to extent of 
furnishing some materials and testing 


device on fleet of company trucks 
over last three years with favorable 
results. ALCOA itself has used acti- 
vated alumina for several years in 
treatment of transformer oils and in- 
dustrial lubricating oils, it says. 

ALCOA itself will not manufacture 
“treater” for automotive field, but 
says it hopes filter manufacturers 
will show interest. 


Degree Days Still Below 
Normal for ‘49 So Far 


NPN News Bureau 
CLEVELAND~—Degree day* aver- 
ages of cities in East Coast and 
Southeast areas for the heating sea- 
son Sept. 1, 1949-Jan. 14, 1950 show 
those areas still to be warmer than 
the corresponding period a year ago. 
However, NPN's weekly check of 14 
cities shows the Midwest still gen- 
erally colder than last season All 
cities report fewer degree days (war- 
mer) than normal** for the current 
season. 


Degree Day Summary for 
Sept. 1—Jan. 14 
1949- 1945 
Past (coast 1958 1949 
Boston 2226 
New York 1781 
Philadelphia 1709 
Washington 1543 
Average 
Midwest 
Chicago 
Cleveland 
Detroit 
Minneapolis 
Omeha 
&. Louis 
Average 
theast 
Birmingham. Ala 
Charleston, 8. C § 
Nashville, Tenn : 56t 1764 
Raleigh, N. C y 1581 
Average 1153 1426 


* Degree days are the number of degrees F 
by which the mean temperature for any 24 
hour period falls beow 65 degrees Thus a 
mean temperature of 50 degrees for a 24-hour 
period would equal 15 degree days It is es 
timated that the average home oi! burner will 
burn about a gallon of fuel ofl for each three 
degree days 

** Normal degree day figures are based on 
average temperatures from individua! weather 
station files dating back to year records were 
first kept 


Delco Battery Prices Cut 
At ‘All Trade Levels’ 


DETROIT—-Price reductions on all 
sizes of Delco batteries, amounting 
to approximately 10% on sizes for 
popular cars, have been announced 
by United Motors Service Division of 
General Motors Corp. Cuts are effec- 
tive at “all trade levels” company 
states 

While no reason for the price cut 
is given, oil company TBA specialists 
consulted by NPN suggest that effect 
of lower lead market is now reaching 
consumer. They also point to open 
winter and improvement in battery 
quality as further causes of slight 
tapering in demand. Among factors 
contributing to lower lead market 
they mention influx of foreign lead 
following devaluation of pound, and 
note that another battery maker 
Autolite, recently cut prices 8-10% 
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Dunlop Calls Charges False 
In DJ's Suit Against Sun Oil 


Government Complaint Alleges Sun Forced Station 
Operators to Enter into Exclusive Dealing Pacts 


By NPN Staff Writer 


PHILADELPHIA—Department of 
Justice last week (Jan. 12) filed its 
long-anticipated exclusive dealing 
suit against Sun Oil Co., and drew 
from Robert G. Dunlop, Sun's presi- 
dent, a reply which labeled govern- 
ment’s action as a “conglomeration 
of false charges, innuendoes and mis- 
leading statements.’ 

The civil suit against Sun (filed in 
Federal District Court here) charges 
that the company compelled some 
10,000 Independent service station op- 
erators to enter into exclusive deal- 
ing contracts under threat of can- 
cellation and actual cancellation of 
existing supply contracts or leases. 

To prevent continuance of these al- 
leged illegal practices and to restore 
“competitive” conditions in service 
stations involved, the suit asks the 
court to cancel existing contracts 
and agreements which now allegedly 
obligate station operators to buy pe- 
troleum products and auto accessor- 
ies exclusively from Sun 


Asks 5-Year Contracts 


The government further asks that 
Sun be ordered to include the follow- 
ing provisions in future leases with 
station cperators 

1. A term of not less than five 
years 

2. Guarantee of lessee’s right to 
freely transfer or assign his lease 

3. Limitation of Sun's right to can- 
cel leases to situation in which there 
has been a breach of “reasonable” 
covenants, such as illegal use or 
waste of premises or non-payment of 
rent; and 

4. Requirement that Sun give 90 
days written notice of cancellation 

The court is asked to retain jur- 
isdiction following entry of a final 
decree to determine whether the de- 
cree has effectively eliminated Sun's 
alleged exclusive dealing arrange- 
ments and dissipated effects which 
these arrangements are charged with 
having on competition 

If it should appear after a rea- 
sonable trial period that competition 
between Sun and other oil suppliers 
has not been sufficiently restored 
government asks that Sun then be 
required to dispose of its interests in 
service station properties 

Sun, itself, is said to own and op- 
erate only about 40 stations, but is 
described as selling oil products and 
wide variety of auto accessories, such 
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as tires, batteries, seat covers, fan 
belts and similar items, to about 
10,000 station operators in 18 states 
and the District of Columbia 

DJ's complaint charges that writ- 
ten supply contracts and oral agree- 
ments between Sun and station op- 
erators include, among other things, 
agreements by operator 

1. Not to install storage or dispens- 
ing equipment for oil products or to 
sell on the station premises any oil 
products other than those sold by 
Sun; 

2. In event operator fails or re- 
fuses to purchase either his entire 
requirements or certain minimum 
quantities established by Sun, to per- 
mit Sun to charge him “penal sum” 
of Ic on each gallon of oil products 
expected to be sold in operator's sta- 
tion during remaining term of con- 
tract plus a sum equal to le per 
gallon on all gasoline, motor oil, and 
grease sold in operator's station in 
past; 

3. That Sun has right to cancel 
contract at any time on as little as 
24 heurs notice, if operator installs 
additional dispensing or storage 
equipment or sells gasoline or other 
oil products of a competitor at the 
service station; and 

4. That Sun has right to cancel 
contract at any time on 24 hours 
notice, if operator fails to purchase 
minimum quantities of petroleum 
products required by Sun. 

The complaint alleges that Sun 
used a variety of devices to “com 
pel” dealers to enter into and abide 
by supply contracts 

It contends that unless operators 
agreed to handle only Sun's products, 
company threatened to, and did, in- 
crease station rentals, exercise penal 
provisions of contracts, cancel leases 
and supply contracts on short notice 
refuse to continue or renew short 
term leases and supply contracts, dis- 
continue deliveries of gasoline, and 
retain monies deposited by operators 
with Sun 


Dunlop Denies Coercion 

In his censure of DJ's suit, Mr 
Dunlop stated, “Among these false 
charges are several alleging Sun has 
coerced service station dealers by 
compelling them to enter into and 
comply with so-called exclusive deal- 
ing contracts. We have no such con- 
tracts with any dealers.” 

The suit, he said, is based upon 
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“such erroneous and extravagant 
contentions. He characterized as 
“ridiculous” the charge that Sun has 
“foreclosed to competition” the 18- 
state market where it has retail out- 
lets. Even Attorney General McGrath, 
he said, admits in the complaint 
against Sun that the company has 
no more than 8.5% of gasoline busi- 
ness in that area. These 18 states, 
Mr. Dunlop explained, are mostly in 
northeastern states and comprise the 
sharpest competitive area in the U. 8. 

“Throughout this territory scores of 
substantial suppliers today are fight- 
ing vigorously for the favor of the 
motoring public. Moreover, the door 
remains wide open for any supplier 
who wishes to enter this area,” he 
asserted 

As a result of this competition, he 
said, the motoring public benefits in 
“constantly improved oil products 
and services and in reasonable prices,” 
and this fact has been demonstrated 
“so often, that it needs no substan- 
tiation.” 

Mr. Dunlop stated that Sun always 
has fought for “free markets and an 
open door of opportunity” and wel- 
comes competition as “a spur to its 
own efficiency” and as a service to 
the public. 

Further, he said, his company be- 
lieves and has often stated that “none 
has any divine right to a place or 
share in this industry” and only “he 
who serves the public best on quality 
and price is entitled to the business.” 


Operates Only 43 Stations 

Mr. Dunlop explained that Sun op- 
erates only 43 service stations itself, 
as compared with 6,550 “individually 
operated stations directly supplied” 
by Sun. The DJ suit contends that 
Sun has some 10,000 dealers. 

These dealers, explained Sun's 
president, are “in every sense Inde- 
pendent businessmen” and own their 
own businesses. He noted that an av- 
erage of only three out of 10 are 
lessees of Sun 

“They use their own money and 
credit to buy their stocks of oil prod- 
ucts and automotive accessories. Each 
establishes prices for his goods and 
services to meet the competitive con- 
ditions of his community. Each hires 
his employes and fixes their hours 
of work and rates of pay,” Mr. Dun- 
lop asserted 

Far from compelling dealers to en- 
ter into contracts with Sun, a 
charged by government action, Mr 
Dunlop declared that dealers “on 
their own volition” have made sup- 
ply contracts with his company 

He denied specifically that supply 
contracts barred Sun dealers from 
selling other petroleum products or 
from installing storage or dispens- 
ing equipment, or required purchases 
of Sun lubes and greases in order to 
get Sun's gasoline 

He said it was “equally erroneous” 
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for Attorney General McGrath to 
charge his company with undertak- 
ing to exact “monetary penalties” 
from dealers who fail to buy their 
entire requirements or specified min- 
imum quantities of gasoline 
Sun. 

“Absolutely untrue” was his char- 
acterization of charges that Sun of- 
fers or grants lower prices on gaso- 
line to any dealer as “an inducement 
to enter into or comply with a sup- 
ply contract 

Finally, he said, there is no truth 
whatsoever in Mr. McGrath's charges 
that Sun requires dealers to handl 
only auto accessories distributed by 
Sun 

“On the contrary he stated 
repeatedly has made clear to d 
ers that it sold such accessories 
a competitive 


from 


quality, price and 
livery basis’ and that ‘dealers 
free to purchace or reject all or 
part of such lines of products.’ As 
matter of fact, most of these dealer 
do handle lines of automotive acce« 
sories supplied to them by others 

In Washington Attorney General 
McGrath was quoted as saying 

“Vigorous new enterprise cannot 
develop unless businessmen, large and 
small, are guaranteed free access to 
markets, The purpose of this suit 
to make it possible for the numerous 
suppliers of different brands of pe 
troleum products and automotive a 
cessories to compete for the substan 
tial market represented by thes 
10,000 service station outlets 

"This antitrust action will al 


mit each service station operator to 
purchase the petroleum products and 
accessories that he believes will bring 
the best quality at the lowest price 
to his customers. In this way the 
public will more fully receive the ad- 
vantages of competition 

Assistant Attorney General Herb- 
ert A. Bergson, in charge of the Anti- 
trust Division, stated 


“That the market alleged to be 
foreclosed to competition is substan- 
tial, is evidenced by the fact that 
during 1948, the value of petroleum 
products and automotive accessories 
distributed and sold by Sun through 
its 10,000 dealer outlets exceeded 
$400,000,000. It is hoped that this 
market may be opened to all and the 
omplete independence of service sta- 
tion operators restored by a refor- 
mation of Sun's leases and a court 
orde enjoining Sun from entering 
into exclusive dealing arrangements 
in the future 

If thes 
tition fail, the government will hav 
no alternative but to request the 
court to order the defendant Sun to 


efforts to restore comp 


dispose of its interests in service sta 
tion properties so that the operators 
of these retail outlets may be freed 
of all danger of control 

Case was prepared by James R 
Browning, assisted by W. B. Watson 
Snyder and David Fields, special a 
sistants to the attorney general 
working under supervision of Holmes 
Baldridge, Chief of General Litigation 
Section of Antitrust Division 


Text of Dunlop Statement on DJ's 
Antitrust Complaint Against Sun 


PHILADELPHIA... Following is th« 
complete statement of President Rob 
ert G. Dunlop, issued Jan. 13 by Sun 
Oil Co., setting forth con pany’s views 
on Department of action 
Jan. 12 in filing an “exclusive deal 
ing” antitrust civil suit against Sun 
in the United States District Court 
Eastern District of Pennsylvania 

We are amazed at the conglome 
tion of false charges 
misleading conta ‘ 
Attorney General McGrath's antitrust 
suit against Sun Oil Co. and in his 
accompanying press releas« 

Among these fal charges are s« 
eral alleging Sun has coerced serv 
station dealers by compelling th 
to enter into and comply with 
called exclusive dealing contracts. W 
have no such contracts with any deal 


ers 


Justice's 


Innuen 
statements 


It is upon such erroneous and ex 
travagant contentions that Mr. M« 
Grath bases his charges that Sun Oi! 
Co. has so conducted its relations 
with service station dealers in the 
sale of gasoline, motor oils and auto 
motive accessories that it has “fore 
closed to competition the 18-stat< 
market where it has retail outlets 
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This statement is ridiculous to any 
one with only a superficial knowledg« 
of the oil business 

Even Mr. McGrath in his complaint 
admits that Sun has no more than 
&.5 of the gasoline business in the 
area 

These 18 states, with the exception 
of Florida, comprise the northeastern 
section of the United States In no 
part of this country is competition in 
the sale of petroleum products and 
automotive accessories so sharp as it 
is in this area. Throughout this ter- 
ritory scores of substantial suppliers 
today are fighting vigorously for th« 
favor of the motoring public More- 
over, the door remains wide open for 
any supplier who wishes to enter 
this area 

As a result in no section of Amer- 
ica does the public more fully receive 
the advantages of competition in con- 
stantly improved oil products and 
services and in reasonable prices 
This has been demonstrated so often 
that it needs no substantiation here 

Sun Oil Co. always has welcomed 
competition as a spur to its own ef- 
ficiency and as serving the public 


welfare. As one of the smaller units 
in the oil industry, Sun constantly 
has fought for free markets and an 
open door of opportunity, believing 
that “none has any divine right to a 
place or share in this industry” but 
that “he who serves the public best 
on quality and price is entitled to the 
business,” as we have so often stated 

The essence of Sun's marketing pol- 
icy has been the distribution of its 
products through service station deal 
ers operating as Independent business- 
men. This is evidenced by the fact 
that the company operates only 43 
service stations as compared with the 
6,550 individually operated stations 
directly supplied by Sun 

These dealers own their businesses 
Only three out of 10 are lessees of 
Sun Oil Co. They use their own mon 
ey and credit to buy their stocks of 
oil products and automotive 
sories 


acces 
Each establishes prices for 
his goods and services to meet the 
competitive conditions of his com- 
munity. Each hires his employes and 
fixes their hours of work and rates 
of pay. They are in every sense In 
dependent businessmen 

These service station dealers on 
their own volition have entered into 
supply contracts with Sun Oil Co 
purchase petroleum products that 
they believed provide the best quality 
at the lowest prices to their cus- 
tomers, and thus to assure their own 
success in business 

Contrary to the McGrath charges 
Sun's supply contracts do not pro- 
hibit these dealers from installing 
storage or dispensing equipment for 
petroleum products or selling on the 
premises any petroleum products 
other than those sold by Sun; nor 
does the company require these deal- 
ers to buy only Sun motor oils and 
greases in order to get its gasoline 

It is equally erroneous for Mr. Me 
Grath to charge, as he does, that Sun 
undertakes to, or does exact monetary 
penalties from dealers who fail or re- 
fuse to buy their entire requirements 
or specified minimum quantities, of 
gasoline from Sun 

Moreover! is absolutely untrue 
that Sun poses any monetary pen 
alty on dealers for any reason what 
soe ver 

Furthermore, it is also absolutely 
untrue that Sun offers or grants low 
er prices on gasoline to any dealer as 
an inducement to enter into or com 
ply with a suppl 


y contract 


Finally, there is no truth whatso- 
in the allegation that Sun r 
dealers to buy and sell only au- 

tive accessories distributed by 
On the contrary, Sun repeated- 
ly has made clear to dealers that it 
sold such accessories “on a competi- 
tive quality, price and delivery basis 
and that “dealers are free to purchase 
or reject all or any part of such lines 
of products As a matter of fact, 
most of these dealers do handle lines 
of automotive accessories supplied to 
them by other than Sun 

In order to remove from the record 

these and all other erroneous and un 
founded charges contained in the com- 
plaint, Sun Oil Co. will welcome an 
early trial so that we can have 
opportunity to present the truth and 
refute these unjust accusations 
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Complete Text of Complaint 
In DJ Suit Against Sun Oil 


PHILADELPHIA Following is 
text of government's complaint in 
antitrust case against Sun Oil Co. 
filed in the United States District 
Court, Eastern District of Pennsyl- 
vania, Jan. 12. The case is Civil No 
10,483 

The United States of America, by 
its attorneys, acting under the direc- 
tion of the attorney general of the 
United States, brings this action 
against the defendant Sun Oil Co 
and complains and alleges as follows 


Jurisdiction and Venue 


1. This complaint is filed and these 
proceedings are instituted under Sec- 
tion 4 of the Act of Congress of 
July 2, 1890, as amended (26 Stat 
209, 15 U.S.C. Sec. 4), entitled “an 
Act to Protect Trade and Commerce 
against Unlawful Restraints and Mon- 
opolies,” commonly known as the 
Sherman Act, and under Section 15 
of the Act of Congress of October 15, 
1914, as amended (38 Stat. 736, 15 
U.S.C. Sec. 25), entitled “An Act to 
Supplement Existing Laws Against 
Unlawful Restraints and Monopolies 
and for Other Purposes,” commonly 
known as the Clayton Act, to prevent 
and restrain continuing violations, as 
hereinafter alleged, of Section 1 of 
the Sherman Act, and of Section 
3 of the Clayton Act 

2. Defendant Sun Oil Co, has ex- 
ecutive offices, transacts business, 
and is found within the eastern dis- 
trict of Pennsylvania The viola- 
tions of law hereinafter alleged have 
been and are being carried out in 
part within said district, and the 
interstate commerce in petroleum 
products and automotive accessories 
herein involved as hereinafter de- 
scribed is carried out in part within 
said district. 


Defendant 


3. Sun Oil Co. hereinafter referred 
to as “Sun,” a corporation organized 
and existing under the laws of the 
State of New Jersey and with offices 
and principal place of business in 
Philadelphia, Pennsylvania, is made 
the defendant herein 


Definitions 


4. The term “petroleum products,” 
as used herein, shall mean products 
obtained from crude oil by various 
processes, and includes gasoline, mo- 
tor fuels, motor oils, greases and 
gear lubricants used by automotive 
vehicles. 

5. The term “automotive accesso- 
ries,” as used herein, refers to mer- 
chandise, equipment items and re- 
placement parts for automotive vehi- 
cles which are capable of being in- 
stalled without major mechanical ad- 
justments, other than petroleum prod- 
ucts, and includes tires, tubes, bat- 
teries, spark plugs, oil filters, fan 
belts, motor tune-up compounds, 
white wheel rims, polishes, waxes, 
cleaners, oil filter replacement car- 
tridges, rust inhibitor, radiator seal- 
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er, radiator hose, auto lamp bulbs, 
fuses, windshield wipers and blades, 
hydraulic brake fluid, tire paint, seat 
covers, rubber cement, tube repair 
kits, tire patching units, battery 
cables, tire chains, antifreeze prepa- 
rations, and other like items 

6. The term “service station,” as 
used herein, shall mean any sales 
outlet, including a garage, where gas- 
oline, motor fuel, motor oil, greases 
and gear lubricants and other pe- 
troleum products and automotive ac- 
cessories are sold at retail to con- 
sumers. 

7. The term “Independent service 
station operator,” as used herein, shall 
mean the operator of a service sta- 
tion who purchases and reselis pe- 
troleum products and automotive ac- 
cessories independentiy and not as 
an employe or agent of a supplying 
oil company. An operator of a serv- 
ice station leased from a supplying 
company is included in the term “In- 
dependent service station, operator” 
as used herein 

8. The term “supplier,” as used 
herein, shall mean a refiner, manu- 
facturer, or distributor of petroleum 
products and/or automotive accesso- 
ries engaged in the business of sell- 
ing such products to Independent 
service station operators for resale 
at service stations to consumers 

9. The term “divided station,” as 
used herein, shall mean a service 
station in which the motor fuel or 
gasoline of more than one supplier is 
offered for sale 

10. The term “undivided station,” 
as used herein, shall mean a service 
station in which the motor fuel or 
gasoline of one supplier exclusively is 
offered for sale. 

11. The term “supply contract,” as 
used herein, shall mean any agree- 
ment between a supplier and an In- 
dependent service station operator 
which specified the terms and con- 
ditions under which the former sells 
to the latter petroleum products and 
or automotive accessories 

12. The term “Sun market area,” 
as used herein, shall mean the area 
in the United States in which Sun 
sells petroleum products and automo- 
tive accessories to Independent serv- 
ice station operators, including the 
states of Maine, New Hampshire, Ver- 
mont, Rhode Island, Massachusetts, 
Connecticut, New York, New Jersey, 
Pennsylvania, Delaware, Maryland, 
Michigan, Indiana, Ohio, West Vir- 
ginia, Virginia, Kentucky, Florida, 
and the District of Columbia 


Nature of Trade and Commerce 


13. Defendant Sun is engaged in 
the production, transportation, refin- 
ing and marketing of crude oil and 
petroleum products Sun produces 
and purchases crude oil in the princi- 
pal oil producing fields in the United 
States and transports the crude oil 
to refineries owned by Sun in Penn- 
sylvania and Ohio. The principal 
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petroleum products manufactured at 
these refineries by Sun are motor fuel, 
sold under the trade name “Sunoco 
Dynafuel,” and motor oils and lubri- 
cants sold under the trade names 
“Sunoco,” “Sun,” and “Dynalube.” 
Sun transports, distributes and sells 
the greater part of these petroleum 
products in interstate commerce to 
approximately 10,000 Independent 
service station operators in the Sun 
market area. Sun itself operates 
only approximately 40 service sta- 
tions throughout the entire area in 
which Sun products are sold 

14. Defendant Sun also distributes 
and sells a complete line of automo- 
tive accessories. Some of these ac- 
cessories are manufactured by de- 
fendant Sun while others are pur- 
chased by Sun from other suppliers 
located in many states. Sun trans- 
ports, distributes, and sells the great- 
er part of these automotive accesso- 
ries in interstate commerce to the 
said approximately 10,000 Independ- 
ent service station operators in the 
Sun market area. 

15. The value of the petroleum 
products and automotive accessories 
distributed and sold by defendant 
Sun to said 10,000 Independent serv- 
ice station operators in interstate 
commerce approximated $400,000,000 
in the year 1948 

16. Service stations render a highly 
specialized service essential to own- 
ers of automotive vehicles. Service 
stations are the princpal conduit 
through which petroleum products and 
automotive accessories are distributed 
and sold to consumers Desirable 
service station sites, and therefore 
actual and potential retail outlets for 
petroleum products and aulomotive 
accessories, are limited in number 
Moreover, each service station con- 
stitutes a market patronized by 
particular consumers of petroleum 
products largely because of the con- 
venience of the location of the sta- 
tion to their route and direction of 
travel 

17. By various means more par- 
ticularly described hereinafter, de- 
fendant Sun has induced and com- 
pelled the 10,000 Independent serv- 
ice station operators to whom it 
sells petroleum products and auto- 
motive accessories to deal exclusively 
n the petroleum products and auto- 
motive accessories distributed and 
sold by defendant Sun Numerous 
suppliers of petroleum products and 
automotive accessories have thereby 
been denied the opportunity to dis- 
tribute and sell petroleum products 
and automotive accessories in inter- 
state commerce to this substantial 
part of the market By reason of 
Sun's conduct competition between 
defendant Sun and said suppliers for 
the patronage of these 10,000 Inde- 
pendent service station operators, and 
of the consumers to whom they sell 
has been substantially impaired and 
eliminated 


Offenses Charged 


18. Beginning in or about 1928 and 
continuing to the date of the filing 
of this complaint, defendant Sun has 
violated and is now violating Section 
1 of the Sherman Act and Section 
3 of the Clayton Act, in that it has 
induced, coerced, and compelled ap- 
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proximately 10,000 Independent serv- 
ice station operators in the Sun mar- 
ket area to enter into, and operate 
under, written and oral contracts, 
agreements and understandings which 
require said operators to purchase 
petroleum products and automotive 
accessories for resale exclusively 
from defendant Sun, and to refrain 
from purchasing and reselling the pe- 
troleum products and automotive ac- 
cessories of competitors of defend- 
ant Sun. Said oral and written con- 
tracts, agreements and understand- 
ings exclude competitors of defend- 
ant Sun from access to a substantial 
part of the market for petroleum 
products and automotive accessories, 
and are in unreasonable restraint of 
and substantially lessen competition 
in, the herin described interstate trade 
and commerce in petroleum products 
and automotive accessories. The said 
unlawful written and oral contracts 
agreements, and understandings will 
continue in effect unless the relief 
hereinafter prayed for is granted 


19. Defendant Sun has entered into 
and is now a party to, written sup- 
ply contracts with approximately 10,- 
000 Independent service station op- 
erators in the Sun market area, which 
said supply contracts contain various 
written provisions or are supplement- 
ed by various oral agreements and 
understandings having the purpose, 
intent, and effect of requiring said 
Independent service station operators 
to deal exclusively in the petroleum 
products and automotive accessories 
of defendant Sun and to cease and 
refrain from dealing in the petrole 
um products and automotive accesso- 
ries of other suppliers. Said written 
provisions and oral agreements and 
understandings have included, and do 


now include, the following, among 
others: 

(a) The operator is required to 
agree not to sell or use on the prem- 
ises gasoline dispensing equipment or 
gasoline or motor fuel of any kind 
other than equipment loaned or prod- 
ucts manufactured or sold by Sun, 
excepting any gasoline equipment lo- 
cated on premises at the time the 
contract is entered into and the prod- 
ucts handled therein. 


(b) The operator is required to 
agree not to install storage or dis- 
pensing equipment for petroleum 
products or to sell on the premises 
or within 500 feet thereof any pe- 
troleum products other than those 
sold by Sun, except gasoline which 
the dealer is under contract to pur- 
chase at the time the contract with 
Sun is entered into 

(c) The operator is required to 
warrant that he has no existing 
agreements or contracts for the sale 
of petroleum products and agrees, 
during the terms of the contract, not 
to enter into any agreement or con- 
tract for the handling or sale of 
petroleum products except those pur- 
chased from defendant Sun. 

(d) The operator is required to 
agree to purchase his entire require- 
ments of petroleum products from 
Sun and further agrees to terminate 
any and all agreements and contracts 
for the handling or sale of petrole- 
um products with any person, per- 
sons or corporations other than de- 
fendant Sun. 

(e) The operator is required to 
agree to buy a stipulated minimum 
quantity of gasoline, motor oils and 
automotive lubricants from defendant 
Sun, which quantity equals approxi- 


mately the total normal requirements 
of the operator. 

if) Defendant Sun agrees to sell 
gasoline or motor fuel to the operator 
of an undivided station at a price 
lower than that charged by defend- 
ant to the operator of a divided sta- 
tion, 

(g) The operator is required to 
agree that if during the term of his 
contract with defendant he handles, 
stores or sells petroleum products 
other than those distributed by de- 
fendant Sun, or if he does not pur- 
chase his entire requirements of pe- 
troleum products from defendant Sun 
he will pay to Sun a price for gaso- 
line or motor fuel thai is higher than 
that paid for such gasoline or motor 
fuel when he handles Sun's prod- 
ucts exclusively 

(h) The operator is required to 
agree to purchase and sell defend- 
ant’s motor oils exclusively 

(i) The operator is required to 
agree to purchase and sell Sun's 
motor oils and greases as a condi- 
tion to defendant granting him the 
right to purchase and sell defendant's 
gasoline 

(j) The operator is required to 
agree to purchase defendant's motor 
oils in fixed ratios to the operator's 
purchases of gasoline, which ratios 
equal approximately the normal ra- 
tio of consumption of motor oil to 
gasoline. 

k) Sun agrees to grant rebates 
on purchases of motor oils and greases 
to operators whose purchases of such 
lubricants equal or exceed defend- 
ant’s fixed ratio of motor oil and 
grease purchases to gasoline pur- 
chases 

(1) The operator is required to 
agree that in the event he fails or 





Carthage Hydrocol Plant Turns Natural Gas into Gasoline, Other Products 
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The new Carthage Hydrocol. Inc. 


plant at Brownsville. Tex ibs. 
is shown at right center of this aerial view which also shows 
the plants of the Stanolind Oil and Gas Co. (center back 
ground) and the U. S. Industrial Chemicals Inc. (left). In 
the Carthage plant. 90 million cu. ft. of natural gas daily are 
processed with output of 6.000 b/d of gasoline and blending 


daily of 


oxygenated 
partially oxidize natural gas with oxygen to form carbon 
monoxide and hydrogen. the reaction being at very high 
temperature. The gases then are reacted at carefully con- 
trolled temperatures in the presence of a powdered iron 
catalyst. They are cooled and condensed, then fractionated. 


chemicals. The plant will 


agents with combined 
900 b/d of gas oil 


octane 


number of 80 ASTM. 


The chemicals are not separated and refined by Hydrocol. 
200 b/d of fuel oil and 300,000 


but by Stanolind 
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refuses to purchase his entire re- 
quirements of petroleum products 
from Sun or shall fail to purchase 
the minimum quantities required by 
Sun he will authorize defendant Sun 
to charge him a penal sum equal 
to Ic on each gallon of petroleum 
products expected to be sold on the 
premises for the remaining term of 
the contract, and a sum equal to l« 
per gallon on all gasoline, motor oil 
and greases theretofore sold on the 
premises. 


(m) The operator is require 
agree that Sun has the right t 
cel the contract at any time 
with or on either 24 hour 
or 30 days notice rrespe 
the stated term of the « 
the event the operator inst 
tional dispensing or storage equip- 
ment or if gasoline, motor fuel or 
other petroleum products purchased 
from a competitor of Sun are sold 
either on the premises r 
500 feet thereof 


within 


(n) The operator is required to 
agree that Sun has the right to can- 
cel his supply contract at any time 
on 24 hours notice if such operator 
fails to purchase the minimum quan- 
ties of petroleum products arbitrarily 
required by defendant Sun 


(o) Sun requires the operator to 
purchase and sell exclusively the au- 
tomotive accessories distributed and 
sold by defendant Sun as a condi- 
tion to continuing the right to pur- 
chase and sell defendant's gasoline. 


(p) Sun agrees to grant refunds 
on purchases of automotive accesso- 
ries to operators whose purchases of 
automotive accessories equal or ex- 
ceed defendant's fixed ratio of ac- 
cessory purchases to gasoline pur- 
chases, which ratio approximates the 
normal sales ratio of automotive ac- 
cessories to gasoline 


(q) The operator is required to 
agree that he will not buy, store, dis- 
play, handle or sell the petroleum 
products and automotive accessories 
distributed and sold by suppliers 
other than the defendant Sun 


20. Defendant Sun has induced, co- 
erced, and compelled said Independ- 
ent service station operators to en- 
ter into and to adhere to the written 
and oral contracts, agreements, and 
understandings described in Para- 
graph 19 by the following means, 
among others: 

(a) By subjecting the activities of 
said operators to minute and con- 
stant inspection, policing, and super- 
vision. 


(b) By maintaining said operators 
in a condition of disciplined sub- 
servience by dominating all phases 
of the conduct of each operator's 
business, including his resale prices, 
his margins of profit, his hours of 
operation, the number of his em- 
ployes, the type, construction, ar- 
rangement and maintenance of his 
service station, the mafiner in which 
he displays and advertises his mer- 
chandise, and the type, quantity, and 
brands of miscellaneous merchandise 
which handles and sells. 


(c) By continually indoctrinating 
said operators in the necessity of 
entering into and adhering to said 
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contracts, 
standings. 

(d) By loaning or furnishing equip- 
ment to said operators, or making 
service station improvements, with- 
out charge or at a nominal charge 
on the express or implied condition 
that said operators enter into and 
adhere to said contracts, understand- 
ings, and agreements 

(e) By threatening to remove and 
removing loaned equipment from 
service stations unleas the operators 
thereof enter into and adhere to 
said contracts, understandings, and 
agreements 


agreements, and wunder- 


(f) Offering and granting financial! 
inducements, including lower prices 
on gasoline and motor fuel, on the 
express or implied condition that said 
operators enter into and adhere to 
said contracts, understandings, and 
agreements 

(g) By offering and granting re- 
bates to Independent service station 
operators on purchases of various pe- 
troleum products and automotive ac 
cessories on the express or implied 
condition that said operators enter 
into and adhere to said contracts, 
understandings, and agreements 

(h) By leasing service stations 
from Independent service station op- 
erators for long terms at high rentals 
and subletting the same properties 
to the same or other operators un- 
der short term leases, frequently at 
loss rentals, on the express or im- 
plied condition that said operators 
enter into and adhere to said con- 
tracts, understandings, and agree- 
ments 

(i) By threatening to increase and 
increasing rentals of service stations 
under lease to operators unless said 
operators enter into and adhere to 
said contracts, understandings, and 
agreements. 


(j) By including penalty provisions 
in supply contracts and threatening 
exercise and exercising such pro- 
visions unless said operators enter 
into and adhere to said contracts, 
understandings, and agreements 

(k) By including provisions in sup- 
ply contracts and leases giving Sun 
the right to cancel the supply con- 
tract or lease on short notice and 
threatening to exercise and exercising 
such provisions unless said operators 
enter into and adhere to said con- 
tracts, understandings, and agree- 
ments. 

(1) By limiting leases and supply 
contracts to short terms, and threat- 
ening to refuse to continue or re- 
new, and refusing to continue or 
renew, said leases and supply con- 
tracts unless said operators enter in- 
to and adhere to said contracts, un- 
derstandings, and agreements 

(m) By threatening to discontinue 
or discontinuing deliveries of gaso- 
line under supply contracts unless 
said operators enter into and adhere 
to said contracts, understandings, and 
agreements. 

(n) By requiring operators to de- 
posit sums of money with defendant 
Sun and threatening to retain and 
retaining said monies unless said op- 
erators enter into and adhere to said 
contracts, understandings, and agree- 
ments. 

(o) By threatening to refuse and 
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refusing to approve the transfer or 
assignment by said operators of their 
interest in supply contracts or leases 
with defendant Sun to purchasers 
who are willing to adequately reim- 
burse said operators for inventory 
of petroleum products and accessories 
not distributed and sold by defendant 
Sun. 


Effects of Contracts, Agreements 


21. The aforesaid written and oral 
contracts, agreements, and under- 
standings, as intended by defendant 
Sun, have had the following effects 

(a) Numerous refiners, distribu- 
tors, and marketers of petroleum 
products and manufacturers and dis- 
tributors of automotive accessories 
have been denied access to and ex- 
cluded from a substantial part of the 
market for said products and accesso- 
ries, and competition between defend- 
ant Sun and said competitive sup- 
pliers in and for said substantial 
part of the market has been eliminat- 
ed 

(b) A substantial number of In- 
dependent service station operators 
in the Sun market area have been 
denied the opportunity to purchase 
petroleum products and automotive 
accessories from refiners, manufac- 
turers, distributors and marketers of 
their own selection in accordance with 
consumer demand and at prices es- 
tablished by free and open competi- 
tion 

(c) The trade and commerce pass- 
ing through more than 10,000 serv- 
ice stations in the Sun market area 
has been preempted and unreason- 
ably restrained by defendant Sun 
thereby depriving the consuming pub- 
lic of the advantages of free compe- 
tition in and for said outlets where 
the petroleum products and automo- 
tive accessories of other refiners, 
manufacturers, distributors and mar- 
keters would normally be available 
at competitive prices 

(d) Defendant has over the years 
so continuously intimidated, disci- 
plined, and educated approximately 
10,000 Independent service station op- 
erators in the Sun market area to 
the necessity of dealing exclusively 
in the petroleum products and ac- 
cessories of Sun, and refraining from 
dealing in the products and accesso- 
ries of other suppliers, that an in- 
creasing number of said dealers so 
conduct their business without the 
necessity of express written agree- 
ment with defendant Sun or the em- 
ployment of overt coercion and in- 
timidation by defendant Sun 

(e) Defendant Sun has steadily 
increased its percentage control of 
the sales of petroleum products and 
automotive accessories in the Sun 
market area. 

Sun's annual sales of gasoline in- 
creased from 7,700,000 barrels in 1928 
to 30,245,000 barrels in 1948, repre- 
senting an increase of from 5.1% 
of the total sales of gasoline in the 
Sun market area by all companies in 
1928 to 8.5% of said sales made in 
the Sun market area by all companies 
in 1948 

And, therefore, have had the ef- 
fects of unreasonably restraining and 
substantially lessening competition in, 
the interstate trade and commerce 
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in petroleum products and automo- 
tive accessories herein described. 
Prayer 

Wherefore, plaintiff prays: 

1. That the court adj e and de- 
cree that defendant Sun unrea- 
sonably restrained and substantially 
lessened competition in the aforesaid 
interstate trade and commerce in pe- 
troleum products and automotive ac- 
cessories, in violation of Section 1 of 
the Sherman Act and Section 3 of the 
Clayton Act 

2. That the written and oral con- 
tracts, understandings, and agree- 
ments, and the course of conduct 


by which dealers were induced, co- 
erced, and compelled to enter into 
and adhere thereto, described in Para- 
graphs 18 through 20 hereof, be ad- 
judged and decreed to be illegal and 
in violation of Section 1 of the Sher- 
man Act and Section 3 of the Clay- 
ton Act. 


3. That defendant Sun be ordered 
to cancel and terminate said con- 
tracts, understandings, and agree- 
ments, to refrain from enforcing the 
same, and to give appropriate written 
notice to each Independent service 
station operator to whom Sun sells 
and distributes automotive accessories 





Platt’s OIL PRICE HANDBOOK, 
1949 Edition, Is Now Ready 


Order 
Your 


Copy 


The 1949 Edition of Platt’s OIL PRICE 
HANDBOOK is off the press and 
ready for distribution. 


It is arranged and indexed in its 
usual convenient, easy-to-use man- 
ner so that in just a few seconds you 


and petroleum products, that said 
contracts, understandings, and agree- 
ments are illegal and void; and are 
cancelled and terminated. 


4. That defendant Sun, its officers, 
directors, employees, agents, repre- 
sentatives, successors, assignees, sub- 
sidiaries, and all persons and corpo- 
rations acting or claiming to act on 
enjoined from entering into or en- 
forcing any contract, agreement, or 
understanding either written or oral, 
or both, with any Independent serv- 
ice station operator which contains 
any of the provisions described in 
Paragraph 19 of the Complaint, or 
any other contract, agreement, or 
understanding either written or oral, 
or both, the purpose, intent, or effect 
of which is to induce or compel the 
said Independent service station op- 
erator to purchase or secure all of 
his requirements of petroleum prod- 
ucts or automotive accessories, or 
both, exclusively from defendant Sun 
or to refrain from purchasing, han- 
dling, storing, selling, or displaying 
the petroleum products or automo- 
tive accessories, or both, distributed 
and sold by other than defendant Sun 


5. That defendant Sun, its officers, 
directors, employees, agents, repre- 
sentatives, successors, assignees, sub- 
sidiaries, and all persons and corpo- 
rations acting or claiming to act on 
behalf of it or them be perpetually 
enjoined from engaging in, carrying 
on, or participating in, any prac- 
tices, activities, or conduct having 
the purpose, intent, or effect of in- 


ducing or compelling any Independ- 
ent service station operator to pur- 
chase or secure all of his require- 
ments of petroleum products or au- 
tomotive accessories, or both, ex- 
clusively from defendant Sun or to 
refrain from purchasing, handling 
storing, selling, or displaying the pe- 


can find: 


any oil price 
any oil price change 


Today! 
for any given date 


It’s 
for any one of more than 

troleum products or automotive ac- 
A 600 different petroleum cessories, or both, distributed and 


products sold by other than defendant Sun 
a . 
Limited ™: 


HANDBOOK is cloth-bound. 6. That defendant Sun be ordered 
Edition. 


to include in all existing and future 


marginal indexed into four major leases of service stations operated 
price sections: (1) Refinery Prices (2) oF SRS SNS ee 6 

Stee eeeeeeeeeeceee USE THE COUPON BELOW Seeeeeeeeeseseaaae 

Platt’s PRICE SERVICE. INC. Date 


erator: rovision for (a) a term 
Seaboard Prices (3) Tank Wagon ~¥- 2 
1213 W. Third Street. 


of not less than five years, (b) a 

Prices (4) Crude Oil Prices right of lessee to freely assign or 
Cleveland 13, Ohio 
Please send me. . 


transfer the lease to an Independent 
service station operator of his own 
choosing, (c) a limitation of the 
right of defendant Sun to cancel dur- 
ing the term to breach of reasonable 
convenants such as illegal use, waste, 
abandonment of premises and non- 
payment of rent, and (d) a written 
notice of not less than ninety days of 
cancellation to lessee. 


It sells for $15 per copy. 


7. That the court retain jurisdic- 
tion of this cause, and if subsequent 
to the entry of the final decree here- 
in it appears that the relief herein- 
before prayed for has not effectively 
terminated the violations hereinbefore 
alleged or dissipated the effects there- 
of that the Court thereupon order the 
defendant Sun to divest itself of all 
title and interest in service station 
properties. 

8. That the plaintiff have such other 
and further relief as the Court may 
City deem just and proper. 


9. That the plaintiff recover the 
costs of this suit. 


- copies of the 1949 Edition of Platts OIL PRICE HAND- 
BOOK at $15.00 per copy. Enclosed is check for $ 


(Ohio purchasers. please add 3°, sales tax.) 
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Editorially Speaking 





Profits, Not Gallonage, Will Determine Success 
Of Business as Oil Competition Becomes More Keen 


There is plenty of crude oil, domestic and foreign, to 
meet any conceivable demand. Thanks to the immense 
capital expenditures of the past three years made possible 
by good profits, there is a good margin of refining cap- 
acity, even though much refining equipment still needs 
to be replaced in the competition for higher quality prod- 
ucts and lower operating costs 


Transportation and storage facilities are being built 
up, and though they are far from adequate when all 
angles are considered, they are not likely this year to be 
a bottleneck in the meeting of demand. In every part 
of the country bigger and better service stations are under 
construction, and many more are scheduled for this year. 


All this adds up to make 1950 look like it will be the 
most competitive year in the sale of petroleum products 
since before the war 


This increasing competition is more to be welcomed 
than feared, because only a competitive industry can be 
progressive and basically healthy. But whether any in- 
dividual or group likes it or not, the industry will have 
to live with this competition in 1950. 

How the industry lives with it, and the extent to which 
it prospers, depends upon the individual decisions of many 
thousands of Independent jobbers and other distributors, 
Independent refiners and the executives in the home 
and branch offices of the major oil companies. 

It would be well if each person who has anything to say 
about prices would consider these points whenever he is 
tempted to cut a price 


1. There is no such thing as a “secret” price. Sooner 
or later competitors and other customers find out when 
a special deal is made to one customer, whether that 
customer is a jobber, a dealer or a commercial consumer. 
A “secret” price, not warranted by generally lower costs, 
can drag down a market just as surely as one which is 
posted in big bold letters 


2. Competitors, no matter how conservative, meet any 
cut price after they have lost enough gallonage to feel it. 
Price-cutting (as distinguished from an intelligent, justi- 
fied reduction in price) may get additional throughput for 
a while, but eventually it will pull down the whole market 
until everyone is selling at a price which is too low for 
even a modest profit, and without any additional gallon- 
age for any company in that market. 


3. Price-cutting does not make for lasting businesses. 
You can count on the fingers of one hand the gqod-sized 
Independent price cutters of 20 years ago who are both 
still in business and still are price-cutters. Sooner or later 
the economics of competitive pricing or the need for an 
adequate assured supply, which may cost more, catch up 
with every price-cutter. The industry in general does not 
adhere to the belief of some price-cutters that they have 
a heaven-given right to enjoy permanently whatever 
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special deals they might have gotten as buyers of “sur- 
plus” products. 

4. Even a small price cut can demoralize a market, 
and this can be true whether that cut is by the biggest 
of majors or by a small jobber 

5. It takes twice as many gallons to make the same 
profit if the operating margin is cut in half. A price cut 
of 5% may mean a profit reduction of 50%. The success 
of an Independent business or of a major company mar- 
keting district can be properly measured only by the 
amount of dollar net profit, not by the number of gallons. 

This is not to say that it is always wrong to reduce 
a price. The history of the oil industry is that of better 
products at lower prices, and that is likely to be its 
future as long as competitive enterprise lives. But it is 
to say, and as emphatically as possible, that a price re- 
duction is a step to be considered most carefully and in 
light of what that cut might mean to those profits which 
are necessary not only for the prosperity of the company 
but also to provide capital for better facilities to reduce 
future costs 

The industry fortunately is in better condition than it 
was before the war to make intelligent price decisions. 
Most of the major company tops today, perhaps even 
all of them, look at the dollar profit of the marketing 
department in general and each branch office in particu- 
lar, rather than the gallonage figures, in deciding whether 
a good job has been done and whether the individual in 
charge deserves a betfer reward. Perhaps this concept has 
not filtered down the line in all cases, but NPN knows 
that it exists and that it is growing in a number of ma- 
jor company board of directors rooms 


Independent distributors as a whole have made great 
strides in better accounting, better analysis of profit 
factors, more knowledge of the fundamentals of market- 
ing. NATIONAL PETROLEUM News has watched Independ- 
ent jobbers through the nearly 41 years of the paper's 
existence and believes that today's crowd of jobbers is 
the most efficient and the best marketers of any period 

This increased knowledge of sound, businesslike market- 
ing by both majors and Independents is a big reason why 
the intensified competition should not result in the kind 
of price-cutting in which costs and profits are forgotten 
in the scramble for gallonage 

Excessive loans of equipment to dealers, farm and 
commercial consumers can cut the heart out of profits 
just as quickly as direct price cutting. The practice of 
loaning equipment can become so firmly entrenched that 
it is not likely to be abandoned at any time in the fore- 
seeable future. 

From the standpoint of industry relations, to say 
nothing of actual profits, it would pay some of the ma- 
jors to study the equipment lending practices in their 
marketing departments. A good many jobbers could well 
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do the same. Does an account offer enough business po- 
tential to justify the lending of equipment or the paving 
of a driveway. Is loaned equipment carried at a proper 
value on the books to give a true picture of whether 
each loan is economically sound? 

Here are some excerpts from a letter receritly received 
by NPN which points to two typical uneconomic equip- 
ment deals 

“Recently I was talking with a jobber friend in a 
small farm community, when a prospective customer 
came in and wanted to buy gasoline, and in the deal he 
wanted the jobber to place a skid tank on his farm. The 
jobber questioned the customer as to the amount of 
equipment he owned, which was one tractor, and a pickup 
truck. The jobber offered to supply him provided he 
would buy the skid tank at the jobber’s cost. The cus- 
tomer told the jobber that he would let him know and 
walked out. The jobber said that he could not pay out 
on that type of account, as he estimated that the far- 
mers requirements would be about 300 gals. per year 
and the jobber would have to carry the account between 
crops. By the time he paid for the equipment from his 
profits, it would be worn out 

“Later the same day I was talking to a commission 
agent when this same customer came in and asked this 
agent about supplying him. The agent immediately closed 
the deal without questioning him as to his demands, After 
the customer left, I asked about the investment in the 
equipment. He said that the company furnished him all 
he could use, and that whatever the account used would 
be better than nothing. His commission remained the same 
regardiess of the amount invested in the account 

“Another jobber friend installed $2,800 worth of new 
equipment at @ new automobile dealer garage, and spent 
$3,000 to pave the drive. The first two months of opera- 
tion this outlet averaged 800 gals. monthly. When I 


questioned him on the logic of the deal, he said that he 
had merely met the offer of blank major company.” 

Deals like those are more common than is good for 
the industry's health, economic or political. There is a 
strong possibility that the Northwest Petroleum Assn 
will seek enactment of a law in Minnesota to forbid 
equipment loans. This is the result of the increased num- 
ber of equipment deals made with gallonage as the only 
consideration since products became plentiful a year and 
a half ago 

Loose credit policies are not only a form of price cut- 
ting, but they are downright dangerous at a time when 
competition is sharpening. Many a company in years 
past has found itself strapped in trying to remain con 
petitive because too much money was on the books in- 
stead of in the bank 

The effect of the more intensive competition of 1950 will 
depend largely upon how often and how accurately the 
thought of profit dominates over the thought of gallonage 
among each individual who makes petroleum marketing 
policy. It would be well if every meeting of major oil 
company men and every convention of Independent dis- 
tributors emphasized and re-emphasized that profits are 
the measure of successful business operation. The word 
‘profit’ can’t be used too often whenever and wherever oil 
men meet. Nor can there be too much study of exactly 
what the word “profit 
distribution 


means in petroleum product 





Reason is not measured by size or height, but 
Epictetus 

Comments on editorials are welcomed always 
Please address to Warren C. Platt, Editor, Na- 
TIONAL PETROLEUM NEWS, 1213 West 3rd St., 
Cleveland 13, Ohio 
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Battle Over Imports Renews at Fever Pitch 


As Gossett Introduces Bill Proposing Ban 


NPN News Bureau for each barrel 
WASHINGTON._The battle over the U. S 


oil imports reached a fever pitch here A third “remedy” 


this week, with friends of the Inde- 
pendent producer proposing drasti man to invoke 
remedies to cut down what they 
termed “a flood of foreign oil imports to 

Rep. Gossett (D., Tex.) charged Mr 
into action with a bill (H. R. 6773) 
to boost the import duty on crude 
oil and certain of its products from 
10.5¢ to $1.05 per 42-gal. bbl 


Patman 


year, and the 
President Truman reportedly ex higher in view 
pressed great concern over the situa 
tion of Independent domestic produc 
ers and promised to have the In 
terior Department make a personal 


can companies 


of the oil-conscious 


oil brought into 


for President Tru- 
escape clause of 
existing trade agreements to restrict 
“reasonable levels 


Patman would be 


calculations show 


Mr. Gossett’s bill would put a $1.05 
survey for the White House per bbl. tariff on crude and all of 

And Chairman Patman (D., Tex liquid petroleum 
House Small lube oils. Latter 


visit of the latter to the White House 
on Jan. 13 

Mr. Thomas quoted the President 
as saying if the situation of the In- 
dependent producer is being dam- 
aged by imports he will take steps 

In addition, Mr. Thomas stated 
that Mr. Truman told him he has no 
plans for revising the percentage de- 
pletion allowance for oil producers 
as part of the White House tax pro- 
gram 

In other developments in Washing- 
ton 
his committee's 1. Nomination of Oscar Chapman 


suggested by 


that imports will to be secretary of the Interior was 
reach a level of about 790,700 b/d 
during the first 


approved unanimously by the Senate 
Interior (O'Mahoney) Committee. In 
his appearance before the committee, 


months of this 
may be even 


the recent British Mr. Chapman, who is serving now 
action restricting the 


shipment of oil under a recess appointment, stated 


into the United Kingdom by Ameri- he plans to ask Congress to extend 


the authority past 1952 for his de- 
partment to continue its synthetic 
its liquid fuels research program 


derivatives, except 2. British oil officials returned to 
would be taxed at 


London with a firm request from the 


Business Committee sent up trial bal ic per gal., doubling the present im- U. S. for early establishment of a 


loons to get reactions to several pro port duty of 2 
posals he says he has under consid 
eration. One would limit imports t at lc per lb 
amount of exports, while 
would require 


another 


24 


waxes and paraffin 


President Truman's interest in the 
importers to reduce oil imports picture 
their domestic production one barrel tep. Thomas (D 


gal. Petroleum basis that will permit American oil 
would be taxed companies to continue their opera- 
tions in the Sterling area from which 
they were cut off as a result of Brit- 


was reported by ish currency regulations, import re- 
Tex.), following a 


strictions and trade agreements 
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hinged top. It empties refuse quickly openings. Half-inch pipe fitting for 
1—Visible Fast Oil Changer by opening a hinged door at the bot air or water line as well as hose 
(Service Station) tom. Outside dimensions are: height hanger hook are provided. One of the 
19”, width 114", depth 64 Bracket steel bottom panels is hinged and 
allows mounting on pole or any flat equipped with handle and lock. Bot 
surface. The cabinet is equipped with tom panels can be finished in any 
an adaptor for single fold towels color. The lighting units are power 
but multifold towel adaptor is avail- factor corrected, and low temper- 
able. Manufacturer says the unit will ature, instant starting ballasts are 
accommodate almost any kind of used. The column is weatherproofed 
windshield paper towel. Sam C with gaskets. Steber Manufacturing 
Earley Corp Co 


4—Industrial Gasoline Dispensers 


(General Application) 


The ‘low look” has been incorpo- 
rated into the design of a new indus- 
trial gasoline dispensing pump. The 
unit is made for fleet, industrial 
marine and farm, and other installa. 
tions where gasoline is not handled 
for resale purposes. It is built in two 
models: one with register, the other 
with register and ticket printer. Both 
models are available in.standard or 
heavy duty units, with auxiliary hand 
drive optional, One special feature 
of the pump is a special aluminum 
hook assembly which keeps the hose 
safely out of the way when not in 
use coiled neatly around the pump 
and so convenient that it need not 
even be lifted from the hook for fills 
close to the pump. Service Station 
Equipment Co 








Company is marketing a newly de- 
signed model fast oil changer incor- 
porating the J. D. Gray patent which 
has been purchased. The unit is said 
to take full advantage of the visi- 
bility feature covered by the patent 
In operation, the changer flows the 
customer's old oil over the white dis » 
play panel in the top of the unit, so 3—Column Light Is Fluorescent 
he can inspect it. If it's all right (Service Station) 
the machine puts the oil back as 
quickly as it was taken out. If the A new column light for service 
customer decides on a change, the stations has a top section made of 
unit does the job in three minutes giass with four 40-watt fluorescent 
company says. Holcomb & Hoke Mfg tubes to provide illumination. Bot- 
Co., Ine tom half of housing is constructed 
of 16 gauge sheet steel. The super- 
structure of the column is made of 
arc welded steel. One of the glass 
2—Cabinet for Windshield Service panels is casily removed to permit 
(Service Station) quick replacement of lamps or to 
clean the insides of the glass. Corners 
New windshield service cabinet are trimmed from top to bottom with 
holds paper towels and has two one-piece L angle stainless steel 
pockets for bottles of windshield Crown and base are cast aluminum 
cleaning compound. Towels can be with entire unit welded to 13” square 
removed from either side. Made of steel base plate with 10” diameter 
steel and finished in green, red, blue anchor bolt centers. Flood or spot 
or white, the cabinet is said to be lamps can be attached to crown cap 
easy to load by lifting waterproof which is provided with %” threaded 
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5—Paints Traffic Lines 


(Service Stations, Bulk Plants) 


A new line marker is said to paint 
straight, curved, continuous or skip 
lines, or lettering almost as fast as 
the operator can walk. Advantages 
claimed for the device are: operator 
can see and regulate paint flow; 
paints lines 3%" wide using any good 
traffic paint; all-metal construction 
for strength yet light in weight 
easily cleaned without taking ma- 
chine apart; set of three special 
brushes furnished with each unit will 
paint a line 1% miles long over a\ 
erage surface; inexpensive brushes 
are replaceable quickly. To operate 
the equipment the container is filled 
with paint, area to be lined is marked 
off with chalk if necessary, and the 
valve control on the liner is moved to 
open position. The unit is then guided 
by the operator as he walks forward 
Paint flows by gravity onto surface 
and forms a solid line as the liner 
is pushed. Before reaching end of 
line, the valve is shut off and surplus 
paint is used up without leaving a 
puddle at finish. Lasting Products Co 


6—Forged Steel Stop Valves 
(General Application) 


A new line of 
valves designed for oil, steam and gas 


forged steel stop 


service is in production Available 
with bolted or union bonnets in sizes 
%” through 2” and with screwed or 
socket welding ends, the valves can 
be installed in almost any service 
where “gmall steel globes or angle 
valves are»uised, manufatturer says 
They were Heaky ned to fill the need 
for steel stop valves with wide ap- 
plicability, good service characteris 
tics, ease of repacking, and a reduced 
pressure loss, company says. Swing 
bolted packing glands and large pack 
ing chambers make any necessary r« 
packing extremely inter 


26 


simple 


changeabiilty of parts reduces main- 
tenance inventories, and bronze yoke 
bushings prevent galling or freezing 
of stem, manufacturer says. Edward 
Valves, Inc 


7—Hasp, Bolt, Lock Combined 


(General Application) 


A new locking unit combines a 
safety hasp, sliding bolt and laminat- 
ed padlock, all in one. Constructed 
of hard wrought steel and plated 
throughout with pure cadmium to pre- 
vent rusting, the equipment has new- 
type piniess hinge, recessed and re- 
inforced screw head seatings, a new 
modern safety hasp that is ribbed for 
maximum strength, and a heavy 
flanged padlock eye. The laminated 
padiock is permanently attached to 
the bolt and cannot be lost or 
dropped. It swings freely, permitting 
use of the unit on either right or left 
doors. All screws are covered when 
the hasp is closed. Keyed alike and 
master-keyed sets are available. Mas- 
ter Lock Co. 


chee bestest 
Cheha netingenes 


8—Plastic Coating for Oil Tanks 


(General Application) 


A new plastic coating for petroleum 
and chemical storage tanks has been 
developed. The new coating is an 
impervious tank lining which does 
not blister, manufacturer says, and 
eliminates the peeling common to old- 
style plastic coatings. The new prod- 
uct derives its properties from vinyl 
copolymer resins used in its produc- 
tion, and is said to have wide flexi- 
bility and amazing resistance to 
caustic, sour crude and most acid so- 
lutions. The coating is almost total- 
ly unaffected by oils, greases and oil 
solvents and stands up well against 
aromatic solvents, company says 
However, the new plastic is not good 
for operating temperatures above 
180° F. and is readily soluble in 
ketone and ester group solvents. Ap- 
plication of the new tank coating is 
accomplished in five steps. Company 
specifies thickness of each coat but 
simplifies the procedure by using dif- 
ferent colors. The correct thickness 


is obtained when the following coat 
completely covers the preceding one 
Test applications were made three 
years ago in actual tanks in the Gulf 
Coast and Midwestern oil fields, and 
today the coatings are said to be 
still in excellent condition. Glidden 


Co 


9—Farm Refueling Hose 


(Farm Servicing) 


A new light weight, high strength 
hose has been developed for refueling 
tractors and other motorized farm 
equipment from either barrel or tank 
Hose is built with an oil resistant 
tube made of Neoprene, a rayon braid 
carcass, built-in static wire and a 
rubber cover especially designed to 
withstand abrasion. It is available in 
sizes from %” to 1” inner diameter in 
either specified cut lengths or random 
factory lengths. United States Rub- 
ber Co 


10—Pipe Center-Finder 


(General Application) 


A center-finder for pipe fitters to 
use in layout work on the job has 
been developed. In laying out tem- 
plates on pipes for angle cuts, it is 
necessary to divide the circumfer- 
ence into four to eight equal parts 
This is usually done empirically with 
a steel tape, but manufacturer says 
tape method is not precise as the 
steel tape often slips giving inac- 
curate ordinate points With the 
center-finder device accuracy is 4as- 
sured, company says. Features listed 
for the center-finder are revolving 
dial with the four levels is marked 
in both degrees and inches per foot; 
tool weighs six ounces and measures 
6” x 4” x 1%” over-all; center-punch 
is made of stainless steel, the point is 
hardened and will punch milled steel; 
frame is a magnesium casting, all 
other parts are brass or stainless 
steel; all faces are drilled and ground, 
and witness marks on the frame are 
cut with a rotary jeweler’s saw, not 
stamped; device will not rust. Inter- 
state Sales Co 
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CHECK YOUR COUPLINGS 


... to Cut Delivery Costs! 


Get Full Flow, Quick Operation, Leak-Proof Joints, with McDONALD Hose Couplings 


Worn, old-fashioned, leaky hose couplings add 
to your handling costs. New, quick-acting, 
smooth-operating, leak-proof McDonald coup- 
lings pay for themselves in the time, gasoline 
and oil they save. It's just good business to 
check your couplings and replace with 
McDonald Hose Couplings—soundly  engi- 
neered, precision-built and cdopted as stand- 
ard by an impressive group of the country’s 


2%." HEAVY DUTY 
QUICK HOSE COUPLING 


Specially designed for 
heavy-duty service. 
Quickly engaged or 
disengaged. Coupled 


leading operators. Write for folder. with totally enclosed, 


powerful right and left- 
hand thread mechanism. 
Special composition 
gasket resists action of 
gasoline and oil. Swivel, 
Plate 990. Female 
adaptor, Plate 990-A 


KWICK-TITE 
HOSE COUPLING 
Sizes: 1'4", 2” 
Full-size openings eliminate 
restriction. Specially machine- 
finished locking parts permit 
hand coupling and assure 
leak-proof joint. Teeth interlocking 
feature prevents coupling from 
parting in case hose is twisted 
ond permits use of one-half of 
coupling os a wrench when attaching. 
Made of high-grade bronze. Furnished 


with male or female adaptors Plate 895 


JIFFY QUICK HOSE COUPLING 
Sizes: 1%", 2° 
Truck tank hose is attached to faucet in a 
jiffy and detached just as quickly. Makes 
positive leck-proof connection. 
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CALIFORNIA 








GASBOY PUMPS 


The Oilmun’s choice for 
consumer accounts 


EASTMAN EQUIPMENT CO. 


871 Pork Ave San Jose 10, Calif 








GEORGIA 








We Repair and Refinish 
Veeder-Root 
Computer and Register Wheels 


All Work Guaranteed 
EQUIPMENT SALES CO., INC. 


658 Dekalb Ave., NE 
Atlanta, Georgie 
Lamar -1754-5 


Inquiries Invited 








ILLINOIS 





P. R. GIRARD 
Factory Representative 


Champion Compressors 
Globe Hoists 


Wheaton Brass Works 


327 S. LaSalle S$. 
Chicago 4, iil. 











Your Needs In Oil Handling 
Service Station Equipment 
From Our Warehouse 


PLEWKE EQUIPMENT CO. 


1742 W. Madison Ave 
Chicago 12, II 








INDIANA 








Everything in Bulk Plant 
and 
Service Station Equipment 


417 Medison Ave. 
Indianapolis 4, Indiane 
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11—Seal, Pouring Spout for Pails 


(Packaging) 


A seal for 5-gal. pails is said to be 
leakproof and tamperproof. It con 
sists of a metal seal on the outside 
under which is a threaded cap made 
of flexible Bakelite polyethylene. The 
unit also has an airtight seal under 
the threaded cap. When this seal is 
broken by cutting out the diaphragm 
molded into the spout mouth, the 
flexible spout is pulled out so that 
it protrudes from the pail, ready for 
pouring Manufacturer says this 
translucent spout allows liquid to be 
seen when it is about to be poured 
and the spout itself also helps pre- 
vent spilling by confining the flow 
provided on both lug- 
covered and tight-headed pails and 
are crimped on the latter in a singl 
operation after the pails have been 
filled. The closure withstands greater 
internal pressures than the pail itself 
and a filled pail can be dropped 6 
on the seal without breaking it, a 
cording to the Rieke 
Metal 


The seal is 


manufacturer 
Products Corp 


12—Set Screw Is Self-Locking 


(General Application) 


A new self-locking set screw and 
adjusting screw does not require any 


lock nuts, wires, impinging locking 


Ute 


INTERFERENCE FIT 


tarantion 


screws, deformed or riveted threads 
It is designed for set screw applica- 
tions in which excessive vibration is 
a factor, and for regulating and ad- 
justment applications, in which in 
stantaneous locking at a 
point is desired. As shown in the il 
lustration, the lower part of the 
screw (B) which enters the hole first 
has a standard thread, the same as 
any other screw. The upper section 
of the screw (A) which is designated 
as the “activating area” has a larger 
pitch diameter of the thread section 
which creates an interference fit or 
expansion effect against the thread 
flanks. This results in a tension or 
opposed-force action, causing the 
thread section of the upper part to 
be drawn downward and that of the 
lower part to be drawn upward, in 
the direction of the screw's locking 
action against the shaft. Advantages 
claimed are: reduction of production 
costs on tapping operations, as no 
closer fit than Class Two is required 
and the extra tapping for counter- 
locking and extra set screws is elim- 
inated; quick insertion and tighten- 
ng of screw; elimination of “creep- 
ing” in vibration applications. The 
set screws are available in all met- 
als and in any type head. Set Screw 
& Mfg. Co 


precise 


13—Electrical Ground Clamp 


(General Application) 


PERPORA Troms 
AI USTMENTS 


A new adjustable clamp for fas- 
tening electrical circuits to a ground 
has been developed Manufacturer 
says the clamp has a tightening 
screw which chafes the pipe, draws 
up slack, cuts through rust and dirt 
and, at the same time, contracts 
band around the pipe surface assur- 
ing a perfect ground. Solder or 
solderless terminal types are avail- 
able for low or high amperage 
grounding of electrical equipment, 
conduits, armored cable, metal sur- 
face wiring raceways, alarm systems, 
and similar circuits. The clamp con- 
a flexible, perforated pure 


sists of 


NATIONAL PETROLEUM NEWS 





Equipment 


copper band which encircles the 
pipe. A boss raised on the flat end of 
a removable copper alloy terminal 
lug fits into band holes and is ma- 
chined to give a clean and smooth 
contact surface The _ tightening 
screw with a lock nut is threaded 
through the boss. There is no nut to 
grip while screw is tightened. Clamps 
are made in two sizes, one to fit 4” 
to 14%” pipe and the other \” to 3” 
pipe. Either type of lug takes up to 
No. 4 AWG ground wire. Blackburn 
Specialty Co. 


14—Explosion-Proof Motors 


(Bulk Plants, Service Station) 


New explosion-proof electric motors 
are of squirrel cage, totally enclosed 
type. They are designed for constant 
speed drive applications such as 
pumps, compressors or blowers, and 
may be safely used in any location 
where Class I Group D explosive 
materials or atmospheres are en- 
countered. Ranging in sizes from 1 
to 20 hp. ratings, 25, 50, 60-cycle 
208, 220, 440 and 550 volt service, the 
motors are available in frames 224 
to 326. Pre-lubricated ball bearings 
provide effective lubrication without 
attention—no greasing program is 
necessary Westinghouse Electric 
Corp 


15—Capacitor Electric Motor 


(General Application) 


A new capacitor motor for use 
wherever power supply Jemands 
single-phase operation is being manu- 
factured. The motor is of cast iron 
construction and is streamlined in ap- 
pearance. Capacitors are mounted in 
the base of the moter to minimize 
over-all dimensions, and there is no 
conduit box on the side. The conduit 
box has been replaced by a built-in 
terminal board inside the end shield 
for easier wiring. The motor has @ 
totally built-in starting 
switch to keep foreign matter from 
the contacts, and a completely new 
and tested centrifugal mechanism 
Two types are available in ratings 


enclosed 
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from % to 5 h.p.: a capacitor-start, 
and a capacitor-run. The former is de- 
signed for 115/230 volts, while the lat- 
ter is a single-voltage, 230-volt design. 
Being a capacitor motor there are no 
brushes or commutators. Lubricated 
ball bearings are used in the motors 
and while lubrication is not required 
for some time, readily accessible 
grease fittings make possible easy 
greasing when it becomes necessary 
General Electric Co 


16—Electric Gearmotors 
(General Application) 


A gear company and an electric 
motor manufacturer have joined to- 
gether to manufacture a complete 
new line of gearmotors. Hard helical 
gears and other moving parts are 
incorporated in the units to promote 
more load carrying capacity, wear 
life, quietness of operation, and com- 
pactness of design, manufacturers 
say. The new gearmotor is manu- 
factured in 17 sizes and provides 
single, double and triple reduction 
units having output speeds from 780 
r.p.m. down to 7.5 r.p.m Integral 
horsepower ratings from one through 
75 hp. are available from almost 
any application A wide range of 
motor enclosures is offered, including 
the conventional open drip-proof 
splash-proof, totally enclosed and ex- 
plosion-proof construction. A.C. and 

power motors of all types, as 

as motors having special elec 
trical characteristics, are available to 
meet unusual installation and appli 
eation requirements Foote Bros 
Gear and Machine Corp., and Louis 
Allis Co 


INDIANA cont'd 





Service Station and 
Bulk Plant Equipment 
COFFIELD SUPPLY CO., INC. 


801 Prairie Ave. Box No. 
Sovth Bend, ind 


Bulk Plant Constr. Rep. Serv. 





LOUISIANA 





SERVICE EQUIPMENT CO. 


(Mousten W. Martin Owner) 
Petroleum Equipment 
Headquarters Since 1915 
726-28 Girod Street, New Orleans, Le. 


34 Years of Dependable Service 








in MAINE it's 
co. 
Box 1611 |, Maine 
20 years of equipment service to the off 
cre plant—service — stotion—truch 


ralph govid 


al gerry don kelley 











SCHWAB EQUIPMENT CO. 
2632 Broadway Bay City, Mich 
Phone 24141 & 4334 
Bulk Plant Service Station 
Industrial—Truck Tanks— 


Tran Equ 
Soles - vice Installation 





Missouri 








1348 E. Commercial St. Springfield 2, Mo. 
Tokheim Pumps—Globe Lifts 
Par Compressors—Brodie Meters 
Graco Lubrication Equipment 
Roper Pumps—Hose and Reels 


Supplies and Ports 
Fer All Nationally Known Brands of 
Bulk Plant & Service Station Equip. 


WE MAINTAIN AND SERVICE EVERY LINE 








J.) REBUILT 
Pumps 
—=- METERS, 
7, ff REGISTERS. 
AND UNITS 
write: 
TEN HOEVE BROTHERS 
359 Mcleon Bivd., Poterson 3, H. J 
Largest assortment of pump ports in the U.S 
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17—Straight Centrifugal Pumps 


(General Application) 


A new line of straight centrifugal 
pumps has been added to one pump 
manufacturer's line of self-priming 
centrifugals. The new pumps are for 
use primarily on installations with 
flooded suctions and are offered in 
close or long coupled construction 
One to four-inch sizes, with capaci- 
ties of from 10 to 1,000 g.p.m., are 
available. Consisting of casing, im- 
peller with shaft sleeve and the driv- 
ing motor, the unit may be installed 
and operated in either vertical or 
horizontal position. Features include 
an easily renewable sealing ring at 
the suction inlet and deep-groove 
oversize ball bearings sealed against 
dirt and moisture, manufacturer says 
Stuffing box, an integral part of the 
casing, is designed to contain a lib- 
eral number of packing rings. Where 
desired, a mechanical-type self-lubri 
cating dripless shaft seal is avail 
able. Other features listed. by the 
company inclyde an enclosed-type 
impeller that eliminates need for a 
second wearing ring; volute, regular 
ly of cast iron, can be bronze, nickel 
stainless steel or other special alloy 
impeller shaft of high quality steel 
is protected by a bronze sleeve at the 
stuffing box.:Motors from one-half 
to 30 horsepower, are splash pro 
tected and equipped with moisture 
resistant insulation, manufacturer 
states. Explosion-proof or fully en 
closed motors also are available 
Rigidity and balance are maintained 
by carefully engineered supports for 
the close-coupled models and a sturdy 
one-piece mounting frame for the 
long-coupled units, company 
Marlow Pumps 


says 


18—Guards Fluorescent Lamps 
(General Application) 


A new safety device that is said to 


afford positive, permanent protection 
against the hazard of falling fluores 


cent lamps in continuous run, end-to- 
end lighting installations is now avail- 
able. These safety fluorescent lamp 
guards prevent § injury poisoning 
work interruption, loss of time, spoil- 
age of material and damage to ma- 
chinery, manufacturer says, adding 
that there is a guard for almost every 
type of installation. Den-E] Equip- 
ment Co 


19—Battery Servicing Kit 
(Service Station) 


Kit for servicing batteries brings 
all the tools needed into one portable 
tray. It consists of a steel tray with 
a handle and compartments for hold- 
ing water jar and tools. The water 
jar compartment is made of hard 
rubber with two holes, one to hold a 
hydrometer and the other for a bat- 
tery filler. A space is provided for a 
cell tester. Other compartments are 
spaced to hold battery’ terminal 
spreader, plier, carrier, brush and 
terminal puller. Kit comes complete 
with eight tools or without the tools 
General Scientific Equipment Co 


20—Quick Oil Changer 
(Service Station) 

Company says its oil changer will 
drain motor oil from the crankcas« 
of an engine in less than two minutes 
The machine measures oil taken from 
the engine to show customer how 
much more he needs, shows how 
dirty the oil is, can flush the crank- 
case without the engine running, and 
can return the oil to crankcase in 30 
seconds if it doesn’t have to be 
changed. Old oil drops into a 15-gal 
container inside the changer The 
unit has a visible tank on top with 
a gauge to show amount of oil taken 
out. Choldun Manufacturing Cx 


21—Electric Service Test Stand 
(Service Station, Truck) 


A new model test stand for regu- 
lated and non-reguiated generator 
field circuits, as well as externally 
controlled generators 
ulator), is being 
equipment will test cut-out relays 
vibrating voltage and current regu- 
lators, step-voltage regulators, third 
brush generators and starting mo- 


(less the reg- 
marketed The 


tors, including those equipped with 
an impulse coupling A reduction 
drive is used in testing magnetos on 
the servicing equipment which pro- 
vides either a direct speed or a 
10 to 1 reduction in the speed This 
makes it slow 
driving speeds necessary to test the 
cut-in, cut-out and missing speeds 
of the impulse coupling, manufac- 
turer says. Inertia flywheel and 
floating coupling duplicate actual en- 
gine drive. Allen Electric and Equip- 
ment Co 


possible to secure 


22—Computes Payroll Deductions 
(Bookkeeping ) 


figure-mated payroll tax 
index, which is said to compute in 
one operation not only the official 
withholding tax but also the new 
1950 social security tax of each em- 
ploye, is on the market. The index 
consists of a finger-tip-controlled cyl- 
inder on which is mounted a chart 
for whichever payroll period is used 
This chart supplies at one reading 
on the same line, the amount of with- 
holding tax to be deducted, accord- 
ing to the exemptions claimed; and 
the 1950 social security tax. Rapid 
Office Devices, Inc 


A new 
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CONVENIENT LOCATION 
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ARO’s ahead in all 3—design . . . performance... depend- 
ability—to make your lube department PROFITS soar! 
Aro has the smart clean look-of-tomorrow that attracts 
customers! Aro saves time and labor with easy-to-use 
service assembly ... pumping lever at hand level . . . and 
Aro’s famous exclusive HI-LO PRESSURE PUMP! This 
pump means you can use LO pressure, up to 1800 Ibs., 
for 90% of all fittings—or you can switch instantly to 
HI, up to 6000 Ibs., for the tough ones. This saves time 
- prolongs life of hose and equipment... produces 
25 € to 40 & more jobs from your lubricant . . . and saves 
air! Aro has equipment and accessories to perform auto- 
matic transmission service. Feature by feature—ARO 
gives you more to help you PROFIT! te os for long- 
life dependability. See your Aro Jobbe 
The Aro Equipment 
Corporation, Bryan, O. 


In Canada: Aro of Canada, Ltd, 
Toronto, Ontario. 
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NEW YORK 





RENICK & MAHONEY, INC. 


114 Liberty Street 
New York, N.Y 


Bulk Plant—Truck Tank 
and 
Service Station Equipment 











C. A. BREWER 


32 Byron St, Rochester, N.Y 
Petroleum Marketing Equipment 
Farm Electric Pumps 
Truck Tank Power Dividers 








OHIO 








OHIO OIL EQUIPMENT CO. 
251 North Sth St 
Columbus 15, Ohio 


Adoms 8920 Adams 5484 |.D. 337 


Distributors for 
Erie Meter Systems 
Progress Tank Trucks 
and Trailers, Joyce Lifts, 
Complete Service Station 
and Bulk Plant Equipment 








PENNSYLVANIA 





E. 0. HABHEGGER CO. 


Fairmount Ave., of 24th Sr. 
PHILADELPHIA, 30 


HABHEGGER 


For The Petroleum industry 
BULK PLANTS 
TRUCKS—SERVICE STATIONS 











RUTLEDGE EQUIPMENT CO. 
334 Bivd. of Allies Pittsburgh, Pa 
Rutledge Service Stotion Flood Lights 
G&B Equipment— Buckeye Volves & 
Fittings 
Granco Pumps & Meters—Air 
Compressors 
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23—Power Units for Tools 


(General Application) 


Two new power units can be used 
for polishing, routing, brushing, 
grinding, buffing, drilling, filing, 
sanding and other jobs. One model 
delivers 4% hp. at 1.750 rpm. 
through a 5’ flexible shaft. The 
motor unit operates on 110 volt, 60 
cycle, single phase AC. This same 
model also is available with either a 
1/3 or % h. p. motor. The other 
model has three speed variations, 
1,000, 1,750 and 3,000 r.p.m., which 
are obtained by altering the plug-in 
position of the flexible drive shaft. 
This model features an automatic 
tensioning belt to connect drive with 
motor Stow Manufacturing Co 


24—Electric Lift Truck 


(Warehouse ) 


New lift truck of counterbalanced 
fork type is designed for loads up to 
1,000 Ibs. and 48” long It is avail- 
able in telescopic and nontelescopic 
models, with fork elevations up to 


130”. Truck is only 464%” long less 
forks. Compact design of the unit 
makes it convenient for use in con- 
fined areas, and where aisle space 
must be kept to a minimum, manu- 
facturer says. Forks can be hinged 
back over the truck thus retaining 
the 46%,” over-all length when mov- 
ing the unit without a load. Company 
lists following features for this new 
electric model: all controls are in the 
handle head; electric brake is dead- 
man type; solid flexible connection 
between battery and drive motor; 
master drive unit is readily replace- 
able; and sealed ball bearing and self- 
lubricating bronze bushings are used 
throughout. Lewis-Shepard Products, 
Inc. 


25—Gasoline-Electric Truck 


(Warehouse ) 


A gasoline engine powered lift 
truck is available on manufacturer's 
line which was heretofore operated 
by storage batteries The gasoline- 
electric power unit is said to be more 
efficient and to provide a power sup 
ply that delivers maximum voltage 
24-hours a day when needed. Several 
advantages listed are: elimination of 
battery chargers; increase in number 
of loads per day; ample power avail- 
able for inclines and unusual load 
conditions as unit can be “gunned 
speed control provides three varia 
tions for each speed available from 
truck’s standard mechanism to per- 
mit correct speed for “inching” a load 
to confined spaces 3arrett-Cravens 
Co 


26—Electric Water Cooler 


(General Application) 


An electric drinking water cooler 
has been designed for use in hazard 
ous locations, such as those contair 
ng explosive mixtures of oil products 
Cooler has a capacity of 5 gals. per 
hour and a natural convection cooled 
tyt f condensing unit is incorporat 

in the unit because it has fewer 
parts requiring service. Company says 
the cooler meets all the requirements 
ff the Underwriters’ Laboratories 
Ebco Manufacturing Co 
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NEW LITERATURE 


27—Air Towers, Hose Reels 


(Service Stations) 


Tire inflation metering equipment 
for service stations is covered in 
eight-page folder attractively illus- 
trated in two colors. Manufacturer 
describes and gives advantages of air 
meter—post or hose reel tower type 

shows manner of installing, and il- 
lustrates construction with cutaway 
views of the equipment. Automatic 
ceiling reels for air hose are shown 
also, together with description of a 
method for using an air meter with 
the reel to give metered inflation 
service in the lubritorium. Erie Me- 
ter Systems, In 


28—Oil Truck Trailer Tanks 


(Transportation) 


A new catalog has been issued by 
manufacturer to answer questions 
concerning the construction of com- 
pany’s tanks, what new features they 
offer, sizes and designs available and 
other questions usually considered 
when the purchase of a new trailer is 
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sional washing or wiping 
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PERFECT 


SEALANT 


Available in 
complete size 
range 


Prevent ane . sove 
gasoline wa 
specify RECTORSEAL 
2 on all piping con- 
nections. it's economi- 
tol. It retains its sealing quolities for the 
life of the connection 
prevention insoluble in 
woter. Order from your deoler 


Write RECTORSEAL, Dept. J 
2215 Commerce St. 
Houston, Texas 


RECTORSEAL + 2 


MAKING THE OIL INDUSTRY SAFER 
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contemplated. Company's complete 
line of petroleum trailer tanks is cov- 
ered. Butler Manufacturing Co. 


29—Truck Trailer Parts 


(Trucks) 


An equipment catalog covering all 
phases of truck and trailer parts and 
services is being distributed by a 
manufacturer. The catalog is broken 
down into six major subjects: parts, 
major accessories, safety equipment, 
miscellaneous, original equipment and 
installation. Dlustrations include dia- 
grammatical drawings of trailers and 
trucks to show location of various 
parts. Fruehauf Trailer Co 


30—Swing Joint Catalog 


(General Application) 


Catalog illustrates and describes 
more than 500 different types and 
sizes of manufacturer's ball-bearing 
swivel joints. Seven basic types for 
temperatures and pressures from 

25° to 600° and from vacuum to 
15,000 p.s.i. are listed. Sizes range 
from %” to 12”. The 44-page cata- 
log also contains complete informa- 
tion on manufacturer's all-metal ma- 
rine and barge hose. Chiksan Co 


31—Rotary Pumps 


(Barges, Tankers) 


Company's line of heavy duty ro- 
tary pumps is described and illus- 
trated in 24-page catalog Numer- 
ous installations are shown and ex- 
plained, together with advantages 
Various parts of the different pumps 
are shown in detail, together with 
parts list and cross sectional draw- 
ings. Special emphasis is given to 
pumps used on barges and tankers 
Waterous Co 


32—Steel Scaffolds 


(General Application) 


Sectional steel rolling scaffolds are 
said to be useful in painting, decorat- 
ing, maintenance and any other type 
of work where a movable scaffold is 
needed. Company says units are 
safe and rigid, and promote better, 
faster work. Bulletin describes va- 
rious types available, shows construc- 
tion details, and illustrates the scaf- 
folds under actual work'ng condi- 
tions. Patent Scaffolding Co., Inc 


33—Electronic Controls 


(General Application) 
A new 64-page booklet “Cutting 
Production Costs with Electronic 
Controls” gives many detailed case 
studies on how electronic equipment 
is used to solve problems. Although 
there are no specific examples of ap- 
plication in the oil industry, some of 
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Yale & Towne Pumps 





TEXAS 





Storage Tanks 
Reconditioned Computing Pumps 
Complete Service Station and 
Bulk Plant Equipment. 
United Pump Service & Supply Co. 


1701 South lamer St Dollas 2, Texas 
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SMITH METERS 
H. H. TRUITT 


1403 Bth A 
Huntington |, W. ‘Ve. 


Westinghouse Air Compressors 
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be even better with more advanced 
bulk handling equipment a 
— FOR FASTER, SAFER LOADING 


More than half a century of experience studying and solving the prob 
lems of the petroleum industry has made it possible for Wheaton to 
offer absolute dependability in products designed with “progress in 
mind”. In production, every care is taken during each step of manufac 
ture from raw materials to final assembly and inspection. Approval by the 
Interstate Commerce Commission, American Petroleum Institute, U. S 
Bureau of Navigation, the Army Navy and Air Corps attests the complete 
acceptance of Wheaton fittings for efficiency in handling bulk products 
For full information on the complete line, consult the Wheaton catalog 


for competent, thorough service, contact your nearest Wheaton distributor 


* WHEATON BRASS WORKS 
* NEWARK 5, NEW JERSEY 


Please send, without obligation, your 1950 Catalog at once 


Manufacturers of 
FAUCETS, VALVES, JOINTS 
AND LOADING ASSEMBLIES 


Exclusively 
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371 SERIES SWING JOINTS 


Female threaded body and sleeve 
assemblies, single, double, straight 

3° and 4° size 
These heavy duty swing joints have 
double bal! bearing raceways 
making them an easy, smooth 
swinging joint. Simplicity of mainte- 
nance is assured, as the packing cham- 
ber of each joint can be replaced 
without disturbing or removing the 
piping of the installation. Furnished 
in bronze and steel 


TYPE 460 STUFFING BOX 
ASSEMBLY 


This improved new style 
stuffing box is now the stand- 
ard pecking unit supplied on 
all sliding tubes. Four “V”" 
Rings, a brass collar, and lu- 
bricated felt washer makes 
the collapsible tube assembly 
slide easily while remaining 
tight and leak-proof 


170 SERIES SWING JOINTS 


Male threaded sleeves, female body, 
single, double and straight — 2°, 
244°, 3° and 4 size. Double rows of 
ball bearings, rolling in lubricated 
raceways, and a quickly removable 
non -contracting synthetic rubber 
packing seal, enable these Wheaton 
Swing Joints to revolve with the eesiest 
smoothest swinging action known 


ASSEMBLY 


This unit provides a safe method 
of raising or lowering the assembly 
by means of a hydraulic cylinder 
and springs. The tension of the 
return springs reises the assembly 
in out-of-use position after the 
by-pass valve is open, releasing the 


eeeeveeeeeeeeeeeeeeeeeeee 
hydraulic fluid in the cylinder 


TYPE 465 REMOTE CONTROL 
LOADING HANDLE 
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Supplied for 2°, 24%", 3° and 4° size 
sliding tubes and loading valves. The 
remote control handle is clamped to 
outer end of sliding tube, and a shaft 
connects this handle to handle of load 
ing valve. The 465 Handle Mechanism 
can be supplied on all sliding tube 
loading assemblies when specified 
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Equipment 


the ideas could possibly be adapted 
to use in handling oil products. Items 
such as operator devices and 
conveyor and packaging applications 
apply generally to the oil industry 
as Well as others. Photoswitch Inc 


door 


34—Paint Spray Booth 


(Automotive Maintenance ) 


Mailing piece describes an automo- 
tive paint spray booth for which 
manufacturer lists the following fea- 
tures: thorough method of caulking 
guarantees no infiltration of dust 
through seams or joints; special lock- 
ing device and theshold on entrance 
doors permit no dust seepage at that 
point; lighting system spotlights in 
terior of booth in a flood of bright 
non-glare fluorescent  tlilumination 
exhaust operates quietly 
as it changes air within the booth 
than 3' times per minute 
eliminating hanging of overspray and 
promoting a healthful working condi- 
tion for the painter; designed to com- 
ply with fire department rules, and 
the Uniform Building Code through- 
out the nation Commercial Air 
Conditioning Co 


mechanism 


more 


35—Extinguisher Redesigned 


(General Application) 


Manufacturer 
‘xXtinguisher for 


says improved fire 
flammable liquid, 
gas and electrical fires is more 
rugged, more depemilable and easier 
to maintain than its 
model New features are the nozzle 
and cartridge receiver which includes 
specially designed seals inside the 
nozzle and receiver to make these 
parts watertight; new threaded hose 
connections redesigned carrying 
connections, new cartridge guard fin 


predec esnor 


and 





ger grip and redesigned carrying 
handle. Recharging has been simpli- 
fied. Available in 20 and 30 Ib. sizes, 
the extinguishers use dry chemical to 
extinguish fires Four-page folder 
gives complete details. Ansul Chemi- 
cal Co 


36—Lift Truck improved 


(Warehousing ) 


Wwihhye 
Veveaeyt 


Company offers an entirely new 
2,000-lb. capacity lift truck It is 
powered by a new air-cooled engine 
which can withstand extremes in 
weather conditions and operates at 


substantially lower running tempera- 
tures due to alterations in design 
and installation of the engine. En- 
gine has a new intake manifold, re- 
design of shrouds to pull cool, clean 
air from the sides of the machine 
rather than the top and bottom: a 
new electric fuel pump; and a new 
distributor. Engine accessory im- 
provements include a larger automo- 
tive-type battery, a redesigned muff- 
ler with spark arresting features; and 
a larger gasoline tank with more than 
sufficient capacity to permit full 
eight-hour work shifts without refill- 
ing. A new clutch, larger than be- 
fore, is said to provide smoother 
control and increased life. With re- 
quired pedal pressure comparable to 
that of a ear clutch, ade- 
quate space is allowed for the driver's 
foot Transmi heavier 
Uprights, slightly lower in height 
than on the model, are 
mounted on an extension of the truck 
frame rather than on the transmis- 
sion case. They are designed to pivot 
forward to the floor in such a man- 
ner as to lift the front wheels clear 
of the ground for changing tires or 
servicing the power unit Full de- 
tails are given in a bulletin. Hyster 


Co 
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LETTER 


FROM: Fred A. Waterous, 
Waterous Co. 
St. Paul 1, Minn. 
TO: The Editor 

We note with considerablk 
the article which 
Dec 7 issue of 
(Centrifugal 
Pp 28.) 

We believe that the advantages and 
disadvantages of rotary pumps, 4s 
set down in the article, are fairly 
stated however there are 4 ew 
points that we think your article has 
overlooked 


Pres. 


interest 
appeared in the 
your publication 
Pumps, NPN Dec 7 


We believe it is reasonable to state 
that there is a greater 
types in the basic designs of 
among rotaries than there 
centrifugals There are 
two definite types 
the market 

One group 


variety of 
pumps 
is among 
however 
f rotary pumps on 
based upon the elemen 
tary design of the gear pump, has one 
set of gears driving the other 
of the pumping chamber; in other 
words, gears function both as dis 
placement members as well as in the 
transmission impeller 

Variations of 
volve 


nside 


this basic design in 
oscillating buck 


type of pump 


sliding vanes 
ets, etc. This 
frequently, has which are 
lubricated by the liquid being handled 

The other type of rotary positive 
displacement pump involves a pair of 
shafts with rotors which can be of the 
herringbone type, helical, three lobe, 
et These shafts are supported by 


quite 
bearings 


bearings which are protected from the 
liquid being handled and are lubri- 
cated in self-contained oil compart- 
ments In most these gears 
are synchronized or timed by out- 
board gears. The net result of this 
basic construction is that there are 
no internal loaded sliding surfaces so 
that the wear, common to 
certain types of rotary pumps, is 
reduced to a minimum 

This latter type of 
tensively used in 
tankers, etc., for both main cargo as 
well as for stripping. Many of these 
pumps have been in operation for 20 
years or more, a rather favorable 


cases 


excessive 


pump is ex- 


barges, seagoing 


service record 

It is true that centrifugal pumps 
generally speaking, are quieter in 
operation than rotary positive 
placement pumps; however, we be 
lieve it could be fairly stated that if 
the pumping job is a simple one, in 
volving a flooded suction, a fixed 
head and a fixed viscosity, as well 
as other favorable conditions, a cen- 
pump would be how- 
if the suction conditions are bad, 
involving an extremely 
handling volatile or 
highly viscous liquid, sometimes with 
a high head or with a low head, then 
a rotary pump will be indicated. So 
it is a fact, that you will find rotaries 
used in the most critical pumping 
conditions 

We think your article handles the 
subject well; however, we trust that 
the foregoing comments will be of 
some interest 


dis- 


trifugal used; 
ever,r 
sometimes 


long suction line 
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Always specify 


for LONGER LIFE © POSITIVE ACTION QUIET OPERATION 


<< “INVADER” @ INVADER is an improved type of con- 
CONSTRUCTION struction applied to an old and proven prin- 
Patented and Paten:s Pending ciple . . . a gear-within-a-gear rotary pump. 
The positive seal and rolling contact of this 

tooth design assure you of a pump service 

never before obtainable . . . less “down” time, 

fewer replacements and reduced power costs. 

Self priming . . . no pulsation . . . economical 


to operate. “Invader” Pumps embody the 
highest quality materials and workmanship, 
and are guaranteed to be free from defects. 


OLD STYLE 
CONSTRUCTION a> 


RUGGED DUTY 
TANK TRUCK PUMP 
Ideal for truck mounting and for other installations 
where conditions are unusually rugged. Sealed 
radial thrust bearing keeps out water and dirt .. . 
eliminates end thrust. Extra long packing cham- 
ber eliminates leaks. Remarkably compact and 
light in weight. Best of all, INVADER Rugged 
Pipe tapped—-35, 50 and 100 G.P.M. Duty Pumps cost no more than competing pumps 
Flange type—100, 200 and 300 G.P.M which do not offer all these outstanding features. 


Ask your Equipment Jobber, or write for full information and prices 


THE SCHIRMER-DORNBIRER PUMP CO. 


1719 EAST 39th STREET CLEVELAND 14, OHIO 
& 
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NEWS OF MANUFACTURERS 


A fire extinguishing system, in- 
stalled for the Schenectady Varnish 
Co. by “Automatic” Sprinkler Corp 
of America, protects tank car un- 
loading rack and storage tanks (See 
illustration above). Products such as 
naphtha and benzol are stored and 
handled in the area which is prac- 
tically inaccessible to city fire de- 
partment operations 

The installation protects an area 
between 25 and 40° wide and 450’ long 
and is divided into three system areas 
Regulation is obtained by means of 
one 6” Suprotex-Deluge valve, actu- 
ated pneumatically by pressure im- 
pulse from pneumatic heat detectors 
which are strategically located 
throughout the areas protected by 
each system 

Mechanica! functions of the system 
are based upon the integration of two 
operational units as follows 

1. Deluge sprinkler system. Each 
system is equipped with 16 or 17 
overhead foam aerating and discharge 
devices giving a total foam discharge 
of 8,800 g.p.m_ per system 

2. Foam storage in injection sys- 
tem consisting of a small foam in- 
jection pump which takes suction 
from a double compartmented 800- 
gal. foam liquid storage tank. It 
provides for discharge of foam liq- 
uid into a piping system. Between 
5 and 6% foam liquid is injected 
into water when in operation and 
provides 116,000 gals. of smothering 
mechanical foam from the entire sys 
tem 

Foam coverage from the systems 
is at a rate of about 2” of depth per 
minute and is said to be sufficient 
to extinguish a fire in less than three 
minutes from time of origin. About 
seven and one-half minutes of dis 
charge is available from each se 
tion of the foam storage tank and 
the whole area can be covered with 
two foam blankets of about 6” in 
depth 

In addition to the system for the 
tank car unloading area, the plant 
is protected with portable hose sta- 
tions connected to the foam system 
Special goose-neck applicators are 


provided at each hose station for ex- 
tinguishing fires in vertical storage 
tanks. 
> > 

Continental Can Co has set 
up a@ new Milwaukee sales office 
with Robert S. Hatfield, formerly 
assistant to the vice president in 
charge of sales, as sales manager 
for the district which includes the 
Wisconsin area The new district 
will co-ordinate sales activity with 
company’s new Milwaukee plant 
which will be completed and in pro- 
duction within a few months. Assist- 
ing Mr. Hatfield will be Ray W 
Caldwell and L. J. McNally, sales rep- 
resentatives, who will continue to 
handle their former accounts 


The Trailmobile Co. is building a 
new branch building in Detroit which 
will be completed soon. Among equip- 
ment planned for the new branch 
building is a huge 
with a 6’ platform and automatic 
dial, which will be available for use 
by operators in the area. An axle 
scale is also available with an auto- 
matic dial. Large scale will have a 
capacity of 100,000 lbs. and the axle 
scale will have colered sections on the 
dial for 18,000 Ib. single axle weight 
and 32,000 Ib. tandem axle weight. 
Both scales will be open and avail- 
able for use without charge, on a 
seven-day, 24-hour, basis. 

Trailmobile also has moved to new 
and larger branch quarters at Okla- 
homa City. Henry F. Boldt is man- 
ager of branch which has 12,000 sq 
ft. of floor space and nearly 15.000 
sq. ft, parking area 

. > . 

Houdry Process Corp. has moved 
its principal offices to 1528 Walnut 
St., Philadelphia 2, Pa 

> . > 

Charles Wheatley Co., Tulsa, has 
been appointed representative of the 
Ralph B. Carter Co. in the states of 
Oklahoma and Kansas. Wheatley will 
handle the entire Carter line of pump- 
ing units 

° > > 

GMC Truck & Coach Division of 
General Motors is featuring stepped 
up horsepower in its light and med 
ium duty engines together with a 
number of cab, engine and chassis im- 
provements. New model series are 
available in the 1% and 2',-ton 
ranges and two new six-wheeler ser- 
ies in the 24,000-32,000 gross vehicle 
weight range. There are two new 
lighter Diesel tractor series of 45,000 
and 55,000 Ibs. combination weights 
as well as light weight options in the 
big 900 Diesel series 

Horsepower in the 228, 248 and 270 
cu. in. engines has been increased by 
redesigning the intake manifold, in- 
Sstallation of new high lift cams, a 


notor truck scale, ° 


larger carburetor throat and a change 
in valve timing and angle of the ex- 
haust seats. The 270 engine will be 
equipped with free-type exhaust 
valves which help prevent valves 
sticking and burning 

> > > 

Willys-Overland sales and service 
men from all domestic regions and 
several overseas districts convened 
in Toledo at the end of 1949 to lay 
plans for 1950. The one-day meeting 
was devoted to a demonstration of 
Willys four-wheel drive vehicles, and 
a briefing of company's plans for 
1950 by officials, including Ward M 
Canaday, chairman of the board, and 
Delmar G. Roos, first vice president 

> >. > 

A new factory sales and service 
branch has been opened in Oakland, 
Calif., by Towmotor Corp., Cleveland 
Gordon Winters, formerly in sales 
supervision work in Cleveland, will 
be in charge 

* . . 

Frank A. Hiter, senior vice presi- 
dent of Stewart-Warner Corp., in his 
year-end statement, said the company 
expected to market a new item in 
the automotive instrument field in 
1950 which may create obsolescence 
of equipment now in use. Other items 
scheduled for 1950 launching include 
anh entirely new method of delivering 
lubricants to bearings; new industrial 
lubrication equipment; new equipment 
for pumping of heavy materials; new 
automotive heating equipment, and 
others 

> > > 

Reilly Duerr Tank Co. has leased 
large buildings and a half-acre tract 
at Benson St. and the Pennsylvania 
Railroad, Reading, Ohio, near Cincin- 
nati. Company will manufacture met- 
al tanks and specialize in the repair 
of truck and trailer. tanks and the 
modernizing of older models, includ- 
ing the installation of power take- 
offs, hose reels, pumps, etc. Officials 
of the new company are: Hugh K 
Reilly, president, former general plant 
manager of the Davis.«Welding & 
Mfg. Co.; Leonard Duefr, vice presi- 
dent and general works manager, for- 
mer chief engineer of Davis Welding 
O. B. Maxwell, sSecretary-treasurer 
and also président of Maxwell Co 

. > > 

Signa) Oil Co. has recently placed 
in operation a new truck and trailer 
of lightweight construction. The en- 
tire truck frame, the differential and 
transmission housings, wheels, hubs 
hood and bumper are made of alumi 
num. The trailer is of frameless con- 
and the trough in the bot- 
tom of the tank serves as a structural 
member. Special rubber spring shack 
les are featured. As described in the 
Signal News, the new truck is 
equipped with a 275 h.p. Cummins 
Diesel engine, and a Barca emergency 
valve, which permits operation of the 
brakes even though any air line is 
broken 
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Family habit....the corner service station | 


Not long ago, the neighborhood service station Best way to reach marketing men who plan 
was only a gas station. But, today, it’s a com- and influence TBA selling programs through the 
munity institution. It’s a family habit—the place nation’s best service stations is through adver 
to buy most everything automotive. And motor- tising in National Petroleum News .. . the oil 
ists name it their preferred source for tires, industry’s marketing magazine! 

batteries and accessories! 


Planning to build sales through service stations? 
To put the nation’s top service stations to work W rite for helpjul, new jact-booklet titled “TBA”. 
in your interest, it’s necessary to get the nod ee ton. 
from oil companies and oil jobbers. More than 3 
simply word from the front office that you're in! 


i . 
/y 
You need the acceptance of top executives, plus ’ iT [2/\ lo he Gf ladustry’s Compan 
\ 


. a tion for tires, batteries ond 
the backing of their sales and merchandising occessories now being sold in planned 


staffs—-the oil men who live with the service sta- programs directed by oil companies and 


; | jobbers, conducted through , 
tions day-to-day, whose job it is to help build ot . oe a Se / 


ote tion's best service stations, promoted by 
those TBA sales. \. National Petroleum News. 
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That's the watchword of the Petroleum Industry—and 


it’s the watchword of Crown Can Company, too. Just as every Oil Company 


seeks to give superlative service to all customers — so Crown strives to 
give super-service to Oil Companies. When you order Cans from Crown 
you get On-time Deliveries — the kind of Cans you want, when and where 


you want them. Ask to have a Crown Sales Representative call. 


ss maienscr wane CROWN CN 


Plants at Philadelphia, Baltimore, Chicago, Orlando. Branch offices: New York, Baltimore Pittsburgh, St. Lowis * Division of the Crown Cork & Seal Company 
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EQUIPMENT PERSONALS 


A. F. Woods 
has been named 
district sales rep- 
resentative for 
Mariow Pumps in 
Kentucky, Ohio, 
eastern Indiana 
and eastern Mich- 
igan. His head- 
quarters will be 
in Birmingham, 
Mich Formerly 
he was district 
sales manager for 
Yale and Towne 
Manufacturing Co.’s pump division, 
and before that was an engineering 
officer in the Army Air Forces 


Mr. Woods 


When National Pumps, Inc., Cin- 
cinnati, Ohio, became a division of 
Tokheim Oil Tank and Pump Co 
Fort Wayne, Ind., effective Dec. 1 
1949, G. F. Mattman, formerly Na- 
tional president, was named manager 
of the new National Pumps division 
At the same time L. R. Frazier, for- 
merly vice president and sales man- 
ager, was appointed division sales 
manager. Continuing in their former 
capacities are R. E. Higginbotham. 
assistant sales manager, and W. Jd. 
MeCombe, office manager 


. . * 


Vv. B. Day, executive vice president 
of the Bear Manufacturing Co., is the 
new head of the executive committee 
of Equipment & Tool Institute for 
1950 He succeeds H. B. Barrett, 
president of the Barrett Equipment 
Co. of St. Louis. Other members of 
the committee are: M. W. Bazner, Sr., 
vice president of Ammeco Tools, Inc.; 
C. P. Brewster, sales manager of K-D 
Manufacturing Co.; M. H. Potter, 
sales manager Marquette Manufac- 
turing Co.; H. D. Smith, president of 
Globe Hoist Co.; E. P. Stuart, sales 
manager of Lincoln Engineering Co.; 
G. H. Treslar, vice president, Black 
& Decker Manufacturing Co.; and 
G. R. Walker, vice president, Walker 
Manufacturing Co 


. . . 


American Can Co 
T. E. Alwyn general manager of 
sales. He was formerly Atlantic 
division manager of sales. Mr. Alwyn 
has been with the company 25 years 
and in his new post will be in charge 
of the firm's sales activities in the 
United States, Canada and Hawaii 


has appointed 


Don H. Smith has been named 
assistant sales promotion manager 
and George H. Grienwald assistant 
advertising manager of Willys-Over- 
land Motors 


January 18, 1950 


New assistant general manager of 
the mechanical rubber goods division 
of United States Rubber Co. is Her- 
bert K. Kieswetter. He formerly was 
vice president and assistant general 
manager of United States Rubber 
Export Co., Ltd., which he joined in 
1925 as a salesman 


. . 


Allan Rotfinson 
has been appoint- 
ed vice president 
in charge of the 
automotive di- 
vision of Rotary 
Lift Co. He start- 
ed with the com- 
pany in 1944 after 
engaging in the 
practice of law in 
Memphis from 
1925 to 1943. He 

Mr. Robinson has held several 
positions in sales 

and production with Rotary Lift and 
was made sales manager of the auto 
lift division in 1948. Mr. Robinson 
says that new features will be intro- 
duced soon to increase the efficiency 
and economy of the company’s lifts 


Sidney G. Harris has joined Mag- 
nus Chemical Co., Inc., as sales en- 
gineer. He received his engineering 
and marketing education at Poly- 
technic Institute of Brooklyn and Co- 
lumbia University. He is a member 
of the Society of Automotive Engi- 
neers, American Society of Lubrica- 
tion Engineers and Society of Ameri- 
can Military Engineers. He is a lieu- 
tenant colonel in the U. 8. Air Force 
Reserve and received the Army Com- 
mendation Ribbon for services during 
World War II He recently grad- 
uated from the Air Command and 
Staff School. 


Rockwell Man- 
ufacturing Co. 
has appointed J. 
W. Northeutt as 
Atianta district 
sales manager to 
succeed C. C, 
Moore who has 
been transferred 
to the company’s 
new district of- 
fice in Columbus 
Mr Northcutt 
joined the com- 
pany in 1936 at 
the Tulsa district office and became 
sales engineer for all the company 
products in the Corpus Christi area 
Prior to his present position he han- 
died all major oil and engineering 
company accounts in the Houston 
district. Mr. Moore became manager 


Mr. Northcutt 


Equipment 


of meter parts for Pittsburgh Equi- 
table Meter Co. in 1930 and became 
Atlanta district manager for Rock- 
well in 1943. 


John L. Collyer, president of B. F 
Goodrich Co., was made a Chevalier 
of the Legion of Honor by France 
He was honored because of services 
rendered to the Allied caure during 
the war and to French industry in 
its period of reconstruction, especial- 
ly by the encouragement he gave to 
the closest co-operation between 
French and American technicians 


Hunt Eldredge has been made as- 
sistant sales manager of the Alemite 
Division of the Stewart-Warner Corp., 
Chicago. 


> > . 


George Hubbard of Lincoln Engi- 
neering Co., went on a joint deer hunt 
on opening day of the season, near 
St. Genevieve, Mo., and after 20 min- 
utes patient observation through his 
binoculars of an approaching buck, 
saw it drop under a shot from his 
partner just as he was about to pick 
up his own gun 


John DeWitt 
Cray, formerly 
associated with 
the Jay Gray Co 
and Gray Mills 
Corp., has joined 
Holcomb & Hoke 
Mfg. Co., Inc., as 
manager of 
wholesale distri- 
bution of the 
company's fast 
oil changer. Hol- 
comb and Hoke 
has purchased 
the Gray patent covering visible fast 
oil changers. 


Mr. Gray 


J. M. Donahue, 
vice president, 
has been named 
manager of 
Mack - Interna- 
tional Motor 
Truck Corp.'s At- 
lantic division 
with headquar- 
ters in Philadel- 
phia. He will di- 
rect all Mack 
sales and service 
activities for 
busses, trucks 
and fire apparatus in Pennsylvania, 
Delaware, Maryland and the District 
of Columbia Mr. Donahue joined 
the company in 1924 as salesman and 
has since served as manager of com- 
pany’s Brooklyn branch and manager 
of the North Jersey division 


Mr. Donahue 
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TBA TOPICS—By Frank C. Sturtevant 


Most Large Tire Dealers May 
Be Hit by Discount Rule Too 


Just why the 
marketing of 
tires by service 
stations should 
be resented by the National Asan. of 
Independent Tire Dealers is hard to 
understand. The Federal Trade Com 
mission's current attempt to push 
through a carioad limit on tire dis 
counts, without a full public hear- 
ing, is largely the result of a cam 
paign the tire dealers have been con- 
ducting In the course of the cam 
paign which has been renewed year 


Mr. Sturtevant 








after year before various congres- 
sional committees, as well as FTC 
petroleum marketers have been 
bracketed with mail order houses, 
chain auto accessory stores, and re- 
tail stores owned by tire companies 
as the type of competitors the tire 
dealers would like to see shackled 
And yet if a direct question is put 
to the average member of the tire 
dealers’ association he will usually 
say that he does not suffer much 
from service station competition. In 
fact a number of the members of the 


This is the TBA truck used by Glasgow & Lazarus. Lion Oil Co. consignees of 
Memphis. Tenn.. which they use in “making hay the TBA way.” as Lion Oil puts 
it. Barney Lazarus is shown here inside the Glasgow & Lazarus TBA truck. which 
is fitted up with steel shelving to carry the maximum amount of TBA merchandise 
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association are sour on the whole idea 
of government regulation of maxi- 
mum quantity discounts on tires 

As it now becomes apparent that 
the FTC does have legal power to 
set a limit on quantity discounts in 
the tire, or any other business, and 
that once the machinery has been set 
in motion it cannot be stopped, a 
feeling of alarm appears to be mount- 
ing on all sides. Is this the begin- 
ning of government price control in 
a roundabout way? It could be, be 
cause whatever quantity discount 
limit is fixed, it will never satisfy 
everybody. Demands for relief will 
always be at hand to justify fur- 
ther government regulation 

In view of current estimates that 
the oil industry's share of the tire 
replacement market now constitutes 
40°, oil marketers are beginning to 
wonder just how a carload limit on 
tire discounts (or any other limit 
FTC may fix) will affect TBA opera- 
tions. Tire dealers, when asked, ad- 
mit they do not know If it is the 
intention of FTC to put the oil in- 
dustry, among others, at a disadvan- 
tage in tire competition, neither the 
tire association nor FTC has indi- 
cated just how the discount limit will 
work 

It would seem that a lot of In 
dependent gasoline distributors, as 
well as consignees who have taken 
on a TBA franchise, would have to 
go out of the tire business unless one 
of two things could take place: either 
they would have to receive a dis- 
count on a carload which would be 
high enough (say 25%) to pay them 
a wholesale profit; or, they would 
have to be given a functional dis- 
count as a wholesaler, regardless of 
volume, which would accomplish the 
same result 

On the surface it would appear 
that most large tire dealers, even 
those who are members of the asso- 
ciation backing the FTC move, would 
be in the same boat Major oil com- 
panies distributing tires to their gaso- 
line distributors and their service sta- 
tions might be in a similar, or perhaps 
worse situation 

Is it the intention of FTC to force 
the motorist to take his retail tire 
business to the large tire dealers, of 
the type who are members of the as 
rather than to the 
station? If so there are thousands 
of petroleum jobbers and consignees 
plus some 250,000 gasoline retailers 
who will be heard from, to say noth 
ing of that large body of car owners 
who have become accustomed to the 


sociation service 
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TBA Section 


convenience of buying tires at service 
stations. 
. . > 


One of the most widely sold, but 
seldom mentioned non-automotive 
TBA items is the flashlight. For the 
first time in recent years an oil com- 
pany, Tide Water Associated, New 
York, is calling dealers’ attention to 
the fact that flashlights and batteries 
are big sellers in the winter months 

Tide Water points out to its deal- 
ers that the line of flashlights han- 
died by the company are precision 
built, quality items, anda reviews 
characteristics of reflector, switch, 
bulb and case which can be used as 
talking points to sell more flashlights 
This is a timely illustratien of the 
need for product information even on 
small incidental items 

Dealers are interested in knowing 
why the reflector throws a 1,500 
candlepower beam; how the filament 
is protected from damage; why the 
switch is fool-proof and long-lasting 
and why the steel jacketed batteries 
will not corrode the case. Almost all 
service stations carry flashlights 
Dealers can sel] them with confidence 
and enthusiasm when they have been 
freshly reminded of the good points 
of the product 


Vulcan Manufacturing Co., Inc., is 
marketing two new automobile jacks 

Royal Champ and Universal Tripod 
Saf-T-Lift—-both said to eliminate 
need for applying brakes or using 
safety blocks 


Royal Champ works on the hy- 
draulic principle with adjustable arms 
to hook under bumper and against 
fixed part of chassis. Hydraulic 
handle is pumped to raise car. Man- 
ufacturer says jack does not damage 
low overhangs, gas tanks, or pinch 
off hydraulic lines and raises all 
makes of cars to height necessary to 
clear wheels cf low fenders. 


Universal Tripod Saf-T-Lift con- 
sists of metal tripod with hook on 
one leg fitting under bumper. Handle 
at top turns geared rod to lift car 
Advantages are said to be stability, 
safety and ease of storing 


> > > 


Rubber floor mats under the brand 
name of Kar-Rugs, made by Wooster 
Rubber, are now being packaged in 
sets of four in a new display carton, 
aimed at boosting sales. Six colors 
are available; silver grey, burgundy 
red, forest green, royal blue, cocoa 
brown or midnight black. 


Federal Tires is offering dealers a 
new aluminum tire rack with capacity 
of six tires up to size 7:50 x 16. As- 
sembled with 11 double bolts, rack 
runs on swivel-type steel casters. 


Bowes “Seal Fast" Corp. “Tirepair” 
distributors are currently demon- 
strating to dealers a new merchan- 
diser cabinet for storing solvent and 
“Tirepair” sections. Merchandiser, of 
metal and painted black and white, 
is 12” long and approximately 8” in 
width and height. Divided into com- 
partments for various “Tirepair” sec- 
tion sizes, cabinet has cover with 
table showing correct size section 
for repair to be made. 


. *. *. 


New sales development manager of 
Southeastern division, B. F. Goodrich 
Co., with headquarters in Atlanta 
Ga., is Henry B. Thackston, former 
manager of Atlanta district of re- 
placement tire sales division His 
place as district manager is being 
taken by Donald E. Lagarde, who has 
held a similar position in New Or- 
leans district 

Mr. Thackston, who joined Good- 
rich in 1909 and served in the armed 
forces for 18 months in World War 


be economy wise! 
Lead in extra 
profits with a 
Southern Truck Tank 
that lasts longer, 


costs less to maintain. 


SouTHERN TANK & MANUFACTURING, inc. 


1501 


HAYNES AVENUE 


- OWENSBORO, 


KENTUCKY 
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I, has been Atlanta district manager 
for the last 18 years. 

Mr. Lagarde has been with the 
company since 1926. Starting as a 
tire salesman in New Orleans dis- 
trict, he served as retail store man- 
ager and as sales supervisor before 
being named New Orleans district 
manager in 1943 

Douglas Oil Co. of California is 
making available to its dealers the 
Tell-A-Tape battery tester, a device 
fitted with two prongs for taking a 
reading on individual battery cells 
and recording the reading on a paper 
tape ejected from the meter. Dealers 
are advised to hand a customer a 
strip of tape showing the readings 
from all three cells of his battery as 
a tangible record of the battery's con- 
dition, the theory being that a cus- 
tomer with a poor battery will be 
more readily impressed with the 
need for replacing it if he can see 
the record on paper 

. * > 

A combination screw driver and 
flashlight that directs the light on 
the work has been placed on the mar- 
ket by Town-Talk Products in De- 
troit. The “Flashdriver” is made with 
a shockproof handle and a button 
on the cap of the handle operates 
the 'eht 


TBA Section 


Advertising perlormance award for highly successiul Atlas tire campaign is pre- 
sented to Clyde T. Foster (center), Standard Oil Co. (Ohio) president, by Lester S. 
Auerbach. Gulf Relining Co. district manager and Cleveland Advertising Club 
president. On leit is Wilmer H. Cordes, chairman of Ad Club’s perlormance awards 
committee responsible for the presentation. made at club luncheon in Cleveland 
Nov. 12. Award was on basis of Sohio’s July campaign to increase tire sales at 
service station and dealer outlets by use of tire “Salety Print” and concentrated 


advertising and sales program. Result was record monthly sale of tires by company 


For low-cost handling of 
liquids, investigate this — 


HIGH VACUU 


Delivers 20 gallons per 100 strokes 
—capable of 20-ft. lift—self-prim- 


ing—no foot valve needed. 


DOUBLE ACTION! 


No wasted motion—pumps on 
both forward and back strokes 
steady flow of liquid—easy to op 
erate—easily locked. 


SINGLE DIAPHRAGM! 


The only double action pump 
built with a single diaphragm! 
Long lived molded diaphragm 
reinforced — no piston leakage — 
95% volumetric ethciency. 
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These outstanding features put this new Tokheim pump in a 
class of its own! Efficient. Fast delivery. Easy to operate. Handles petro- 
leum and paint oils as well as many other industrial liquids. All parts 
in contact with liquid are of non-corrosive materials. Ice, dirt and scale 
will not interfere with its operation. Available in several models for 
drums, underground tanks and pipe lines — with hose or spout outlet. 


INVESTIGATE this remarkable pump today. Call your Tokheim representative or write the 
tectory for literature, prices ond delivery information 


TOKHEIM OIL TANK AND PUMP COMPANY 
Genero! Products Division * 1650 Wabash Ave, * Fort Wayne !, indiono 
Festory Brench: 1309 1 d St., Sen F © 3, California 








UTOLITE 


Best Advertised 
the Automotive 


"SUSPENSE !” 


Auto-Lite presents each Tuesday exciting adventure at its 


greatest in 16 cities, keyed to 1,774,800 television sets 
to consistently score “Top” ratings in accepted audience surveys 


ARM “SUSPENSE !” 


Featuring famous stars of screen, radio and stage, the 

great Auto-Lite adventure show now in its third yeor 
blankets America’s 36,000,000 radio homes via the CBS Network 
of 165 radio stations from coast-to-coast 


Auto-Lite color advertising leads the industry for ‘‘attention’’ 
TAS | ers and reading”... appears in American Weekly, Parade 
6 and Roto Sections distributed with key Sunday newspapers. 
Also —- more than 2,500 small-town weekly newspapers. 
. The outstanding “Look-Alike” campaign and color-packed 
messages in leading national magazines, science books, farm 
q PyAl ties papers and fleet and trade publications reach a total of 
51,100,728 circulation 
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Well-Trained Salesmen, Proper Servicing 
Facilities Open Door to Farm Tire Sales 


Tire Company Executive Cites Large Rural Market 
To Be Tapped: Farmer Termed Biggest Tire Buyer 


In a speech at the Oil Indus- 
try TBA convention at St. Louis. 
Dec. 5-6, J. C. Ray, sales man- 
ager. U. S. Royal Tire Division. 
United States Rubber Co., New 
York, covered two topics. Extracts 
from his remarks on tire sales 
to the farm market are repro- 
duced herewith. That portion of 
his talk covering truck tire sales 
through service stations will be 
carried in a subsequent issue. 


By J. C. RAY 
Sales Manager. 
U. S. Royal Tire Division 
United States Rubber Co. 


Today on the farm, there are 5,- 
350,000 passenger cars, 2,400,000 
trucks, 3 million tractors and 7 mil- 
lion other rubber-tired farm vehicles 
This come to a grand total of almost 
18 milion 33 1/3 of all vehicles in 
the nation.” Adding to that, the regis- 
tration of the towns supported by the 
farm represents approximately 50° 
of all vehicles in the country 

What will the next half century 
represent as an opportunity for trac 
tor and truck tires? 

Life magazine predicted 1950 to 
1960 as A Decade of Opportunity 
an increase in national income to 
$300 billion.a rise in the food bill 
by almost $7 billion 

As the world population increases 
at the current rate of 30 million per 
year and this country at the rate of 
almost one million per year, the need 
for mechanization gasoline tires 
et will continue to increase at a 
much faster rate than it has ever in 
the past half century 

Regardless of strikes, recessions 
uncertainties or instability, the motor 
vehicles on farms and highways will 
continue to increase in numbers and 
usage. Vast reclamation, soil conser 
vation and highway projects’ will 
come into being. The market for your 
products and our products—-including 
tractor and truck tires in the farn 
markets staggers the imagination 

In the minds of a great many 
people, there is the idea that farm 
tire selling is specialized selling. This 
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implements and in discussing their 


Service an Important Factor 


A very large percentage of service 
stations can in some measure partici- 
pate in the farm tire business 

In making this statement, I want 
to emphasize that I am talking about 
stations in farm market locations and 
all of them, regardles of size, can and 
should be equipped with simple and 
relatively inexpensive tools required 
to service farm tires 

This amounts to a liquid ballast 
solution pump and the necessary 
drums for storing and mixing cal- 
cium chloride solution. Such a pump 
is an absolute essential in order to 
evacuate and install the solution 
which is commonly used as liquid bal- 
last 

The other essentials are a tube vul- 
canizing plate, truck type jack, large 
hand type telescoping bead breaker 
combination steel and rubber type 
mallet, a pair of tire irons, pliers 
valve fishing and valve rethreading 
tools, a supply of tractor type re- 
placement valve stems, core housings 
and caps and tube repair materials 


With this equipment and materials 
any service station can become skill 
ful and effectively provide the farm 
tire service that builds station traf- 
fic, sells more tires, and contributes 
substantially to service income 

For the larger “super service” type 
stations that have the facilities and 
equipment for complete tire service 
in the station and on the farm, a 
service truck or trailer fitted with 
the same type equipment is required 
in the station A crane to enablk 
one man to handle the largest size 
tire with ease, further adds to the 
station’s over-all volume and profit 
opportunity 


Farmers Largest Tire Buyers 


In serving the farm market, we 
must not lose sight of the fact that 
farmers as a group, are now the 
largest buyers of tires in the world 
The national average of tires on 
the farm has been estimated as 52 
per farm. There are thousands of 
farms which have as many as 100 

tires in operation. Under the 
nstances, farmers are in need 
1ome for tire service to take 
of their requirements in 

merge 

A flat tire during a farmer's busy 
season, especially in those instances 
when inclement weather threatens 
and he is working against time to get 
a job finished, can be very costly to 
him unless prompt on-the-farm ser 
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GO TO AN 
OLD HAND 


. . experience counts! Hood was among the very first 
tire suppliers to market tires and accessories through oil 
companies. Result — Hood is set up to serve oil companies 
with a profit plan which features: 


gy The Hood Oil Company Division, a separate 


2 


specialized department for petroleum outlet TBA 
marketing. 


A complete line of quality tires and tubes; a 
nationally accepted brand competitive with even 
the largest oil companies. 


A complete line of Accessories —again a nation- 
ally accepted brand. Miller Accessories including 
fan belts, radiator and heater hose, tire and tube 
repair materials. 


Protected territories mean the TBA business you 
build is your own! 


Sales Training and Point-of-Sale aids which help 
your people sell TBA. 


Budget Sales Plan that fits into any accounting 
system. 


WRITE for complete details now— there is no obliga- 
tion. Address Dept. NH-1, Hood Rubber Company, 
Oil Company Division, Akron, Ohio. 


The petroleum outlet is a “natural” for TBA . it's the plece 
where the motorist looks confidently for helpful advice and service. 
Shown above is o Skelly Oil Company Station at Kansas City, 
Missouri. Skelly is typical of the oil companies which market Hood 
tires ond are successfully merchandising TBA. 


Leadership in research . . . it's being carried on at the new 
B. F. Goodrich multi-million doliar “workshop of science” shown 
above; the birthplace of Hood's quality products of the future! 


Special products push profits! Hood's Super Grip (mud-snow) tire 
and Quick Seal (Self-secling) inner tube moke those extra sales 
that ring up extra profits. 


A DIVISION OF THE B. F. GOODRICH COMPANY 
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vice is rendered. The service station 
that specializes in providing this type 
of service very obviously has an ad- 
vantage .. 


Trained Salesmen Needed 


Trained men sell more, and this is 
especially true in dealing with far- 
mers, because farmers like to trade 
with people who are familiar 
with the conditions under which 
they operate and who under 
stand their problems. They buy more 
confidently from the salesman who 
is best qualified to intelligently an- 


alyze their requirements and sup- 


ply the type of merchandise which 
best serves their needs 

In discussing the merits of a4 rear 
tractor tire tread design, for example, 
a farmer is interested in. knowing 
what the tread will do from the 
standpoint of penetrating the soil, 
how it cuts through heavy cover 
crops, provides maximum traction, 
minimizes slippage, and provides the 
drawhbar efficiency, which is so vital 
to him 

He is interested in knowing how 
smoothly the tire will roll on hard 
surfaced roads and how slow and nor- 


mal the wear will be, because a trac- 


WARNER RADIATOR CLEANER 


COOLING SYSTEM 


CARE 


—— ot 
, FAMOUS NAME IN AUTOMOBILE HIS* 


WARNER-PATTERSON COMPANY + 920 SOUTH MICHIGAN AVENUE, CHICAGO 5, ILLINOIS 


tor’s use is no longer confined to 
field work alone—it is also used as 
a general utility unit in all farm 
work 

In the case of front tires, he wants 
to know about ease of steering, pro- 
tection against side slippage when 
making turns at the end of the field 
when plowing. He also wants to know 
about the sidewall design as it per- 
tains to resistance to furrow wall 
scuffing when the tractor is used in 
plowing operations, In addition, he 
is interested in load carrying capacity 
when buying front tires for tractors 
that are equipped with front end 
loaders, as many of them are today 

In farm tire selling, therefore, it is 
knowledge of product and the proper 
presentation of product superiority 
that get the business in many in- 
stances. There are, of course, many 
farm tire sales made as a result of 
an emergency brought about by in- 
juries that are beyond successful re- 
pair, and in such instances, an ade- 
quate farm tire inventory on the 
premises or which is located conven- 
iently close by, can be~the means 
of consummating sales which other- 
wise would be lost 


Stocking Farm Tires 


In service station operations, it is 
not always possible due to limited 
space, to maintain adequate farm 
tire stock on the premises. Sizes and 
types that cannot be carried in stock 
can be obtained promptly from tire 
manufacturers’ branch and distribu- 
tor warehouses, now being main- 
tained for the efficient servicing of 
all types of dealer requirements 

There are many gasoline service 
stations located in county seats or 
smaller towns, which have become 
an important factor in the sale of all 
types of tires required in the farm 
market 

In a county seat town in Iowa, for 
example, is a very aggressive ser- 
vice station operator who is located 
on a main highway at the edge of 
town, and directly across the high- 
way from his station is a livestock 
sale barn. This station operator has 
taken advantage of this situation to 
develop the largest volume farm tire 
business in the county and one of the 
largest in the state 

On the day the sale barn is in op- 
eration each week the year around 
an outside display of new and used 
tractor and implement tires, rims 
and wheels is so arranged that they 
can be easily seen from the sale 
barn. The doors of his tire ware- 
house, located next to his station, are 
kept open to make visible the very 
representative stock of all types of 
tires that is maintained. He has a 
service truck equipped for on-the- 
farm and on-the-highway emergency 
service and when it is not out on 
call, he takes particular pains to hav« 
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it parked conspicuously on his prem- 
ises 

His service department contains 
the limited equipment required for 
the solution service and tube repairs 
that I have talked about and also the 
tools needed for tire mounting and 
dismounting 

Through skilled service, a reason- 
able advertising campaign, the main- 
tenance of an adequate tire and tube 
inventory, and fair dealings with his 
customers this service station oper- 
ator has become the “Tire Service 
Headquarters” in his area. At the 
same time, he has built up a very 
large gasoline gallonage. One de- 
partment has helped the other im- 
measurably 

An unusual! situation? Per- 
haps. But I cite this example because 
there are hundreds of similar service 
stations throughout the country many 
of which you are familiar with. They 
can and should capitalize on their lo- 
cations just as this man has done 

As a further example—-one of many 

a Minnesota county seat town, an- 
other type of petroleum outlet has 
proved the value of the tire business 
to his operation and to his over-all 
sales volume and profits. In this 
case, it is a petroleum jobber who 
serves several stations and many 
farmers with his fleet of tank wag- 
ons. He also operates a retail super 
service station at his general office 
location with a well equipped tire 
service department to serve both 
his retail and wholesale accounts 

He maintains a representative tire 
and tube inventory which is thorough- 
ly adequate to serve his market. Here 
again, the sale of farm tires accounts 
for a high percentage of his total 
tire sales volume 


Cites Another Example 


Let's bring the situation close to 
home. Here within about 50 miles 
from the spot in which we are now 
congregated, we can consider’ the 
sales potential open to service sta- 
tions. 

In Franklin County, Mo., there are 
1,966 tractors, 7,737 passenger cars 
and 2,342 trucks. All of the tractors 
are on farms and over 40% of pas- 
senger cars and trucks are registered 
on farms 

The TBA potential in 1950, for 
the total county, will amount to 
$481,000. Of this, $231,100 or 48% of 
the potential will come from the 
farm 

As further emphasis on the enor- 
mous importance of the farm and 
farming communities, the equipment 
on farms in this county amounts to 
over $2 million. The farm income in 
1948 amounted to over $14 million 
or almost 49° of the total income 
of the county-—certainly a directive 
to all of us to get closer to the 
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farmer and to share in selling his located a service station that should 
requirements be interested in the farmers’ needs, 
Actually, in the entire state of equipped and ready to serve him 
Missouri virtually 100% of tractors for that great business which the 
are on farms, numbering over 112,000 farmer represents 
Over 26% of all passenger cars are We have chosen to talk about the 
registered on farms and over 4% of state in which we are holding our 
all trucks for the entire state meeting and a county within this 
A fact which must be impressive state, but all over this country simi- 
to all of us is that in this state there lar opportunities for tractor and 
are almost 10,000 service stations truck tires present themselves. Most 
located in virtually every community certainly, these opportunities deserve 
and at stragetic spots on every high- most thorough consideration and a 
way determination to profit by and 
Not far from every farm, there is through them 


A new Rotary Truck Lift will handle 
almost everything that rolls 


down the highway “ —— 


No need to remove trailer 
This new Rotary two-plunger Free-Wheel 


lift (20,000 Ib. capacity) handles all wheel- —_~ 

base trucks and passenger cars, too. Its 

full-length superstructure (5° H-beam, 22 teres 

ft. long) has the same height as an auto Handles Passenger cars, too 

lift, providing proper under-car clearance. 
A Rotary Truck Lift adds to work out- 


put and prevents overloading passenger 
car lifts beyond capacity. Famous Rotary 
construction gives smooth, trouble-free 


operation. Write for our Catalog 119 


ROTARY LIFT CO. 
1143 Kansas, Memphis 2, Tenn. 








| 
| 
| 
i 
: 
| 
| 
| 
| 


New Equipment, Methods Cut Socony’s Oil Canning Time 


Using new methods and new equipment, Socony-Vac- 
uum Oil Co. has been able to cut the time required in 
its canning operations by one-third at its plant in East 
Boston, Mass 

With seven men, the modernized plant can now unload 
a freight car of empty cans, fill them with motor oil, cap 


Worker shown above is removing empty quart cans from 

the incoming cartons. The “unscrambling table” feeds the 

cans into the three-quarter turn twister in the foreground 

which empties foreign matter out of the cans and passes 
them on to the vertical elevator on the right 


Cartons packed with full can of oil move in a continuous 
line along the conveyor system to the loading platform 
and into waiting trucks 


52 


them, pack them in cartons and store them or load then 
for shipment in only four and one-half hours 

New methods have eliminated a bottleneck formerly 
caused when canning operations had to be suspended 
while empty cans were unwrapped. Cans are now de- 
livered to the plant in unsealed 24-can cartons and the 
same cartons are used for shipping full cans of oil 

Processing sequence of the new canning plant is as 
follows: Cartons of empties are taken into the plant 
from the freight cars on a powerized belt conveyor. As 
the cartons move along, two workers remove the empty 
cans, and cartons move on to the point where they are 
packed with full cans. Empties are placed on an “un- 
scrambling table,”’ which is an endless belt and revolving 
disc feeding into a three-quarter turn twister The 
twister turns each can upside down dumping out any 
foreign particles that may be in them 

From there the cans are fed into a nine-pocket filling 
machine which operates at the rate of 250 cans pe! 
minute. They are then capped by another machine which 
also embosses the can cover with the brand and grade 
of oil contained 

From the capping machine they move along to a packer 
which puts 24 cans, two layers at a time, into the car 
tons in which the empty cans arrived. The filled cartons 
then pass through a case imprinter which marks then 
with the grade of oil. They are then glued, dated, and 
sealed by machine and are conveyed either to a stor 
age room or to trucks or freight cars for delivery through 
out New England 


Next step in the canning process takes the empties along 
the overhead gravity track shown at the top of the picture 
then down to the nine pocket filling machine, after which 
they pass into the capping machine. Filled and capped 
the cans roll down the gravity track to the double belt con 


veyor 
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Installation of Fire Fighting Units 
Helps Cut Jobbers’ Insurance Rates 


N. Carolina Group Hear Insurance Committee 
Report; Roby Taylor Is Elected President 


By NPN Staff Writer 

RALEIGH, N. C.-Spotlight at th: 
annual meeting of the North Caro 
lina Oil Jobbers Assn. here, Jan. 10, 
was charred by J. Parks Gwaltney, 
past chairman of National Oil Job- 
bers Council, and Roby E. Taylor 
Taylor Oil Co., Winston-Salem 

Mr. Gwaltney highlighted the af- 
ternoon session with an address in 
which he vigorously assailed pro 
ponents of oil industry divorcement 
and co-op organizations 
with private business 

Mr. Taylor was elected new a: 
ociation president, after earlier re- 
ceiving a rising vote of thanks from 
acsociation members for his work as 
chairman of the Insurance Commit 
tee. Extensive surveying and research 
work done by the committee since 
the association's meeting last Octo- 
ber resulted in North Carolina oil 
men being granted a 35% to 41 
reduction in fire insuranc« 
fective Jan. 2, 1950 
Divorcement of oi! industry fun 
tions, Mr. Gwaltney 
too dangerous” and 
good an excuse for nationalization” 
of the industry. Later, he reviewed 
the Jobber Council's study on eco 
nomic concentration in the oil in 
dustry, saying 


competing 


rates 


warned was 
offered 


“too 


there is a_ feeling 


among sone major companies,” 
themselves, that they are “too big 
to insure vigorous competition and 
should “be broken up 

Mr. Gwaltney urged the 
continue to fight vigorously for tax 
equality with co-ops. Write or talk 
to Rep Doughton (D. N.C 
man of House Ways and 
Committee) and to your other rep 
resentatives in Congrers, he said 
“asking for enactment of the Mason 
Bill to tax co-ops in the same man 
ner as private business.” 

He also advised the jobbers to 
keep in step with the times,” op- 
erate more efficiently and econom 
eally, and to “try for profitable 
business...not just gallonage.” Major 
oil companies are growing more con 


scious of 


jobbers to 


chair 
Means 


possible antitrust 
he pointed out, and are 
develop 
tition.’ 

In presenting the report of his Ir 
surance Committee, Mr. Taylor cau 
tioned jobbers that all are entitled 
to rate reductions and they should 
make certain that the new rates are 
put into effect immediately Rat 
cuts amount to either 35 or the 
equivalent of 41 of 
depending on insuran 
he added 

Along this line, Mr. Taylor point 
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actions 
anxious to 
“strong, Independent comp 


present rate 
classificatior 


out, most jobbers could realize even 
more fire insurance rate reductions, 
individually, if they examined rate 
reports more closely and corrected 
those things which serve to exag- 
gerate the risk factor. His own new- 
ly-built bulk plant went into opera- 
tion three years ago with a fire in- 
surance rate of $1.90 per $100 but 
now has been reduced to 70c (in- 
cluding new 35% cut) by making 
indicated changes—adding more fire 
extinguishers, etc., he told the job- 
bers. 

Survey undertaken by the 
ance Committee, Mr. Taylor 
showed that jobber insurance rates 
ranged from 45c to $4.50 per $100 
He cited the case of one jobber wh« 
reduced his insurance rate to 45 
by installing automatic sprinkle: 
and grounding his storage tanks 


Insur- 
added 


Gasoline Pump Inspection Change 


In addition to the insurance rat 
reduction effected, the jobbers also 
realized success in another project 
that was set in motion at last fall's 
meeting, at which time they re- 
quested the head of North Carolina's 
Gas and Oil Inspection Division to 
grant them relief from gasoline pump 
inspection practices. Jobbers 
plained that business operations were 
unnecessarily restricted when con- 
demned pumps were repaired but had 
to be kept inoperative until cleared 
again by a deputy inspector 

Cc. D. Baucom, division superin 
tendent, told the jobbers at the Jan 
10 meeting a plan was now being 
worked out whereby registered m« 
chanics could authorize operation of 
repaired pumps, pending the return 
of a state inspector to recheck the 
repairs and affix his seal. He invited 
the jobbers to attend a hearing Jan 
17 in Raleigh to help work out the 
exact nature of the 
lation 

Mr. Baucom also suggested th 
jobbers give some thought to the fol 
lowing 


com- 


proposed regu 


1. Installing 
500-gal 
plants 


loading meters and 
calibrating tanks at all bulk 
2. Adopting 
throughout the state for 
fill pipe caps at services 
thereby lessening the 
product mixing 


standard colors 
painting 
stations 
danger of 
Orris 8S. Dumas 
tion president 


retiring associa 
warned the jobbers 
against going overboard with equip 
ment loans to 
Distributors in his home « 


uneconomical accounts 
ounty, he 
ust about 
ectly an agreement to limit 


said, are carrying out 


pert 


equipment loans to only those ac- 
counts purchasing at least 3,500 gals 
of gasoline per month 


Other Officers Named 


In addition to Mr. Taylor, new as 
sociation officers are 

First vice president—S. D. Wooten 
Thompson-Wooten Oil Co., Goldsboro 

Second vice president—F. C. Rob- 
erts (re-clected), Acme Petroleum & 
Fuel Oil Co., Gastonia 

Treasurer—S. D 
elected), 
leigh 

Directors elected, in 
Messrs. Taylor, Wooten 
Bryan, are 

Cc. M. Barringer, Newton; C. B 
Myers, Statesville; O. T. Kirkland, 
Wilson; Bruce Cameron, Wilmington 
T. W. McCracken, Henderson; G. E 
Maultsby, Jacksonville, and W. G 
Fountain, Wilmington 


Bryan ire- 
Bryan-Cooper Oil Co., Ra- 


addition to 
Roberts and 


Capitalism Vs. Communism 
Topic of Oilman‘s Book 


Capitalism —« mmunise 
Ledbetter 
ndex $3.00 2 j Bloct > 
Michigar Bank Bidg in 4 


Detroit 26. Mich 


6x 9 if stiff 


od ward 
Communism? is 
veteran oilman Elmer E_ Ledbetter’s 
answer to the worldwide search for 
peace and human understanding. It 
is an attempt to find a means of pre- 
venting war, primarily through a 
“new type of thinking” leading to a 
new science of economics and a 
human conduct 
Philosophical in nature, the book 
asks man to realize he is not outside 
universal laws, but instead is gov- 
erned by them. The work further de- 
velops ideas offered in Mr Led- 
better’s Peace by Thinking, published 
in 1947. Informative and keenly ana- 
lytical, Capitalism—or 
could be an important 
to the eventual 
world problems 


Capitalism or 


“true science of 


Communism 
contribution 
solution of many 


The author entered the oil industry 
in 1931 in service station work, and 
subsequently formed the Wayne Oil 
Co., Detroit, an Independent distribu- 
tor. He is past president of Michigan 
Petroleum Assn. and charter member 
of Detroit Oil Men's Club (see fron- 
tispiece NPN May 12, 1948) 


Virginia Oil Jobbers Seek 
Shrinkage Allowance Boost 


RICHMOND, Va. Virginia Oil Job- 
bers Assn. is drawing up a bill to pre- 
sent to state legislature 
shrinkage and 


given 


boosting 
gasoline 
allowance 


evaporation 
wholesalers to 2° 
of state gasoline taxes collected 
Secretary E D. Catterton said 
Jan. 11 association attorney is work 
ing on final draft of proposed legis 


lation which will point out that pre 
wance is inadequate to 


collection 


sent OD alle 
cover product loss plus 


costs 
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, "When you sell more oil filters 
sell more oil!" 





1. Coast-to-Coast Advertising that educates car 
owners to the urgent need for an oil filter—and 
eee sells Purolator as the best on the market 


2. Point-of-Sale Promotion. Sales helps designed 
Va B. A. Merchandisers sell to tie in with your regular T, B. A. program and 
keep filter profits rolling in the year ‘round 
more oil filters when they 
ee 3. Favorite With Engineers. More and more auto 
motive engineers are specifying Purolator Micronic 
push PUROLATOR! Oil Filters as original equipment 


4. National Acceptance shown by the fact that 
@ Filter sales are your sure key to more oil sales—for practically all the major oil companies have chosen 
} 7 : : . Purolator as their standard T. B. A. oil filter 

dealers should recommend an oil change every time a re- 

fill is replaced. 5. Cooperative Sales Force that works for you. Per 
And extra filter sales come easy when you push the best sonnel is specially trained to work exclusively 

oil filter . . . the Purolator Micronic. Only Purolator gives with oil companies and oil jobbers 

you all these 5 big sales-building advantages: 





Start these 2-way profits rolling your way. Tie 
in with Purolator’s Four Quarter Plan that 
brings you more filter sales . . . more oil sales 
Contact your Purolator representative now! 





PUROLATOR PRODUCTS, INC. 
Newark 2, New Jersey and 
Toronto, Onterio, Canada 


PUROLATOR 


MICRONIC OIL FILTER 
N 
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Your Trucks Deliver More—for Less 
with 


EATON 
ry qa 


Eaton 2-Speed Axles give you both pulling 
power and speed in the same vehicle—instantly 
available to meet every specific operating 
need. Your trucks do more jobs, make faster 
trips. With Eaton 2-Speed Axles, engines run 
at most efficient and economical speeds; oper- 
ating and upkeep costs are reduced to a mini- 
mum; thousands of miles are added to vehicle 


life. And Eaton's planetary design adds thou- 


) 
| 


sands of miles to axle life. Gear tooth loads 
are better distributed; gear speeds are slower; 
stress and weor are reduced to a minimum 
Eaton 2-Speed Axles are available for most 
trucks of the 1'/,-ton class and larger. Ask i 
your truck dealer for a road demonstration é 


sett NOt INARI 


be) / 


lxle Division 


EATON MANUFACTURING COMPANY 


CLEVELAND, OHIO 


PRODUCTS 
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Marketers Must Cut Costs, Develop 
New Markets, Kentucky Jobbers Told 


J. Howard Marshall Foresees Increasing Pressure 
On Marketers to Sell Surplus of Oil Products 


By FRANK C. STURTEVANT 
NPN Stati Writer 


LOUISVILLE — Oil marketers of 
today will be under increasing pres- 
sure to sel] the surplus of products 
growing out of a world wide over- 
supply of crude, said J. Howard 
Marshall, president of Ashland Oil 
& Refining Co in a talk befor 
Kentucky Petroleum Marketers Assn 
here Jan. 11 


The present situation 
that existing shortly after World 
War I, said Mr. Marshall, when a 
period of shortage brought on an in- 
tense search for crude. Then, as now 
the search uncovered new sources of 
crude. He cited large new discoveries 
in Scurry County, Tex., Mexico, 
Western Canada and the Middle East, 
as well as growing production in 
Venezuela. These inevitably put pres- 
sure on the markets for products to 
absorb the full output, he said 


duplicates 


Marketers met the situation before 
by cultivating new markets for fuel 
oil, said Mr. Marshall. They also 
greatly stimulated the sale of gaso- 
line by making it available at every 
cross roads in the country, he said 
At the same time the oil industry 
made and sold its products at lower 
costs by the application of more ef- 
ficient methods at all levels, he said. 


Today the industry will also have 
to cut its costs by finding still newer 
and more efficient methods, and it 
will have to develop every possibl 
market for its products, said Mr 
Marshal! 

On the marketing side, the oil in- 
dustry must seize every opportunity 
to encourage freest possible use of 
its products, said Mr. Marshall. By 
way of example he pointed to the 
successful efforts made by the Ken- 
tucky Petroleum Marketers Assn. to 
remove obsolete load limits on trucks 
in the state of Kentucky, and to 
block the diversion of gasoline taxes 
from highway purposes. In connec- 
tion with railroad sponsored attacks 
on the trucking industry, he asserted 
that these had nothing to do with 
safety or road damage but were no 
more than an effort by the railroads 
to recapture markets lost by reason 
of high rates 


Other examples of possible market 
expansion cited by Mr. Marshal) wer 
new uses for kerosine, LP-gas and 
lubricants. In the case of his own 
company he said the purpose of its 
recent acquisition of Freedom-Valvo- 
line was to “round out our line” 
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and permit Ashland to give greater 
emphasis to sales of lubricants 


Lower Distribution Costs 


On the efficiency front marketers 
will have to go along with the rest 
of the industry, said Mr. Marshal! 
in the application of modern methods 
and equipment in order to distributs 
at lower industry 
as a whole will have to avoid the 
mistakes of the railroad and coal 
industries, he said, both of which 
have “lost control of their costs” and 
are consequently losing their markets 
inch by inch 


costs. The oil 


The same error exists, said Mr 
Marshall, in efforts to put artificial 
restrictions on crude oil production 
either through import controls, or 
through cutbacks on domestic produ- 
tion by state commissions. He called 
for only those restrictions necessary 
for sound conservation purposes. Only 
lost markets can result from mis- 
guided efforts to hold out for “high 
margins” he warned 


Sell Capitalism 

W. J. Arnold, assistant vice presi- 
dent, Pure Oil Co., Chicago, said 
that a man in the oil business 
today has to sell something besides 
oil. He has to heip sell the capitalist 
system, which, he said, is exactly 
what its name implies, a method of 
employing capital to expand produc- 
tion. While our population has 


doubled in the first half of this cen- 
tury, he said, the free use of capital 
and enterprise has increased industrial 
production seven times, while the 
working day and the working week 
have steadily grown less 

Both the believers in capitalism and 
in collectivism promise the same 
thing, Mr. Arnold noted, but by wide- 
ly different means. The capitalists 
SAY Keep me free and I will sup- 
ply more and more goods for you 
while the collectivists say “Turn your 
freedom over to me and I will give 
you security. I will command men 
to produce.” It is not within the 
capacity of any government t 
guarantee security asserted Mr 
Arnold. It is up to men in the oil 
business to help show that security 
can only be achieved by producing 
goods 

Joseph F. Leopold of Dallas 
charged that the original laws grant- 
ing tax exemption to co-ops were 
not intended to permit unlimited ex- 
pansion by co-ops into all fields of 
competitive business. It should be 
especially resented, he said that this 
competition has sprung into being 
without the approval of more than 
9,000,000 small business men who 
have to make good the tax money 
the co-ops are allowed to keep for 
expansion and still further competi- 
tion 


Back Tax Equality Bill 


In a business session thé Job- 
ber Division of the KPMA adopted 
a resolution supporting the Mason 
Tax Equality Bill (HR-5064) on the 
ground that all businesses engaged 
in the manufacture of and sale of 
manufactured commodities should be 
required to pay the same state and 
federal taxes as other businesses with 
which they compete, regardless of 
the type of corporate structure used 

In a second resolution the Ken- 





New officers of the Kentucky 
Petroleum Marketers Assn. for 
1950 are 

President: Fred Stokes, New- 
ton Oil Co., Hickman, Ky., suc- 
ceeding J. Heber Lewis, Lewis 
Oil Co., Burnside, Ky 

First vice president: G. Lud 
ley Givens, Jr.. Home Oi! & Gas 
Co., Henderson, Ky 

Second vice president 
Mobley, Mobley Oil Co., 
ing Green, Ky 


Tom 
Bow!l- 


Directors for three years: C 
E. Bauer, Nationa! Oil Corp., 
Louisville; Dan Raibourn, Re- 
gal Petroleum Co., Louisville 
Cc. H jingham, Pikeville Oil 
& Tire Co., Pikeville, Ky.; and 
Mr. Lewis 


Director at large: I. R. Ar- 





Kentucky Petroleum Marketers Elect Stokes 


rowood, Big Sandy Petroleum 
Co., Paintsville, Ky 

Directors to fill unexpired 
terms: J. T. Kinberger, Gulf Re- 
fining Co., Louisville; and Stan- 
ley G. Courtney, Power Oil Co., 
Lexington 

New officers of the 
Division for 1950 ar« 


Jobber 


Chairman, Henry W Bal- 
lance, Jr., Ballance Oi) Co., Rus- 
sellville, Ky succeeding G 
Dudley Givens, Jr.. Home Oil 
& Gas Co., Henderson, Ky 

Vice chairman: C. E. Bauer, 
National Oil Corp., Louisville 

Executive Committee: K. L 
Lowry, Lowry Oil Co., Win- 
chester, Ky.; Tom Mobley, Jr 
Mobley Oil Co., Bowling Green, 
and Mr. Givens 














tucky jobbers expressed the convic- 
tion that “the recent cement basing 
point decision will greatly disturb 
the orderly distribution of manufac- 
tured products” and called on Con- 
gress to enact immediate corrective 
legislation as contained in S-1008 now 
pending 


Hit Tax Inequality 


In a third resolution the jobbers 
called attention to gross inequities 
in the federal income tax structure 
requiring small businesses to pay 53% 
on the second $25,000 of annual in- 
come as compared with 21-23% on 
the first $25,000, and 38% on all 
above $50,000, and urged Congress 
to enact prompt remedial! legislation 

At the main convention session 
resolutions were adopted by the en- 
tire membership expressing the policy 
of the association on these points: 

1. The Mason Tax Equality Bill 
should be passed for reasons similar 
to those expressed in the resolution 
separately adopted by the Jobber 
Division 

2. There is no need for toll roads 
in the state of Kentucky. Where traf- 
fic requires expressways they should 
be open to the public 

3. Service stations and other 
necessary commercial establishments 
should be barred from the rights-of- 
way of expressways. They should be 
located only on private property abut- 
ting access roads adjacent to express- 
ways 

4. A third or passing strip should 
be constructed as soon as possible on 
each long hill on main heavily 
traveled highways in the state 

5. Enforcement of motor vehicle 
laws should be taken out of the hands 
of magistrates and constables and 
left to state, city and county police 

6. The Kentucky Department of 
Highways should be commended for 
its work thus far toward planning a 
system of state highways, compiling 
an inventory of their percentage of 
inadequacy, from which a long range 
plan of improvement can be drafted 
The work should be completed and 
made public as early as possible 

In the course of the Jobber Divi- 
sion meeting, G. Dudley Givens, re- 
tiring chairman, and a regional direc- 
tor of the National Oil Jobbers Coun- 
cil, gave his ideas on a sound policy 
for jobbers: “Let's each of us strive 
to make the Independent jobber a 
highly regarded factor in our indus- 
try. One that suppliers want, seek, 
and are glad to have. That we will 
be fair and square in our business 
dealings with our suppliers, our com- 
petitors our customers and the pub- 
lic generally 

“Let's let the majors know and 
make them understand that we are 
striving toward better relations and 
fairer competition both publicly and 
within our industry, but that we are 
united, and willing to fight against 
any bad practices and for what we 
believe is fair and right and good 
for the industry as a whole.” 


Bad Marketing Practices Help Foster 
Regimentation, Bero Tells Jobbers 


Northwest Assn. to Demand State Legislation 
To Ban Loaning Equipment to Service Stations 


By LEONARD CASTLE 
NPN Staff Writer 


ST. PAUL—A warning that bad 
marketing practices which might play 
‘into the hands of the prophets of 
regimentation” are on the increase 
within the oil industry was sounded 
last week by John Bero, president 
of the Northwest Petroleum Assn., 
at the group's 27th annual convention 

Mr. Bero, who also is chairman of 
the National Oil Jobbers Council, de- 
clared in his message to the con- 
vention: 

“Ranging far and wide in many 
territories, riding herd on the jobber 
and supplier who wants to keep our 
great oil industry a free competitive 
institution, is the supplier and the 
jobber, who, by unusual methods, is 
causing injury to his competitors, 
all of which may bring down upon 
our industry some form of regulation, 
the extent of which, the effect of 
which, nobody here today can pos- 
sibly foresee.” 

Common sense, he said, should tell 
us that the industry “is being held 
up to ridicule by the foolish antics of 
a few.” 

The association adopted resolutions: 

1. Demanding enactment of state 
legislation in 1951 to prohibit oil 
companies from loaning or giving 
away equipment to service stations 

2. Asking that guaranteed jobber 
margins of 2.5c per gal. on all prod- 





Bero Is Re-Elected 


ST. Paul—John L. Bero of 
Duluth was re-elected president 
of the Northwest Petroleum 
Assn. at the 27th annual con- 
vention last week Other of- 
ficers re-elected were John 
Decker of Minot, N. D., vice 
president; N. R. Vistel of Ie 
Sueur, Minn., treasurer and H 
F. Horning, Minneapolis, sec- 
retary 

Directors elected were 

North Dakota Division—Fred 
toney, Oakes; Ross Page, Ca- 
valier and Charles Arnold, 
Fargo 

Minnesota Division 
Meyer, Grand Rapids; 
Adams, Fisher; Ray 
Brainerd; Ed Kopplin, 
field 

Oil Burner Division—B. L. 
Gage, Minneapolis; R. A. Coffin, 
Minneapolis; Les Books, Eau 
Claire, Wis 


Fred 
Arthur 
Bender, 
Litch- 











ucts be based on the prices posted 
in each jobber’s individual market- 
ing area in view of the recent action 
of Standard Oil Co. (Indiana) in 
abandoning Group 3 pricing 

3. Asking the Minnesota legisla- 
ture to reduce from the present six 
months to three months the time 
limit in which consumers of gasoline 
for non-highway uses may apply for 
tax refunds. 

4. Calling upon the 8lst Congress 
to repeal the gasoline excise tax of 
1.5c per gal. which “was a wartime 
revenue measure.” 


Equipment Loans Rapped 


The resolution on equipment loan- 
ing asserted that “some large com- 
panies are feverishly working at these 
unfair tactics in the form of loaning 
and giving away of all types of equip- 
ment in order to take dealer business 
from jobber competitors 

“Such expenditures by these large 
companies,” the resolution declared, 
“has reached such ridiculously high 
figures that they cannot possibly real- 
ize a return on investment, thereby 
being guilty of using integrated earn- 
ings to the detriment of the small 
jobber.” 

The resolution urged that “all sup- 
plying companies practicing these 
vicious trade tactics be roundly cen- 
sored by this association” and in- 
structed the secretary “to prepare 
legislation seeking to eliminate the 
possibilities of any such tactics being 
used, and to do whatever is neces- 
sary to enact it into law.” 

The resolution on margins asked 
that minimum guaranteed margin of 
2.5c per gal., with no ceiling, be ex- 
tended to all products including all 
grades of gasoline, kerosine, tractor 
fuels and distillates 

The association asked further that 
the minimum guaranteed margins “be 
extended to include those instances 
in geographical locations where eco- 
nomically disastrous price wars are 
in effect through no fault of the In- 
dependent petroleum distributor.” 

Indiana Standard’s new pricing poli- 
cy, the resolution said, “causes con- 
siderable confusion as to the meth- 
od of determining a normal price 
on which jobber contracts have previ- 
ously been written, as it appears that 
the normal price today is that which 
is posted at any local bulk plant.’ 


Bad Marketing Practices Listed 


Mr. Bero listed these specific exam- 
ples of bad marketing practices which 
he said are on the increase 

1. The use of gasoline by a mar- 
keter “as the Indians used wampum, 
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merely as means of trade, to secure 
the sale of other merchandise foreign 
to petroleum.” The sale of petroleum 
products, he said, never should be 
secondary to any other business. 


2. “Trick advertising designed to 
get a momentary big bite of busi- 
ness, a quick profit with a special 
offer to be withdrawn in a few days.” 
Such plans only breed mistrust, he 
said 

3. The “fluke” plan of distribution 
some suppliers are said to be using, 
usually involving two or more job- 
bers handling the same products in 
the same town or area. One of these 
jobbers, he said, is of long and hon- 
ored standing and displays the sup- 
plier’s globes, signs and brands while 
the other usually operates a transport 
and claims to be distributing the 
same supplier's merchandise without 
benefit of brand name, signs or globes. 
Strange practices and unusual meth- 
ods spring from this plan, Mr. Bero 
warned. 

4. Methods used to secure munici- 
pal and ordinary commercial busi- 
ness “that do not have the earmarks 
of good practice.” A few majors, Mr 
Bero said, “seem to view these meth- 
ods as smart operating practice, bril- 
liant sales management.” 

“One wonders—-in our effort to 
build happy supplier-jobber relation- 
ships—if a new plan is developing 
among certain of our majors and 
some others, which has for its ob- 
jective the treatment of each deal as 
an individual deal without regard for 
its effect on the over-all long run 
picture in our industry To those 
of our able major friends may I say, 
if you have a jobber, it’s a certainty 
that you can’t cut off his sources 
of business and income, by blanking 
him out of these features and ex- 
pect him to remain a qualified job- 
ber. You do just this when you make 
him sell at his invoice cost.” 

5. Increased use of unlimitei cred- 
it extension which threatens bank- 
ruptcy for the jobber and causes 
mistrust of the competitive supplier 
or his agent. “The reason for this 
mistrust and shaken confidence,’ Mr 
Bero said, “is the evident tendency of 
some suppliers to deny or ignore their 
responsibility for their agents’ acts. 
When a jobber apes these credit prac- 
tices and can’t afford them, he soon 
hears the tolling of the bells announc- 
ing his coming demise as he walks his 
last mile down the economic road.” 

6. Random equipment loaning, rent- 
al payments, token station rentals, 
etc., for costly new and old stations 
of both large and small members of 
the oil industry. Mr. Bero pictured 
these as “monsters again on 
the loose.” He termed “this device 

truly a harsh and evil thing” 
when applied with little or no re- 
strictions from any source to secure 
business and said it “results in tak- 
ing accounts from a competitor who 
cannot or will not defend himself 
for various reasons.’ 


Such practices, in combination with 
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other special concessions, Mr. Bero 
said, are most uneconomic for all who 
use them. When an integrated com- 
pany follows such practices to se- 
cure small volume accounts, suspicion 
arises that earnings from more profit- 
able sources than gasoline marketing 
are being brought into play, he de- 
clared. 


“Certainly the prize obtained can 
never justify the expense from a4 
volume angle,” he asserted. “It pegs 
in the minds of some people the idea 
that the large is trying to eliminate 
the small. It bankrupts the small 
when he attempts this method to 
secure accounts. Persistence in this 


kind of marketing will surely bring 
requests from diverse sources for help 
to stop it. Cannot our industry pro- 
vide the help—or do the injured have 
to go outside for aid? It does not 
take a very great stretch of the imag- 
ination to say that this might be 
interpreted by somebody at some- 
time as a definite attempt to limit 
competition.” 


Turning to a discussion of the new 
pricing policy of Indiana Standard, 
Mr. Bero observed that “the obvious 
result of this new system is that 
economic conditions existing within 
each bulk plant area will henceforth 
determine prices in the area. The 


orix Petroleum Fi 


Whether you fill petroleum products 
into tin or glass, from ounces to 
gallons, a Horix Petroleum Products 
Filler minimizes your filling cost 
through dependable, automatic oper- 
ation. Operating at any speed, Horix 
machines fill with predetermined 
accuracy, with built-in safety devices 
to eliminate product waste or con- 
Only supervisory 
attention is needed—you are assured 
long uninterrupted runs with mini- 


tainer damage. 


mum maintenance. 


Horix Fillers are the products of half 
a century's experience in making 
still liquid filling equipment. They 
are available in a complete line to 
the requirements of 
petroleum products. 
Write today for full information. 


answer 
packager of 


any 


Reduce 
Filling 


...at any 
speed to meet 
production 
needs 


A HORIX GIVES YOU 
ACCURATE FILLING ON 


Motor Oils 
(sae 10-40) 


Anti-Freeze 
Household Oils 
Insecticides 
Cleaning Fivid 
Lighter Fivid 
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MANUFACTURING CO 
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Pulls You Through Where 
Others Are Pulled Out! 


This full-sized car was built for the roughest kind 
of country you'll ever have to travel! The rugged 
all-wheel traction of the new Willys Station 
Wagon is more than a match for deep-rutted mud, 
drifting snow and slippery grades. Roads or no 
roads—-you can always depend on its “go-any- 
where” traction when conditions are too rough 
for ordinary cars! 
Built on a newly engineered 4-wheel-drive 
chassis with a sturdy steel girder frame, 104} ’ 
wheelbase, the new Willys Station Wagon gives 
you greater safety, roominess and comfort. There 
are seats for six with big space for luggage, tools . 
and equipment inside the durable all-steel body a _ 
You get maneuverability along with ample It’s a doubly useful car—seats easily lift out to 
road clearance and flat, open, dent-resisting provide 98 cu. ft. of hauling space. Work or sleep 


F in it. With the tailgate down you have a flat bed 
fenders. Ask your Willys-Overland dealer to 


84 ft. long and plenty wide enough for sleeping 
demonstrate this great oil country car. two adults. Seats and interior are washable 


WILLYS-OVERLAND MOTORS, TOLEDO 1, OHIO * MAKERS OF AMERICA’S MOST USEFUL VEHICLES 
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new plan throws the light of 
importance and responsibility upon 
the qualified Independent jobber.” 
Mr. Bero said “it is assumed” that 
suppliers who market a large part 
of their products through Independent 
jobbers will recognize “the new posi- 
tion in which the jobbers find them- 
selves” and redesign jobber contracts 
and margins “so as to actually recog- 
nize local economic conditions and 
other contributing factors, and in 
this manner place the Independent 
jobber in a truly competitive posi- 
tion to meet these local economic 
conditions,” Mr. Bero declared 


First Regional WPRA Meet 
In ‘50 Set for Feb. 24 


First of the 1950 series of regional 
technical meetings sponsored by the 
Western Petroleum Refiners Assn. 
will be held in Shreveport, La., on 
Feb. 24. A “questions and answers” 
program is planned wherein six re- 
finery experts—-two from member re- 
fineries and four representing engi- 
neering and processing companies 
will be on hand to answer questions 

The one-day meeting, which will be 
held in the Washington-Youree Hotel, 
is scheduled to begin at 2 p.m. and 
will end at 6 


Below-Cost Oil Sales Bill 
Urged for Massachusetts 
Special to NPN 

BOSTON—-A_ below-cost saies bill 
relating to petroleum products, 
modeled after the Michigan Fair 
Trade Act, has been introduced in 
the Massachusetts legislature at the 
request of Retail Gasoline Dealers’ 
Assn. of Massachusetts 

It has been advanced as “an alter- 
native proposition” to the associa- 
tion's urgings of several months that 
suppliers fair-trade their products 
under the state's fair trade law, ac- 
cording to Fred Moore, association 
executive secretary 


Heads Independent Refiners 


NPN News Bureau 

HOUSTON Harry Leyendecker 
vice president of Eastern States Pe- 
troleum Co., was elected president of 
the new Independent Refiners Assn 
of America at an organization meet- 
ing of the association held in Tulsa 
Jan. 13-14. He will serve a term of 
one year 

Directors said that a statement of 
policy will be issued soon by associa- 
tion 


Ethyl Has Canadian Subsidiary 
NPN News Bure 
NEW YORK. Ethy! Antiknock, Ltd 
has been organized as a subsidiary 
company by Ethyl Corp. to handle 
sales of antiknock compounds to Can- 
adian oil companies. Headquarters of 
the subsidiary have been established 
in Toronto 
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New England's Oil Heating Economy 
Seen Periled by Natural Gas Gains 


BOSTON—New England could find 
its oil heating economy compromised 
or crippled, and have no “panacea” 
in return, through the large volumes 
of natural gas from Texas proposed 
for it, the Independent Oil Men's 
Assn. of New England has been told 
by its executive director, Joseph B 
Wells. 

He held out the likelihood that na- 
tural gas surpluses will be “dumped” 
in New England at cut-rate prices 
to industrial users, while household 
heads may benefit perhaps by an an- 
nual new pair of shoes each—month- 
ly savings to liberal household users 
of 50c to $1 each 

Mr. Wells spoke at the associa- 
tion's annual business meeting Jan 
10. The group elected as its president 
Horace E. Davenport, president of 
the George W. Pickering Co., Salem, 
Mass. Davenport replaces John P 
Birmingham, White Fuel Corp., South 
Boston, who has headed the associa- 
tion three years 

Other officers elected are: Wesley 
E. Downing, State Fuel Co. East 
Boston, vice president; Robert W 
Carney, Carney Young Utilities, Inc 
Brighton, Mass., treasurer, and F. A 
Whetton, Whetton'’s Oil Co., Need- 
ham, Mass., secretary 

Mr. Wells said he was speaking 
from the standpoint of the publi 
and “the 3,000 to 4,000 small Inde- 
pendent New England business or- 
ganizations” engaged in oil heat op- 
erations 

Mr. Wells suggested that th: 
amount of natural gas projected for 
New England, New York and New 
Jersey could mean the upsetting of 
the balance of refinery runs, since 
more than 50° of the consumption 
of fuel oils is in the eight-state re- 
gion, and could leave the region de- 
pendent in event of national emer 
gency to a large extent on a few 
pipe lines from southwest Texas 

Reporting on research into “pro 
motion” for three natural gas trans- 
mission lines, Mr. Wells said only 
some 30% of the proposed gas dis 
pensing capacity would be required 
for present household usage in New 
England 

“Experience has demonstrated 
in other sections that surplus natural 
gas is very frequently dumped at any 
price it will bring after the do 
mestic load at domestic rates has 
made the process solvent,” Mr. Wells 
declared 


Cites B. of M. Report 


He cited the 1948 Bureau of Mines 
report which shows that while natur- 
al gas required an average national 
rate of 65c per 1,000 cu. ft. from the 
domestic user and a 44c rate from 
the commercial kitchen, the remain- 


ing supply—75% of the total sold 
was “dumped at the unbelievable av- 
erage cut-rate price of 12.5c per 1,000 
cu. ft.” 

“A parallel to this in terms of our 
industry would be a portion of our 
customers sold No. 2 (fuel) at 12¢ 

with any unsold storage being 
dumped at 3c a gal.” 

Just the natural gas capacity 
planned for 1951 in New England, 
Mr. Wells said, would represent one 
and one-half times the present total 
average daily demand for gas on 
a heat unit basis 

Added to the present existing fa- 
cilities for manufactured gas, this 
would mean that “almost four times 
any normal historical gas require 
ment of the area would have com 
into existence,” Mr. Wells declared 

Elected to join seven holdover di 
rectors on the association's 
were 

Retiring President Birmingham, Al- 
fred Buckley, Buckley & Scott, Inc 
Providence, R. I Marcel Fugere, 
Manchester Coal & Ice Co Man- 
chester, N. H.; Fritz F. Nelson, P 
troleum Heat & Power Co., Boston 
William C. O'Meara, Pennsylvania 
Oil Co., Somerville, Maas.; J. Everett 
Robbie, Quincy Coal & Oil Co., Quir 
cy, Mass Richard Tait, Hedlund 
Coal Co., Worcester, Maas Ben ja 
min Waldman, Boston Ice Co., Ja 
maica Plain, Mass.; George F. Wil- 
liams, Petroleum Engineering Co 
Springfield, Maas 


Proposed Equipment Loan 
Ban Dropped in Virginia 


boar? 


Special to NPN 

RICHMOND, Va.-Virginia Oil Job- 
bers Assn. has cancelled plans for 
seeking enactment of state law ban- 
ning oil suppliers from ‘ending or 
giving away equipment to service 
stations or other accounts 

Secretary E. D. Catterton said job- 
ber members voted at special meet- 
ing to drop the issue when informed 
by association lawyer that enforce- 
ment of law might entail establiash- 
ment of a fair trade practices code 
for oil industry in the state. Attorney 
also warned that oil industry might 
be shackled with cost of supporting 
promulgation of any such code 

Mr. Catterton said Virginia jobbers 
would keep a close watch on develop- 
mente in Minnesota and adjoining 
states where similar state bans will 
be sought 
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Midwest Fuel Prices Point Upward While East Coast 
Quotations for Gasoline, Kerosine, No. 2 Fuel Ease 


The Midwest and the East sections of the nation 
showed divergent trends in oil prices during the sec- 
ond week in 1950. 

Light and heavy fuel oil prices generally were on 
the uptrend in the Chicago district, the Midwest and 
in several areas of the Mid-Continent. 

On the other hand, price wars on gasoline broke 
out in some eastern areas. Gasoline dealers in Jack- 
sonville, Fla., lowered their prices by as much as 5c 
per gal.; in Reading, Pa., some dealers posted a “war” 
price 2c per gal. below “normal.” 

Sohio reduced its gasoline prices 0.5c per gal. 
throughout most of the State of Ohio, effective Jan. 13. 

Heating oil prices also were “soft” along most of 
the East Coast. Kerosine once again was available 
after a brief shortage period, and discounts on No. 2 
fuel were common at many points in New England 
and the South. 

At the Gulf, kerosine cargo prices were higher by 
0.25¢ on the low 
8.25 to 9c 

The industry appeared to be taking a breather. Re- 
duced demand for crude oil was reflected in a new 
Wyoming price schedule by Stanolind Oil Purchasing 
Co. Premier Oil Refining Co., Longview, Tex., cut 
back its crude take 60°7, but later rescinded the order 
at the urging of the Texas Railroad Commission. The 
nation’s refining rate was 84.0 of capacity, API 
basis, down 1.5 from the last week of 1949. A 


and offered at prices ranging from 


lowered volume of oil movement coastwise was indi- 
cated in easier rates for tanker fixtures. 

Stanolind Oil Purchasing Co. said that, effective 
Jan. 12, it had replaced its gravity scale price post 
ings with flat prices in certain Wyoming fields pro- 
ducing heavy, high-sulfur crudes. This adjustment 
meets the 15c and 25c per bbl. reductions made by 
Ohio Oil Co, in its prices for Byron and Garland and 
Oregon Basin, Wyo., crudes on Dec. 20, 1949. 

Stanolind said that its posting for crude in the 
Byron and Garland fields was reduced to $1.50 per 
bbl. The company also offered to pay flat price of 
$1.40 per bbl. for crude produced in the Torchlight 
(heavy) Oregon Basin, Kirby Creek, Hamilton Dome 
Little Buffalo, Gooseberry, Circle Ridge, Black Moun- 
tain and Maverick Springs fields. 

Stanolind’s gravity scale was unchanged, except 
that it now covers gravities down to 24 deg., instead 
of 15 as formerly, in the following fields 
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Frannie, 


Gebo, Grass Creek (Embar Tensleep), Pilot Butte, 
Steamboat Butte, Torchlight (light), Winkleman 
Dome, Worland Unit, and Zimmerman Butte. 

Premier agreed to suspend its order cutting its 
purchases of West Central Texas crude until Jan. 19, 
after the statewide Texas proration hearing. The 
agreement was reached after meeting with the Rail- 
road Commission, producers in the seven counties in- 
volved and Premier. 

Heavy fuel was in tight supply in the Midwest and 
particularly in the Chicago district. 

No. 6 fuel prices were up 5c per bbl. on the low in 
Oklahoma to range from $1.20 to $1.45 per bbl. Sales 
of No. 6 were disclosed at $1.35 per bbl., FOB Kansas, 
and the product was said to be “Virtually unobtain 
able” in the Chicago open market. 

Most prices for light fuel oils also ranged higher 
by amounts from 0.125 to 0.25c in the Midwest and 
several districts of the Mid-Continent. Group 3 prices 
ranged upward from 8.25c for kerosine, 8c for No. 1 
fuel and 7.25¢ for No. 2 

Developments in gasoline prices east of the Missis- 
sippi for the most part were on the downside. 

Standard Oil Co. (Ohio) made a general reduction 
in its prices throughout Ohio, effective Jan. 13. The 
company’s prices for regular-grade were cut 0.5¢ per 
gal. at all Ohio delivery points, except the Cincinnati 
area, to 18.5c at company-operated service stations 
14.5c dealer tank wagon, 18c consumer tank wagon 
and 13.5¢c tank car. In Hamilton and Butler Counties 
(Cincinnati area), prices were reduced 0.25 to 0.5 
to 18¢e at company stations, 14.25c dealer tank wagon 
17.75¢c consumer tank wagon, and 13.25c tank car. 
The Sohio’s prices are all ex 5.5c state and federal 
taxe 

Sohio said the reductions “reflect a current soften 
ing of prices under competitive influence.” 

A price war flared up again in Jacksonville, Fla 
where retail prices for regular-grade gasoline at many 
stations dropped 5c per gal. to 22.9c, including 8.5c 
taxes. The cut was first posted by an Independent 
trackside operator, according to reports, and since 
has been followed by other Independents and stations 
handling major company brands. 

Reading, a Pennsylvania coal town, also saw a 
downward trend on rétail gasoline prices. Cuts, gen- 
erally around 2c per gal., were posted at a number of 
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OlL MARKETS 
Summary of Daily Gasoline Prices (Jan. 10 through Jan. 16) 


Tharsday V ednesday Tuesday 
Moter Gasoline 82 Oct. R (Premium): . jan 1B . dan. 1 dan. 10 
oye. (For shpt. to Tex.aN.M. dest'ns) 2) 11(2) 
png a to Tex.aN.M dest'ns) .1541) ( ~11.75(1) . 5 ‘ . 51) (2)22-21. 751) 
(Truck Tnsp.) j ~11.5(1) - a €2)11.25-11.501) 
Moter Gasoline 86 Oct. KR (Premium): 
Oklahoma (Group 3 
Midwestern (Group 3 basis) 
N.Tex.(For shpt. to Tex.&N.M. dest'ns) 
W.Tex.(For shpt. to Tex.4N.M. dest'ns) 
EB. Tex_ (Truck Tnsp.) ° 
Cent. W. Tex. (Truck Tnsp.) 
Motor Gasoline 93 Oct. R. (Premium): 
N.Tex.(For shpt. to Tex.4N.M. dst (1)12-13.175(1) (1)12-13.175¢1) ) . (1)12-13.175«1) 
W.Tex.(For shpt. to Tex.&4N.M. dst 12(1) 1241) 7 2 1241) 
Cent. W. Tex. (Truck Tnsp.) see 1241) 
Moter Gasoline 76 Oct. R (Regular): 


N.Tex.(For shpt. to Tex.4N.M. dest’ (2)10-10.2 
W.Tex.(For shpt. to Tex.4N.M. dest’ 
Cent. W. Tex. (Truck Tnsp.) 
Motor Gasoline 80 Oct. R (Regular): 
Oklahoma (Group 3) . (4) 
Midwestern (Group 3 basis) “4 ‘ 
N.Tex.(For shpt. to Tex.4N.M. dest 75 «2 2)10-10.75(1) 2) 10- 10.7541) 
W.Tex.(For shpt. to Tex.4N.M. dest ‘i 
‘i 





{ipin asa 


12(1) (a) 1241) 


(2)10-10.25(1) (2) 10-10.25(1) (2) 10-10. 2511) (2) 10-10. 25¢1) 
1)10-10.7541) (1)10-10. 7541) (1)10-10. 7501) (1) 10-10. 76(1) 
10.51) 10.5(1) 10.541) 10.541) 


9.75-10.12541) (4)9. 75-10. 1251) 
“+ .7 10. 12541) 
(2}10-10 7844) 
i a )10-10.5(1) 1)10-10.6¢1) 
E. Tex. (Truck Tnsp.) 4-10.54) $4 7. ocd) ti}10-1104) 
Cent. W. Tex. (Truck Tnsp.) 10.5(1) 10.541) 5 10.5(1) 
Motor Gasoline #4 Oct. R. (Regular) : 


N.Tex.(For shpt. to Tex.4N.M. dst 
W.Tex.(For shpt. to Tex.4N.M. dst 
Cent. W. Tex. (Truck Tnap.) 


Motor Gasoline 60 Oct. M & below: 


Oklahoma (Group 3) econasceaen | -9.5 (12)8.5-9.5(1) 2 
Midwestern Group $ basis) G ~9.54 (2)8.5-9.5¢1 ; Hy . 
N.Tex.(Por shpt to Tex.&@N.M. dest’ ns )9.375-10.3 1330 Ste tae : , 9: 1)9 
‘ex.(For shpt. t« (1)9.375-10(2) (1) . , 
Perruck Te a ereppedeepe g (1)9.25-20,5(1) 1)9.25-10.8(4) 
Tex (Douek Tnsp.) (1)9.5-10.4(1) sail tar oaetetcaad 
Motor Gasoline 86 Oct. RK (Premium): 
New York harbor . 
New York harbor barges . 
Philadelphia 
Phi ladelphia. barges 
Baltimore 
Baltimore, barges . 
Motor Gasoline 90 Oct. KR (Premium): 
New York harbor ; 
New York harbor, barges 
Philadelphia 
Philadelphia, barges ; 13.254 
Baltimore (2)13 a, i 71) 
13 


(2) 10. 75-11.175(1) 5- 7 : 5 (230. 78-3 
11.2541) 1 § 11.25(1) 


11.2511) 5 5 11.2541) 


Baltimore, barges ° ; 
Motor Gasoline 83 Oct. R (Regular): 

New York harbor . 75- (1)10.75-12 Ta) 1)10.75- 12.7(1) 

New York harbor, barges 5a £ 1)10.5 11.5(1) 
Philadetphia : ‘ 2)12 
Philadelphia, barges - )12- . )12- 1)12-12.4¢ 

Itimore 3) 
Baltimore. barges i 
Motor Gasoline: 
Western Penna., Bradford-Warren: 

78-80 Oct. M (Prem) 

74-76 Oct. M (Regular) 
Western Penna., Other Districts: 

78-80 Oct. M (Prem) ~» (1)12.5-12.8(1 5- (1) (1)12.5-13.8(1) a 

74-76 Oct. M (Regular) (1)11.5-12.8(1) : b-I2. 81) (1)11.5-12.8(1) a 

, Note: Research octane ratings, indicated by the letter “‘R’’, inimum ratings. Motor method octane ratings, where used, are indicated by 

the letter M 





branded stations. The “war” price at some stations and 0.25c on No. 2 fuel. Esso’s tank car prices, after 
was 22.5c per gal., including 6.5c taxes, for regular- discounts, net 9.65c for kerosine and 8.55¢c for No. 
grade gasoline, compared with “normal” price of 24.9c. oil at both points. 

Peerlecs Distributing Co. was again low bidder on In the South, discounts took the form of free de- 
Detroit Street Railway's tender covering 5 million liveries in some instances. At Jacksonville, Tampa 
gals. for delivery during February to April, inclusive and Savannah, concessions of about 0.33c per gal., ap- 
(see p. 66). Peerless’ price of 11.865c for 81 Research proximate cost of shipping within city limits, were 
regular was 0.36c lower than price of 12.225c at allowed by a number of suppliers on sales of heating 
which it delivered same grade to DSR during the oil. 
three months November, 1949, through January, 1950. Just at the time that kerosine supply appeared to 

Warm weather continued to hamper heating oil be catching up with demand along the East Coast, a 
sales at New York Harbor. Kerosine, formerly in cargo of the product was offered, delivered New York 
tight supply, eased up noticeably. It was said to be Harbor about mid-February, from the West Coast. 
available at 9.3c, barges, compared with 9.5c quoted The price was New York tank market, less 0.55¢ per 
by most suppliers. gal. Most harbor sources said the offer was unattrac- 

“Discount” competition in New England brought tive, for there would necessarily be almost a month's 
into the open on Jan. 16 when Esso Standard an- time lag between purchase and delivery. A cargo of 
nounced that, for reseller business, it was offering kerosine “goes a long ways” at New York that late in 
“temporary discount” of 0.15c per gal. off its posted the heating season, one source commented. 
kerosine tank car price at Boston and Providence, The fact that California sellers were renewing ef- 
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Explanations of Price Tables 


The reader's attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on 
page 63 and the price tables appearing on pages 
67-72 of this issue 

The letter “X" indicates a change in price; if 
the change is on the low of the price range, the 
“XX” is adjacent to the low; if the change is on 
the high of the. price range, the “X”" is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X”" 
to the left of the new price; elimination of the 
high of a price range, in indicated with an “X’ 
to the right of the new price 

In the Gulf Coast Cargo price table on page 
69, the parenthetical figure after each price in- 
dicates the number of companies quoting that 
price 

In all other price tables, the parenthetical fig- 
ures before and after prices indicate the num- 
ber of companies quoting the lows and the highs 
of the price ranges; no attempt is made to in- 
dicate the number of companies whose prices 
are within the lows and the highs, and there- 
fore no attempt is made to indicate the num- 
ber of companies contacted for prices for each 
product. Nearly 200 primary suppliers (refiners 
and tanker terminal operators), plus an even 
larger number of other sources (jobbers, com- 
pounders, consumers, distributors, brokers, tank 
car marketers, etc.) are contacted for 


prices at 
regular intervals 











forts to reach the New York Harbor market was a 
reflection of softening tanker rates. Trade sources 
scid that a prompt vessel, T2 dirty, was available at 
$5.04 per ton for the inter-coastal voyage; previous 
recent fixtures have been at $5.81. One cargo of 
bunker “C" fuel was purchased from the West Coast 
for delivery to New York; price was not disclosed. 

Heavy fuel prices were neither strong nor soft 
along the eastern seaboard. Suppliers at New York 
quoted $2.05 barges, and this price applied for all but 
a fraction of the harbor business, it was said. There 
were occasional reports that material could be lo- 
cated in small quantities at prices ranging from $1.95 
to 2.00 per bbl., but these lacked confirmation. 

At Albany, N. Y., Socony-Vacuum Oil Co., Ine. 
quoted $3.17 per bbl., tank cars, for No. 4 fuel (0-10 
p.t. No. 5) and $2.35 per bbl. for No. 6, down 20c and 
Se per bbl., respectively. Socony's tank wagon price 
for No. 4 fuel was reduced 0.82c per gal. to 8.2c; No. 
6 tank wagon was lowered by 0.32c to 6.22« 

At New York Harbor, Esso Standard, effective Jan 
14, again offered 13c per bbl. “temporary allowance” 
to New Jersey resellers on No. 4 fuel from its posted 
price of $2.75 per bbl., tank cars. 

New lubricating oil production was increasing com- 
petition for domestic business but prices the past 
week, according to reports, were generally unchanged 
Transaction involving approximately 55,000 bbls. of oi! 
for late January export was disclosed late in the week 
2,000 bbls. of Mid-Continent solvent 
refined bright stock at 20c per gal., 3,500 bbls. of 
Mid-Continent conventional bright at 16.65c, and 10,- 
200 bbis., of Penna. bright stock at 20.75c per gal 


Cargo consists of 
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All prices are FOB ship, Good Hope, La. Buyer of 
the January cargo was reported in the market for 
similar cargo for late February lifting. 

Sale of a 100,000-ton parcel of heavy fuel to a 
Greek utility company for April-August shipment 
from Middle East was reported closed. It is under- 
stood payment is to be made in dollars at CIF Greece 
price of $15.81 per metric ton. Price, however, lacked 
confirmation. 


GULF COAST 
Kerosine Prices Advanced by 4 Suppliers 


Prices for kerosine in cargo lots were 0.25c higher on 
the low of the price range the past week as four sup- 
pliers made increases in their quotations ranging from 
0.25 to 0.75c per gal. Products demand at the Gulf still 
centered around kerosine, which was scarce, and heavy 
fuel. Low sulfur bunker “C” fuel oil was closely held 

Kerosine prices ranged from 8.25 to 9c per gal. when 
two major suppliers formerly quoting 8c advanced their 
quotations to 8.5« One Independent offered at 8.5c, up 
0.25c from his previous posting, although he said he would 
have difficulty getting together a part-cargo beyond his 
regular commitments. Another Independent quoted % 
his previous price was 8.25c. 

While kerosine still was hard to find, there were some 
indications that buoyant demand of the recent past had 
eased somewhat. One offering of 7,000 bbls. was avail- 
able, but it was “tied-in” with 14,000 bbls. of low octane 
gasoline; prices were not disclosed 

Two sizeable inquiries for heavy fuel were in the mar- 
ket, both for export Each was for 500,000 bbis., one 
calling for low sulfur bunker “C” fuel and the other pre- 
ferring low sulfur oil but willing to accept ordinary heavy 
fuel. The generally quoted cargo price for bunker “C” 
fuel was $1.65 per bbl 

The fact that low sulfur heavy fuel was fairly closely 
held was shown when one supplier disclosed he was sold 
up on that grade for the first three months of 1950 guy- 
ers were said to be willing to pay 5c and 10c per bbl 
“premiums” over low quoted prices in order to obtain 
less than 1% sulfur 

Trading in other products was extremely slow. There 
was some hesitating to sell regular-grade gasoline at 
9.275c per gal., but the product continued readily avail- 
able from most sources 

No. 2 fuel was described as “extremely soft” because of 
a general lack of demand from the East Coast. The prod- 
uct was quoted at prices ranging upward from 7c per gal 


ATLANTIC COAST 
Prices Ease Under Plentiful Supplies 


Most products, with the exception of heavy fuel, were 
under some downward pressure pricewise along the At- 
lantic Seaboard the past week. “Discounts” off posted 
No. 2 fuel tank car and barge prices were offered in sev- 
eral terminal districts. Gasoline appeared vulnerable to 
retail price Wars 

Kerosine price trends were mixed. The product was 
quoted 0.5c higher at some points in the South and 0.6 
at several points in New England, but discounts ranging 
from 0.15 to 0.25c were offered in many instances At 
Boston, for example, the generally quoted tank car price 
was 9.8c; several Independents were offering at net tank 
car price, after discount, of 9.65« 

The “discounts” on No. 2 oil took the form of “free 
deliveries” at Jacksonville, Tampa and Savannah, and 
were equivalent to about 0.3c per gal 

At Providence, two majors said they were giving “vol- 
untary discounts” of 0.15c per gal. off their posted tank 
car price for kerosine and 0.25c for No. 2 fuel 

New York Harbor sources said they looked for an early 
return to 0.6c “voluntary allowance” on wholesale sales 
of No. 2 fuel; the current discount was 0.3c; material was 
freely available at 7.9c, and some lots were said to have 
been offered at 7.75c 

Trading was extremely light, and many suppliers were 
anxious to sell spot quantities. Most terminals had am- 
ple supplies of No. 2 fuel, and it appeared that the active 
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demand for kerosine of recent past had faded as rapidly 
as it arrived 

New York Harbor traders said heavy fuel looked 
“neither strong nor soft.” There have been cxtensive 
conversions from coal to heavy fuel in the metropolitan 
district; at the same time, ample supplies were available 

The only change in prices were for kerosine, although 
many of the new levels were subject to discounts. The 
product was quoted 0.6c higher at 9.9c at Portland, 9.8c 
at Boston, Providence and Albany, 9.7c at New Haven, 
9.6c at Philadelphia and Baltimore and 9.5c at Wilming- 
ton. Higher by 0.5c were the 10c kerosine prices at Port 
Evergiades and 9.8c at Movile and Tampa. 

Low barge price for kerosine at New York Harbor was 
9.5c per gal.; the product was said to be available in 
some instances at 9.3c. 


MID-CONTINENT 
‘Premium’ Offers for Products Decline 


The momentum of rising prices for distillates and re- 
siduals in the Mid-Continent was checked slightly the 
past week. Buyers were hesitating before offering “pre- 
miums” for all products, with exception of low sulfur No 
6 fuel, according to trade sources generally. Open mar- 
ket trading picked up slightly from previous week. 

Regular-customer demand continued heavy. Most re- 
finers said shipping instructions from customers were 
keeping their stocks low on all grades of light and heavy 
fuels. Materials available for open market trading were 
said to be held in several instances for “higher offers.” 

Meanwhile, buyers were inclined to offer bids “over the 
low” for low sulfur No. 6 fuel only. Even these bids were 
considerably lower than previous ones reported. Where 
previous offers ranged as high as 25c per bbi. “over the 
low,” highest reported last week was 10c per bbl. 

Warmer weather in the Midwest was blamed for de- 
clining interest in burning oils. However, these products 
still remained heavy in demand. 

Several sales of No. 6 fuel were disclosed during the 
week, with most shipments going to the Midwest. Size of 
shipments ranged from five cars sold by a Kansas refiner 
at $1.40 per bbl, FOB Group 3, to 2,500 bbis. sold by 
another Kansas refiner at $1.35 per bbl, FOB refinery. 
One Oklahoma refiner also sold 75 cars No. 1 fuel at “low 
published price, date of lifting,” FOB Group 3, to the 
Midwest. 


CENTRAL MICHIGAN 
Kerosine Up 0.3c; All Fuels Firm 


Kerosine prices advanced 0.3c on the low in Central 
Michigan and all light fuels were described as firm. 
Shipments against contracts held steady in spite of com- 
paratively mild weather most of last week. 

Heavy fuels continued tight and some refiners seid 
they expected the recent advance in prices at Toledo 
to bring an upward price movement for heavy fuel at 
Detroit and “eventually work itself back into the state.” 
Other refiners, however, said competitive situation in 
Detroit worked against any present price advance there. 

Refiners’ kerosine quotations ranged from 11.05 to 11.8c, 
FOB their plants, up 0.3c on the low. No open market 
trading was disclosed in any product. 


CHICAGO DISTRICT 
Heavy Fuels Short: Prices Edge Higher 


Prices for Nos. 5 and 6 fuels edged slightly higher in 
the Chicago District the second week of January as 
heavy fuels continued to be offered on a “regular cus- 
tomer only” basis 

Stocks of light fuels at river terminals were high with 
barges massed around unloading points for the second 
time in two weeks. In spite of brim full storage tanks 
and slack trading during the week, some terminal oper- 
ators showed reluctance to sell big quantities of light 
fuel because of the lock closure at Lockport, Ill, Jan 
15, for repairs. In the six-week period following that 
date, light fuels will be pumped through an eight-inch 
line to shuttle barges above the locks, adding, 5c bbl. cost 
to throughput of products 

Prices for No. 5 high sulfur fuel ranged from 6.98 to 
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NPN Gasoline Index 


(eots Per Gal 
Dealer T.W Taek (ar 
14.86 1 9 
14 9 10 o% 
14.91 11 
Dealer index i# an average of undivided dealer prices 
ex tax, in 0” cities 
Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline FOR refineries or ter 
minals: Okla.. Midwestern, W. Penna... Calif. N. Y. Harbor 
Philadelphia, Jacksonville, Boston and Gulf Coast 











Te, Chicago District, up 0.12c on the low, while low sul- 
fur oil ranged from 7.1 to 7.25c, up slightly on the high 
No. 6 high sulfur oil ranged from 5.875 to 6.08c, up 0.125c 
on the low and 0.12c on the high. No. 6 low sulfur was 
quoted at 6.25c, Chicago District, by one trader who said 
he had re-entered the market, but selling to his regular 
customers only. 

Some trade sources expected closure of the river locks 
to aggravate the heavy fuel shortage here because of 
halted coal barge operations necessitating further demand 
on refiners 


MIDWESTERN (Chicago-E. St. Louis Area) 
Light Fuels Advance 0.125c to 0.375¢ 


Midwest refiners’ quotations for all grades of light 
fuels ranged 0.125c to 0.375c higher on the lows of price 
ranges in the second week of the new year. Demand 
for distillates from contract customers was about normal, 
but open market demand was slack, refiners said. 

Heavy fuel remained tight and bids for material were 
reported in open market at “above market prices.” A 
tank car marketer reported selling a “substantial” quan- 
tity of low sulfur No 6. at $1.45 per bbi., Group 3. Sales 
adding up to “several” cars of high sulfur No. 6 were 
revealed by marketers at prices ranging from $1.30 to 
$1.35 per bbl, Group 3. Midwest refiners’ quotations 
ranged from $1.20 to $1.35, Group 3. 

Light open market trading in range oil was disclosed 
by marketers at 7.875c to 8c, Group 3; No, 2 fuel at 
7.25c. Refiners’ quotations for light fuels ranged from 
8.25 to 8.75c for 41-43 kerosine, up 0.375¢ on the low 
8.25 to 8.75c for 42-44 kerosine, up 0.25c on the low: 
8 to 8.2c for range oil, up 0.125c on the low and 0.2c 
on the high; 8 to 8.125¢ for No. 1 fuel, up 0.25 on the 
low; 7.25 to 7.4c for No. 2 fuel, up 0.25c on the low 
and fractionally on the high; and 58 d. i. Diesel fuel, 8 
to 8.4c, up 0.25c on the low and 0.4c on the high. 

In spite of the light open market demand for distil- 
late fuels reported by tank car marketers, all grades were 
described by refiners as “tight,” or “tightening.” Four 
major refiners were in market as buyers of light fuels, 
according to reports 


WESTERN PENNA. 
Kerosine Higher in Upper Field 


Advance of 0.25 to 0.5c per gal. in their prices for ker- 
osine and fuel oil were reported by several refiners in the 
upper and lower Western Penna. districts during the sec- 
ond week of January. Inquiry for lubricating oils was 
active from foreign buyers, but prices remained un- 
changed. All grades of neutral oil however, were said 
to be “very firm.” Demand for gasoline was seasonal 
Petrolatum and scale wax continued strong 

Upper field quotations for kerosine ranged upward 
from 9.75c, up 0.25c on the low of the price range. Low 
quotations for other fuel oils were not changed by ad- 
vances reported by some refiners 

Demand for kerosine was heavy, and No. 2 fuel was 
‘stronger” most refiners stated. One refiner reported in- 
quiry for 25 cars of kerosine from a Saskatchewan, Can- 
ada, buyer. A lower field refiner-buyer, who disclosed 
week-old purchase of 250,000 gals. of kerosine at 10c, 
said he was getting as high as 11.5c on short hauls in 
some instances. At the same time, another lower field 
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refiner quoting 9.5c for kerosine declared, that, although 
the product was stronger, current demand did not “war- 
rant a price increase.” 

Foreign buyers were seeking a total of about 4,400 
drums of motor oil, and a new European inquiry. for 
10,500 bbis. of bright stock, for late February bulk lift- 
ing, was in the market. Inquiry of three months stand- 
ing for 1,700 bbls. of 650 S.R. and 600 flash cylinder stock 
still was uncovered, according to reports. Export sales 
of lubricating oils the past week included 10,200 bbls. of 
Penna. bright stock at 20.75c per gal, FOB ship, Good 
Hope, La., for late January lifting 

Neutral oils generally were described as “very firm,” 
with inter-refinery prices equaling prices quoted to the 
trade in some instances. A broker said he had been un- 
able to purchase 25 pour 200 neutral “below 17c.’ 


BLS Issues First Weekly Oil Price Index 


NPN News Bureau 
WASHINGTON.-Labor Department's Bureau of Labor 
Statistics Jan. 16 released its first publication in new 
series of weekly oil price indexes based on Platt’'s 
OILGRAM quotations (see NPN Nov. 30, p. 41). 
Details on exact weighting of crude and products 
have not yet been released, but index itself follows be- 
low for weeks ended on dates specified (1947 equals 100)’ 
Current index is compared with week ago, month ago 
and year ago 
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Petrol Refining Resumes Operations 
Special to NPN 

HOUSTON~-Petrol Refining, Inc., has resumed opera- 
tions at its Texas City plant for an “indefinite period,” 
V. E. Smith, vice president, said last week, Plant has been 
shut down since early November 

At same time, Mr. Smith denied reports that Petrol 
will process oil for California Co., subsidiary of Standard 
Oil of California Instead, he said, Petrol “has accumu- 
lated 143,000 bbls. crude but has no further crude com- 
mitments.’ 


ASPPA Seeks Lower Price on Navy Special 


NPN News Bureau 

NEW YORK. Renegotiation of Armed Services Pe- 
troleum Purchasing Agency's five-year contract with 
California-Texas Oil Co,, Ltd., for Navy Special Fuel Oil 
from Middle East under which ASPPA will get substan- 
tial reduction in price, reportedly is likely 

Contract, which stipulates $1.00 per bbl. “floor’, at 
same time provides that in event the military agency 
gets “substantial offers’ below this price, Cal-Tex has 
option of meeting lower prices or of permitting ASPPA 
to buy from competitor, thus relieving ASPPA of ob- 
ligation to buy equivalent quantity from Cal-Tex 

Should Cal-Tex choose to meet competitors’ prices, 
it would have to come down only Ic per bbl. on 4,500,000 
bbls., to meet Richfield Oil Corp.'s $0.99 per bbl., FOB 
Los Angeles; and 3c per bbl. on 1,500,000 bbis., to meet 
Union Oil's $0.97 price, FOB Oleum, Calif jut ASPPA 
is seeking price of about $0.67 per bbl., FOB Ras Tanura 
which would effect delivered-destination price comparable 
with U. S. West Coast 


Monaws Rerivine Conponation LUBE 
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Fluorescent color for 
solvent extracted and 
additive lube oils. 
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Petroleum Colors 


PATENT CHEMICALS, INC 
PATERSON 4, N. J 


Crude Oil Prices 
No changes in crude oil prices reported in 
week ended Jan. 14. For complete price sched- 
ules, see Dec. 28 NPN, p. 50-51. 





Peerless Low Bidder on DSR ‘Gas’ Needs 


Special to NPN 

DETROIT—-Peerless Distributing Co. was again low 
bidder on Detroit Street Railways gasoline requirements 
of 5,250,000 gals. for tank wagon and/or tank car de- 
livery during the three months February through April, 
according to DSR purchasing department 

Under bid’s specifications, Peerless will furnish 81 Re- 
search octane regular-grade gasoline at a flat delivered 
price to five of traction company’s storage locations of 
11.865c per gal., less 1% discount for 20 days, subject 
only to freight increases or price reduction to the general 
trade. 

Other bids were 


Standard Oil . 
Cities Service O11 Cx i 10 

For the period November through January, Peerless 
held the contract to supply DSR with 4,500,000 gals. of 
75 Motor Method regular gasoline at 11.39c and 750,000 


gals. of 81 Research regular at 12.225c, delivered Detroit 


‘49 Clean Tanker Rates Average 44°/, Less 


NPN News Burea 

NEW YORK~—-Tanker freight rates, at least in U. S 
Gulf to North of Cape Hatteras trade, were down sharp 
ly in 1949 from 1948, according to annual report of av- 
erage rates just issued by Dietze Inc., ship brokers and 
tank steamer chartering agents 


Average for clean ships, Gulf/USNH, for 1949 was 
$2.21 per ton, the Dietze report shows, as compared with 
1948 average of $3.95, a decline of 44% For dirty bot 
toms, the 1949 average declined 39% to $2.01 per ton 
from 1948 average of $3.31 


Low point in 1948 was reached in July, the Dietze re- 
port showing average rates for that month as $1.28 per 
ton for both clean and dirty; 1948 lows were $2.14 for 
clean and $2.19 for dirty, both reached in September of 
that year 


High average rates in January 1949 of $2.75 for clean 
and $2.43 for dirty, compared with 1948 highs of $8.55 
and $7.96 for clean and dirty, respectively, in February 
of that year 


Dollar-Sterling Buyers Use Barter System 


NEW YORK The wall between dollar oil and sterling 
buyers is being hurdled in some instances via systems 
of barter. One trade, said to involve 10 cargoes of fuel 
oil, is reportedly being handled in following manner 
sterling buyer pays U. S. seller in dollars, with pro- 
vision that seller turns around and buys sterling-produced 
wool for dollars. Seller then regains his dollars by sale 
of wool in dollar markets; dollars held in sterling area 
remain same 
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OIL PRICE SECTION 


Prices at Refineries and Terminals and by Tank Wagon 
PRICES IN EFFECT JAN. 16 





Prices herewith are reproduced from Platt's OILGRAM Daily O distribution or publication. During periods of short supply. some cellers 
Price Service, associated with National Petroleum News, whose rep and at times all sellers, withhoki quotations to new customers or the 
resentatives in all NPN-OILGRAM fices devote their time exciusively posting of Grm prices but give OJLGRAM the pric they otherwise 
to reporting oil industry prices everywhere would quote to the trade in general and which they confine to their regu 

Prices shown in tables are sales prices or quotations or genera! offers lar customers only Octane ratings are ASTM; Research Method rat 
posted prices by refiners by pipeline terminal operators. and by nes ndicated by letter RK. are minimum ratings: Motor Methed ratings 
tanker termina! operators. for current sales and shipments; for the bus are indicated by letter M. Parenthetical Ggures before and after prices 
tineas day or period stated; except Tank Wagon prices. prices are for ndicate number of companies quoting the lows and highs of the ranges 
bulk lots such as tank car, truck transport, barge; prices applying to For further details of price conditions apply te any NPN-~OILGRAM 
barges or cargoes or tr neport lots only, so designated; FOB re office or see back of any O/LGRAM Price Service invoice 
fineries or terminalis t Pp except per bbl. where § sign is For complete price service delivered daily from nearest OJ/LGRAM 
shown; wax and petroiatur 7 per pound; ex al! fees and taxes pu shing office, New York, Cleveland and Houston, address Piatt's 
for crude of! and its pr } roduced and transported; re Price Service, Inc 1213 Weet 3rd St Cleveland (15 Ohio Annual 
ported as received by OILOR ’ », onal Petroleum News but not subscription rate in t ~ $150 per year, payable in advance 
guaranteed for subecribers privat i miy and not for resale or 


GASOLINE WESTERN PENNA Hright Stock —4 onventional 
Bradtord Warren 2) via. D 
78-80 Oct. M Prer 10-25 4 
74-76 Oct. M Reg 212 150-164 
o-1 
Other districts 2 
78-80 Oct. M Pr 
MIDWESTERN (Group 3 basis) 74-76 Oct. M Res 


Res : CENTRAL MICHIGAN 
. _ (FOB Central Michigan refineries) 4 109 DP 
(For shpt. to Tex. & N.M. dest’ns.) 82 Oct. R Prem , : 
KR Prem , 2h Neutral Oth —selwent 
RK Ree 11 , - : 


Reg 


Bright Steck—sSolvent 


gasoline 


SOUTH TEXAS (Newtral Offs) 
‘ } FOR refinerte 


W. TEX. (Por shpt. to Tex. & N.M on bh) manent 
S2 Oct RP 


PALE OA 


LUBRICATING OILS 


WESTERN PENNA 
Prices are for 


reported, t bbers & 
VISCOUS NECTRALS —N 
ARK. (For shipment te Ark. & La.) \ 180 at 104 
86 Oct. R Pre 1 
“) Oct. R Reg 
80 Oct. M & E 


READY NOW— 


A brand New Edition 
of the Famous 


WAVERLY HANDBOOK 


in two bindings 


KANSAS (For Kansas destinations only 


CYLINDER STOCKS 


Bright Stoch 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Cerolina 
TH — NEW YOR . 


Regular $2.00 copy 


MIDCONTINENT LOUBES 
FOB Tulsa ba Bright St 


Deluxe $3.00 copy 


WAVERLY 
Ol WORKS CO. 
PITTSBURGH (1) PENNA. 


2 
Neutrals, v t ‘ 


Neutral Oijls—4 onventional 
Pair Olle Col 


60-85 vis 4 


RECLAIMERS « RE-REFINERS eso 


180 vie 
MOTOR OIL + SOLVENTS 200 vis 


MArket 3-4670 : vis 


ACME REFINING CORPORATION a 


ER AVE NEWARK 600 ar 
Biack Ol 


January 18, 1950 


o 
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OIL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT JAN. 16 


au oma: KEROSINE, GAS & FUEL OILS 


100 «(No 

Seo No. ! anc! OKLAHOMA (Group 3) WESTERN PENNA. 

oo 5-6 f 11-43 wow : 7 Bradford-Warren District 

70 No : 12-44 (4 ‘ ‘i wow 43)9.75-1011 

1200 No (4999.5-1401 Range N 1 fuel a 

2000 No. 5 (1)14-14.565) s 4 No. 2 fuel (1)9-9.54 
N 1 Ne } fuel (2)9-9.2541 
N A SON EP 16-40 gravity 9<2) 
N 2 ' on - 
N $ 
N 6 (1) 5 Other districts 

i we 

N 1 fuel 

MIDWESTERN ‘Group 3 basis) No. 2 fuel 

1-43 wow «(1)8.25 ) Ne + fue 

244 ww u(4)8.25 5 46-40 «gravity 

lange oil (1.8 

58 & above DI. diesel (28 

No. 1 pw a(4)8 

No. 2 straw «(1)7.25 ) CENTRAL MICHIGAN 

No. 6 (1)$1.20-1.°51 1) (FOB Central Michigan refineries.) 
Range oil u(2)11-11.55(2) 
46-49 ww. kero €1)11.06-11.842) 

N. TEX. (Por shpt, te Tex. & N.M. . PW distillate (1)10.75-11.2541) 

11-43 ww (298.5 No. 2 light straw «(1)9.875-10.8(1) 

12-44 ww : No 3 straw (1)9.75-10.3(3) 

D1 U.G.l gas oll 
2 straw ' No. 5 fuel 
6 fuel Ne 6 fuel 





. TEX. (Por shpt. to Tex. & N.M. dest’ns.) 
43 ww or r t 
ilo points 
“4 h64ww 10.541) Kerosine 1.5 
1 straw 9 2542) 
2 straw (1)8.5.-9. 2501) 


a No. 6 fuel (1)$1.25-1.8011) 
CALAFPORNIA 


, aa Joaquin Valley 
TEX. (Truck trnapt.) 43 we (1)12.6-15.602 


411-43 wow =(1)8.6-9.2542) Heavy fuel (PS 400) $1.5512) 

2-44 wee =(1)8.6-0.51(1) Light fuel (PS 300) $2.102) 
. 58 & above T).1. diesel (1)8-0(1) Diesel fuel «PS 200) (1)10-11.541 

; 2 


No. 2 fuel (1)8-9. 251) Stove dist. (PS 100 41)11.5-13.301) 
Nx " (2)$1.25--1. 7011) 


OHTO Quotaty { 8.0. Ohio for delivery 


ee ee ee ete 


: 


@ If your label is “fronting” for 


Los Angeles 


Elk refined 100% pure Pennsy!l- CENT. W. TEX, (Truck trnspt.) 60-43 wow : (1)12.1-15.1(2 
ge Heavy fuel (PS ’ (1)$1.25-1.5012 


vania lubricating oils, you have it sea tie 
solid quality to sell . . . at prices 5% @ above D.I. diesel (1)8.75-9.25¢1) or. oe pt a vars ee 3.0513 
that make excellent profits for U.G.1. gas oll 5.50 Semen Gia, ioe ; Sam ae ae 
No. 1 fuel 9.2511 
s No. 2 fuel @11) 
In addition, you have nation os ae on 21 O84t 
wide promotion of 100% Pure am - (2)61.25-2.00¢1) 
Pennsylvania Grade products. 
This promotion adds strength to KANSAS (For Kansas devtinations only) 
the proved preference for these (244 wow u(1)8.4-9.€25(1) 
top quality oils . . known, SS & Shove Diceet 4 


1 fuel 


trusted and used for years. No. 2 


2 fuel 
« 4 fuel 

You can enjoy this solid back- t ) fuel i 
ay Apert = Sey per = = Natural Gasoline 
vantages of ELK Refining Com- ‘ & Brechenriés ‘ 

r . 4 eckenridge pric blend 
pany’s unique jobber-compoun- (For shipment to Ark . ers on freight Basis shown below. Shipments 
der-distributor agreement with- 7 nay originate in any Mid-Continent manufa 
out obligation. Get the details Srester fact ....;. prssiendiec ar cre 
today. Write, wire or FOB GROUP 3 


ELK REFINING co. sf T1251) «Fade 28-70 5.875 Sales 
KANAWHA VALLEY BLDG.. ; tee 7541 FOB BRECKENRIDGE 


; 1a Grade 26-70 5.3751 Quotes 
CHARLESTON 24, ° 


ROY M. HENWOOD ASSOCIATES 


i "Sycvigheta ENGINEERS @ ARCHITECTS 


140 CEDAR STREET NEW YORK 6 WN. Y 
Meteor Oils Tel. WOrth 4-6485 
Bright Stocks 

H 
Colao alin ENGINEERING SERVICE 7 
Wenes PETROLEUM INDUSTRY 
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OIL PRICE SECTION 





Refinery & Terminal Prices (Continued) 


CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transpert iots FOB refineries 
pipe lime terminals and inland waterway barge 
terminals 
Motor Gasotine 

“6 Oct. R Prem 

s) Oct. R Reg 
light Fuel (lls 

Range oi 

No. 2 Fuel 
Heavy Fuel Otis 

No. 56, low sulfur 

Ne > high sulfur 

Ne 4 yw suifur 

N 6 h 


WESTERN PENNA 
White (rude scale 
1 124 
124-126 


(Bhs 


SEABOARD 

Melting point e 
EMP 
prices are 
bbis.: fully 
are FAS 

n bags or cartons 


Prices are f 
FOB 


refined 


refinery 
slabs 


scale bags 


( rude New Orieans N.Y 
Ie Faport Domestic Pxpert 
46.7542 47 


4 wi 


124 
Fully Refined 


123 


NAPHTHAS AND SOLVENTS 


FOB Group 
Stoddard solver 
Cleaners napht! 
V.M.4&P 
Mineral 8 
Rubt 

acgue 


Benz 


WESTERN PENNA 
Other Districts 
ntreated Naphtha 
Stoddard Solvent 
OHIO — Quotations 
Ohio points 
VM4&P Naphtha 
Mineral Spirit 


Rubber Solvent 


©. TEXAS (Truck Treept.) 


Stoddard Solver 


CENT. W. TEX 


Stoddard Solver 


(Treck Tranmapt.) 


KANSAS (Por Kan 
Stoddard Solvent 


Dest's 


ATLANTHM COAST 
V.™M.ar 
Napbtha 

New York 

Harbor 1514 

Philadelphia 1514 

Baltimore 

Boston 

Providence 


PRICES IN EFFECT JAN. 16 
ATLANTIC & GULF COASTS 


FOB their refineries @ tanker terminals, and of tanker 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage 


96 Oct. RK 78 Get. K 


Prices are of refiners 


District 
N Y. Harber 

ado barges 

Albany 
Baltimore 

ade barges ; ‘ 
Baton Rouge ' ‘1 

do barges 
Bostor 
Charleston 
Corpus Christi 
Houston 

do barges 
Jacksonville 
Miami: 
Mobile 
New 
New Orleans 


10. 411 
¢1)11.2-12.545 
(2)41.4-11. 7501 


Haver 


do barges 
Norfolk 
Pensacola 
Philadetphia 

do barges 
Port Evergiades 
Portiand ‘1 
Providence 
Savannal 
Tampa 
W Umingtor 


(as House 
Gras OF8F 
&.7-9 1 


Banke baet 
Ships’ Bunkers 
$2.06(11) 


Heavy Dieset 
Ships’ Bunkers 
$3.4513) 


4501 
1 


Charlestor 
Corpus Christ 
Houston 
Jacksonville 
Miam 
Motile 
New Haver 
New Orleans 
Nort folk 
Pensacola 
Philadelphia 
Pt. Everglades: 
Portland 
Providence 
Savannah 
Tampa 
Wiimingtor 

NW. « 

x! Corre or J ‘ } correctiy in Jan. 11 NPN 


2 po to = 2 po Ne 


a 


termina 


perators, 


Kerosine 
Ne. | Peet 
(16)9.6-9.T01) 
9.5.16 
ett) 
9.6110 
93 


9.241) 


(1)9.65-8.8(013) 
¥.4¢5) 


(198. 26-20. 25113) 


(1)8.25-8.2541) 


sle@tl> 


2)9.1-9.2¢1) 


1)8.2-8.6(2) 


Ships Bunkers 
(46 oet., 46 4.1.) 
$3.70(6) 


§2-3.822(2) 


7314) 


6113) 





DEPENDABLE BULK LIQUID 
MOTOR TRANSPORTATION 
SERVING 
Pa., NJ., Md, Del., OC 
Ohio, Vo., W. Va 


COASTAL TANK LINES 








YORK, PA. 


Marketer of Petroleum Products 


New York 





NEW ENGLAND PETROLEUM CORPORAT 


Boston 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT JAN. 16 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at Gulf, minimum of 20,000 bbis., and are by refiners only to other 
refiners, export agents f tanker terminal perators The figure in parentheses after each price 
indicates the number of companies quoting that price 


Aviation (rasotine 
Grade 115/145 (AN-F-48 17.2542) 
Grade 100/130 (AN 16(3)-16.2541 
Grade 01/05 (AN-F-4s8 14.511) 
Grade 80 (AN 14.2541) 


Motor Gaseline Leaded 
11¢3)-11. 25% 
11¢(1)-11 501 


86 Oct. R (Premium { 25(1)-8.75¢1 


) Oct. R (Premium 
Oct. R (Regular e 10(2) 
a3 Oct. RK Regular 9 37511)-9.541 , 10(2 
70-72 Oct. M §26(1)~9(2)-9 .25(2) 
Kerosine & Light Purct« 
41-4 he 
N 2F 
Diesrt & Gas 
13-47 Diene 


Heavy Fuets 
F 
Bunker C Fue 7541 
I ‘ t . atir ited I e letter 4 nimum ratings otor Method 


AVIATION GASOLINE & JET PROPULSION FUELS 


‘ k transport lots; aviation gasolines meet Specification AN 
F4 erw ts AN-F-32.) 
_ Aviation Gasoline ——-————--———— 
District Grade 115, 145 Grade 100/130 Grade 91/98 Cirade 80 
New York, N 5 2) (1)16.6-16.7(1) (1)15.7-15 
t ‘ is 16.741) 5. 95 


det Poel (sP-1-2) 


85(1 





LAKE PORT TERMINAL PRICES 


Bu flalo (Cleveland Detroit Toledo 


TANKER MARKET REPORT 


Freig 


RATES EFFECTIVE 
LAST PAID OWNERS ASK 6/30/48 
§ 2.42 $ 2.14/2.42 §$ 2.85 
2.00 2.00/2.14 2.85 
4 4 


0 


UNITED STATES FLAG 
TRADE 


ca 


LAPTING 
Vit Mid Jar 


Vissett 


TOW CARGO 
) AMPAC 15,500 Dirty 


WASHINGTON 


POREIGN FLAG 
SANDAR om Dirty Basie NWI, Fiumicir 
FENJA I 
SPINANGER 
AGEROEN 
* The rate 


PETROLATUMS 


WESTERN PENNA. 


Bbis 
Snow White 


Whit 


(Of renners, 


tank 


District 


earloads 


tank car 


LPG PRICES 


FOR refinerics, tp comnts per gal 
cars or transapert trucks; 
Com In Cam 
mereial dustrial mercial 
Propane Propane Butane 


Indus 
trial 
Butane 


6 2 


N_Y Hart 
Philadel 
Baltir 


Hastir 


hia 


MID-CONTINENT LUBES AT GULF 
Bright Steck moat Drums 
© ester Vis - 210: 


ry ‘ bulk 
Bulk 
1 1)18-19.8(1 


Neutral Oi Col 
OM 


PACIFIC COAST 


Bunker C Fuel 
Ss. 400) 


(In Ships’ Bunkers, Diese! Fuel 
or Deep Tank Lots) (P.S. 200) r 
San Ped 
‘ f $ 1.2 
n F 1 


‘ 
‘ 
‘ 
‘4 


MEXICAN BUNKER PRICES 


Mexican Gulf Ports 
U.S. Dollars per Bbi 
Bunker ¢ Diesel 

Ships’ ships’ 
Bunkers) Bunkers) 
$ » 

e1 7 


s 


Pacifie Coast 
1¢ ‘ 


1¢ 


WORLD'S FIRST 
PETROLEUM INSPECTORS 


Now in Chicago and 33 other 
oil transportation centers 


throughout the world 
i 


CHAS. MARTIN 
& Company 


NATIONAL PETROLEUM NEWS 





Inspection fees per gal.. included in both gasoline and kerosine prices. 
unless otherwise specified, are as follows 


Tank Wagon Prices 


consumer tank car, tank wagon, deoler end service 





Ala. 1/40 on gasoline; Ark. 1/20c; Fla. 1/8e; Il. 3/1000; Ind. 2/280; 
Kans, 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25e; Neb, 2/1000; Nev 
1/20e; N. C. 1/4e; N. D. 1/200; Okla. 2/25e; & C. 1/8e; 8. D 
Tenn. 2/5¢; and Wise. 3/100c 
1950, as posted by principal marketing companies at 
tion 


rters offices, but subject to later correc Kerosine inspection fees only: Ala. 1/3c; Iowa 1/50c; Mich. 1/5 


Allantic White Flash 

(Regular Grade) 
Gase- Gase- 
line line 
TW. Taxes 


1 


PH) 


“47 
“44 
147 
M47 
“47 


6 
‘ 
é 


a eee OD 
ww w- 


Harrisburg 
Williamsport 
Dover De 
Wilmingtor 
Boston, Mass 
Springfield 
Worcester . 

Fall River 
Hartford, Sonn 
New Haven 
Providence, R. I 
Atlantic City, N 
Camder 

Trent 

Baltimore, Md 
Hagerstown 
Richmone 1 
Wilmington. N.C 
Brunswick, Ga 
Jacksonville, Fla 


Mineral Spirits V.M.aP. 
TW T.w. 
Philadelphia, Pa 14.00 146.5 
Pittsburgh, Pa 17.8 


Fuel Olls 


Phila., Pa 
Pittsburgh 
Allentowr 
Wilmington, Del 
Dover 
Springfield, Mass 
Worcester 
Hartford, Conn 
Notes: 

Kerosine—Thru Penna. & Del add 2c per 
gal. for t.w. deliveries of less than 25 gals 
at one time 

Gasoline T.W. prices are to dealers & con- 
sumers; kerosine T.W. prices t nsumers 
Mineral Spirits prices also apply Stoddard 
Solvent 


CONT'L (N. B. Prices are Continental's 


normal prices Current sell- 
OlL Ing prices may De lower than 
normal’’ because of loca] com- 
pet tior 
Conoco Demand 
Gase- Kere- 
line sine 
Taxes 
Denver, Colo a 7.5 
Grand Jur 7 7 
Pueblo 
Casper, Wyo 
Cheyenne 
Billings, Mont 
Butte 
Great Falls 
Helena 
Salt Lake, U 
Twin Falls, Ida 
Albuquer., N. M 
Roswell] ...... 
Santa Fe . ee 
Muskogee, Okla 
Oklahoma City 
Tulsa .. _ 


a 
eeceernnvoecrcnecrrs 


SSP OoO4e 44449 8-- 


Taxes: 

Gasoline tax column includes these city 
taxes: Albuquerque 4 coswell, 6.5c; Santa Fe, 
le; Cheyenne, ic; Casper, ic 
Notes: 

T.W. prices are to consumers & dealers 

=x Correct on and since July 10. 1948 ac- 

t company correction Bhown incor 
in previous issues of NPN 


January 18, 1950 


Dallas, Tex 
Ft. Worth 
Houston 

San Antonio 


Dallas, Tex 
Ft. Worth 
Houston 
San Antonio 
Notes 
T.W. prices are to all classes of demlers and 
consumers 


IMPERIAL Faso (rasoline 
( 

OlL Gasoline 
Tw 

Hamilton, Ont 

Toronto 

Brandon, Man 

Winnipeg eee 

Regina Sask 

Saskatoor 

Edmonton, Alta 

Calgary 

Vancouver, B 

Monreal, 

St. John 

Halifax 


1840S IO ew O- 


Taxes 

Gasoline taxes are provincial 
Notes 

Prices are per imperial gal. which ts 1 
U. 8S. gals.—T.W. prices are to divided 
undivided dealers 

x Effective January 10 


2 
“A 


TEXAS Fire Chief Gasoline 
(Regular Grade) 
co. Dealer Gasoline 
T.w. Taxes 
Dallas, Tex 13 5.5 
Fort Worth 13 5.5 
Wichita Falls 13 s 
Amarillo 13 
Tyler 13 
Paso 15 
Angelo 13 
13 
13 
13 
San Antonio 13 
Port Arthur 13 
Notes: 
Dealer t.w. prices apply also to all classes 


f consumers with minimum delivery of 50 
gals 


CALIFORNIA ©" y RON 
STANDARD , 


San Fran., Cal 
Los Angeles 
Fresno 
Phoenix, Ariz 
Reno, Nev 
Portiand, Ore 
Seattle, Wash 
Spokane 
Tacoma 

Botse, Idaho 
Salt Lake, U 
Honolulu, T. H 
Fairbanks, Alaska 
Juneau 


~a42“Ca~- 


-vn4e 
Qes+e+OnKHnnweo-e 


@ececveneHwne~va- 


Taxes: 

Boise 7.5¢ tax applies to motor fuel only; 
avgas taxes are 1.5 federal, 2.5¢ state, Hono- 
lulu 7.5¢ tax applies to motor fuel only; avgas 
taxes are 1.5c federal, 4c territorial; Honolulu 
TT prices also do not include Hawaiian gross 
income tax of 1% to resellers, 25% to con- 
sumers 


Californie Standard (Cont.) 


Notes 

Prices for Chevron Supreme (Premium) are 
Qe higher than Chevron (regular), except Utah 
which i 1.5¢ Righer than Chevron (regular) 
Prices for Chevron Aviation 91/98 are Se above 
Chevron Aviation 80/87; for Chevron Aviation 
100/120; Se above Chevron Aviation 80/87; for 
Chevron Aviation 115/145. 8 sbove Chevron 
Aviation 80/87 

Rase kerosine t.t. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. Por 
ther deliveries: less than 40 gals add 4c; 
200.399 gals Geduct 3c; 400 gals. & over, 
jeduct 4c; tank car-truck trailer, deduct 6.5¢ 


Faso Gasoline 
(Reeular Grade) 


ESSO 
STANDARD 


eeestcwenewesne Of 
te oe 2 a eee 
12> eeae 


Spartanburg 


Ortear 


Mineral Spirtts 

Tw. 
Newark, N. J 15.0 
Baltimore, Md 17.5 
17 


Washington, D. « 5 


EL OUS—T.W 
Ne.1 Ne.2 Ne.4 Ne.6 
J.a12 4 
} 212 6 
ai2.4 
>.s12.8 
a12.6 


rtanburg 
Taxes: Loul = kerosine prices do not 
clude le state tax 


Naphtha—Newark t.w prices are for 
veries of 200 gals. of more; 
gals., 0.5e over, posted t.w. prices; 
deliveries, 6c over posted t.w. prices. Balti- 
more & Washington prices are for t.w. de 
liveries of 25-99 gals., no discounts 
Notes: 

Gasoline T.W. prices are to consumers & 
dealers 

Effective 11-25-49, minimum retail resale 
price of 17.3¢ (ex tax) for Easo Gasoline 
neated throughout New Jersey 

= Effective Jan. 4 


71 
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SOCONY 
VACUUM 





Tank Wagon Prices (Continued) 


il 


New York City 
Manh 
Bronx 
Kings 
Queens 
Riehmond 
Albany, N. Y¥ 
Binghamton 
Buffalo 
Jamestown 


PEEUEereoeorre 


Syracuse 
Bridgeport, Conn 
Danbury 
Hartford 


Te 2? 2.) 


Manchester 
Portsmouth 2 22 3 
Providence, R. I } ’ 12.5 
Burtington, Vt 13 
Rutland 8 
Tank Wagon Prices Buffalo 
Minera) Spirits 16.5 
VM 4&P. Naphtha 18.5 9. 
N.Y.C. prices do not include 2% city sales tax applicable to price of gasoline (ex tax) 
Discounts: 


Mobdt! Kerosine & Mobilheat—Mt. Vernon, T.W jens 0.5¢ for deliveries of 200 gals. or more 
Mobiifuel Diesel All points, 0 Se for q 7 


. Clty 
5.0 


soe SEPP Pr: uabecsbs bee abe te sae 
> 


single 1 of 800 gals r 

Mobilheat—0.3e per ga voluntary diseount fr e fork City & Mt. V 

Notes 
Gasoine T.W. prices are to Consumers & Dealers 


Syracuse V.M.&P. price is in steel barrels. Jamestown t.c. prices are delivered prices; all other t.c. prices are FOB bulk terminals 
« Effective Jar 12 su’ Effective Jar 


STANDARD Aviation Gasoline-Cons. T.W. Sehio X-70 Gasoline _ 
Sohlo Faso (Regular-Grade) Naphthas & Solvents—Cons. T. 
Avta. Avia. Con- Re 8.R. D.O©. V.M.aP. 
Gasoline § 623 no sumer Naph- Naph- Varno- 
Taxes © T.w. tha 
a. x18 
x18 
x17 
xis 
x18 
x18 
a1% 
ats 
x18 0 
x18.0 ale 
x18 0 ait 


«18.0 5 
, 


af 
ooes | 
BEsE 
VeEFeVeEgereEYVEeYG 
a 


vou 
SN 
= 


nen 


FEV-UEoUoaee 


; SSSSSSVSVSSSS ie 


ecocoeoooooooso 
ecocoocoocoooooo' 


2m tt 


Faug 


Lanes N ‘ 
Tases: Hangar operators can pure hase aviation 
A-10 to supplier 

Discounts: Esso Aviation—on contract to hangar operators and resellers, 2c off consumer t.w 
Fuel Olle—Prices shown are for t.w. & drum deliverres of 50 gals. or more: prices for deliveries of less than 50 gals. ars 0.5¢ higher. 
Naphthas—-To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5; 1000 to 2499 gals Tie; 2500 to 4999 gals.. le; 
5000 or more gals. 1.5¢. Lucas County: less than 50 gals, tank wagon price, 50 to 249 gals., 0.5¢; 250 to 499 gals., Ic; 500 gals. or over 1.5¢ 

wee Renown (third- aan gasoline prices are same as X-70 unless otherwise no ted 8.8. prices are at company-operated stations. 


ffective Jar 1 


mDLANA STANDARD KENTUCKY Crown 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of STANDARD 
Indiana bulk plants where the company’s prices are publicly posted 


Red Crowe 5 a Grade) 
Red Cr'n. Red ( Stanolex Furnace Ot) 
Cons. Dir. Gasoline Ravestne 100 gals. 
rw T.w Taxes 1-99 gals & over 
Chicago in 17.5 15.5 ‘4 
South Bend, Ind 180 16 
Detroit, Mich 49 15 
St. Paul, Minr 17 16 
Moines, ta 
mt Lavuise M 
Wichita Kane 
Omaha 
Fargo, N D> 
Huron, 8. I 
Milwaukee 


20 


x18.0 


0 20 


FESVeerucsegcurce 


3 2 
4 5 
pe a less ‘e per gal State Road Tax by supporting purchase with State Tax Exemption Form 


Gase- xKero- 


LOPLLERFE 


Gasoline tax column includes these city & 
uunty taxes: Mobile, 2c city; Birmingham, ic 
1-99 gal ‘ 30 149 gal » 5 ounty; Montgomery, lc city & le county; Pen- 
100-149 gals 2s - ral , 73 sacola, ic city Other taxes not included in 
prices: Georgia kerosine, le; Montgomery, 
125 kerosine ic; Mississippi, kerosine 0.5 
12 0 Notes: 
- Consumer t.w. prices are same as net dealer 
Louts, Mo. gasoline tax includes le city tax. Des Moines, la. kerosine and furnace oil ee tiv Jan. 9. Correct price for Vicks- 
prices do not include 4c state tax. State sales, occupation, consumer & use taxes to be added aaa == teen 12.7 sahenthen Des "49. 1949 
where applicable hrough Jar S, 1950, according to company 
* Subnorma!l rrectior shown incorrectly in previous is 
s Effective Jar Cy ‘ co ly in Jar > sues of NPN 
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$10.00 per column 
UNDISPLAYED: “For Sale”, 


‘Business 


“Wanted to Buy". “Help Wanted”, 


CLASSIFIED 


OMPLATED: Advertiooments sot tm special type er with berder— 





portunities’, 
tiens set in type this size without border—2S cents a word. Miaimum All 


charge, $6.25 per insertion. 


, Htied 





“Position Wanted’'—i0 cents a word. Minimum charge §2 per insertion. 


Box number counts 3 words. Copy must reach us by Wednesday 
preceding date of issue. 





a 
adver 


No agency 


are payable in advance. 





er cash d on classitied advertisements. 








For Sale 





FOR SALE 
STEEL STORAGE TANKS 
2— 8000-Gallon, Tank Car 

Tanks, Coiled Non- 
coiled 


10—10,000-Galion, Tank Car 
Tanks, Coiled and Non- 
Cotled 


OTHER TANKS TOO! 
Also Complete Tank Cars! 
IRON & STEEL PRODUCTS 
INC. 


13456A 8. Brainard Ave., 
Chieago 33, Iilinois 
“ANYTHING containing IRON 
or STEEL” 








For Sale 


FOR SALE: 1946 Chevrolet 750 gal tank 
truck compartment 300-200-150-100 &*00.00 
complete Tank without chassis $300.00. 
FOWLER OF ©O., » Penna. 


FOR SALE: 800 gallon 4 compartments 1948 
Dodge truck with meter, hose, reel and pump 
fully skirted Garwood tank-—A-1 condition 
Price $3000.60. Lhe CC. BENNETT, 695 Meadi- 
gan Ave., Morgastown, W. Va., Phone 6693. 





STEEL STORAGE TANKS 
Railroad Tank Car Tanks 
6,500 to 12,000-Gal. Cap 

Coiled and Non-Coiled 
Cleaned—Painted— Tested 
Heavier—Safer—Cheaper 
Other Tanks Too 

Also—Complete Tank Cars 

8,000 and 10,000-Gal. Cap. 
Your Inquiries Solicited 


NEWHALL-MARSHALL- 
WooD, INC. 
30 Church Street 
New York 7, N. Y¥ 
Phone: COrtland 7-8090 








For Sale 





FOR SALE 


4500 gal. single exile Progress Tratier 
and International KS 7 Tractor §-«w 00 
4200 gal single axle Progress Tratier 
and international K 7 Tractor $130.0 


MAUMEE O11 COMPANY 
1815 EB. Wayne St. Yort Werner, tnd. 











Position Wanted 


CHEMIST: Experienced Ansiyses. research 
production development Chemicals lubrt- 
cants, fuels, petroleum, refining, plant sur- 
veys BOX 320. 


POSITION WANTED: I am forty yeers of 
age with 15 years experience in wholesale and 
retail sales, credits and T.B.A. merchandising 
Will consider any reasoneble offer win Inde 
pendent. West or Southwest preferred BOX 
319. 





An advertisement in NPN's Clossified Sec- 
tion will bring you quick, effective results. 
WRITE TODAY 
NATIONAL PETROLEUM NEWS 
1213 West Third St., Cleveland 13, Ohic 














Chevrolet Automatic Transmission Servicing 
Procedure Substantially Same as for Dynaflow 


Procedure for servicing Chevrolet 
automatic transmission—offered as 
optional equipment on 1950 models— 
is substantially the same as applies 
to Buick’s Dynaflow Drive. 


Chevrolet 1950 shop manual sup- 
plement carries these instructions cov- 
ering checking oil fluid level in auto- 
matic transmission 


“The automatic transmission _re- 
quires an oil known as Automatic 
Transmission Fluid, ‘Type A’ bearing 
a ‘AQ-ATF” number. (Ed. Note: Same 
as for Buick’s Dynaflow.) This oil is 
available through Chevrolet dealers 
and oil company filling stations in 
sealed containers. 


“The transmission oil level should 
be checked every 1,000 miles. Oil 
should be added only when the level 
gets down to the ‘Add One Quart’ 
mark on the dip stick. The oil level 
dip stick is located in the engine 
compartment on the right side just 
opposite the starter. In order to 
check the oil level accurately, the 
engine should be idled with parking 
brake set, transmission warm and 
the control lever in ‘D’ range. (Ed 
Note: Buick calls for transmission in 
‘Parking’ and engine idling.)” 


On draining and refilling Chevro- 
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let’s automatic transmission, manual 
states: 


“Every 15,000 miles (same as 
Buick) the transmission should be 
drained and refilled and the oil suc- 
tion screen removed and cleaned. 
(Buick warns against flushing trans- 
mission.) 


“Transmission should be warmed up 
before draining. Complete draining is 
accomplished as follows: 


“1—Remove transmission oil drain 
plug. 

“2—Turn engine over until con- 
verter drain plug is at bottom and 
remove plug to drain converter. 


“3—Carefully clean dirt from right 
transmission housing side cover and 
remove. 


“4—-Remove oil suction screen and 
seal and clean thoroughly in cleaning 
solvent. 


4 


5—Replace screen and side cover 
using a new pipe seal and gasket. 
“6—After complete draining, replace 
converter drain plug and transmis- 
sion oil drain plug 
“Caution: Do not start engine. 
“When refilling transmission, put in 
three quarts of automatic Trans- 


mission Fluid, ‘Type A,’ start engine 
and with engine idling in neutral, 
complete the refilling with 6 quarts 
of oil, After filling, allow engine to 
idle for a few moments, then apply 
brake and place selector lever in 
drive range and check to see that the 
oil level is up to the full mark on the 
dip stick.” 


Chevrolet automatic transmission 
capacity is 9 qts. as against 8% 
for Series 40 and 50 Dynaflow of 
Buick and 10 qts. for Series 70 
Dynaflow 


(NPN carried a complete report 
on the manual used by Pure Oil in its 
training of service station personnel 
on servicing of automatic transmis- 
sion in the April 6 issue, p.26. This 
described in detail the procedures to 
be followed in servicing Hydra-Matic, 
Vacamatic and Dynaflow transmis- 
sions, the latter being substantially 
similar to Chevrolet's Powerglide.) 


Great Lakes Oil Plans 
Terminal on Ohio River 


Great Lakes Oil Co. is completing 
arrangements for a terminal on the 
Ohio River at Vanport, Pa., with op- 
eration scheduled for about April 1 
Initial storage capacity will be 40,- 
000 bbis. for handling No. 6 low 
sulphur fuel oil, while additional stor- 
age to handle all types of petroleum 
products is planned for a later date 
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Statistics 


CRUDE PRODUCTION AND RUNS TO STILLS (Total U.S.) 


MEALIONS OFf GARPEIS DALY 





STOCKS (Dist. 5 Not Included) 


Crude Oil Stocks 


(Bereae of Mines figures in thousands of 
barrels) 
Cyange 
from 
Dee. 31 Jan. 7 Dee. 31 





JASONODO 7 4212 
JAN FEB 








CRUDE OL STOCKS (Total U.S.) 


BARRE 





Crude Runs to Stills 


y Na nal Petroleum Assen frow 
mpante fining Penna. Grade 
n bid 


Week Ended Week Ended Werk Ended 
Jan. 7, 1950 Dee. 31, 1949 Jan. #8, 1949 








FMAMJJIASONO 7 1421 284 11 18254 11 1825 
JAN FEB MARCH 
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(American Petroleum Inatitute Agures 

thousands of barrels of 42 gallons cack 

Figures include reported totals plus esti- 

mate of wnreported amounts and are 

therefore on @ Bureau of Mines basis.) 
Districts 

East Coast 

Appalachian (Dist. 1) 

Appalachian (D.st 

Ind., I... Ky 

Okla., Kans.. Mo 

Inland Texas 

Texas Gulf Coast 

Louisiana Gulf Coast 

No. La. & Arkansas 

Rocky Mt viet. 3 

Other Rocky Mt. (Dist. 4 

California 

Total U. 5.—B. of M. Basis 

U. 8 of M. Basis, Jar 

East of California 


* Includes 534.000 bbis. foreigr 


Districts 
East Coast 
Appalachian ‘(D st. 1 
Appalachian (D.st. 2 
Ind., Ill., Ky 
Okla 
Inland Texas 
Texas Guif Coast 
Louisiana Gulf Coast 
La. & Arkansas 
4 M 
Other Rocky Mt. (Dist. 4 
California 
Total U. 8.—B 
U. 8 R ¢ 1 
East of Cclifornia 


of M. Basis 
Basis, Jar 


Unfinished gasoline stocks inc 


Crude cnd Condensate 
Production 


(Barrels, d-ily average) 
Week ended Jan. 7 


( hange 
from 
previous 

eek 


Crude & 
Condrns. 
19 400 
1.050 


*Virginia 
*Ohio 8 E 
Ohio Other 
Indiana 
Illino!s 
Kentucky 
Michigar 
Nebraska 
Kansas 
Oklahoma 


Dist. 10 
Total Texas 
North La 
Coastal Ls 
Total La 
Arkansas 


Mississipp 


Kansas, Ne 


* Okla 
ended 7 a.m J 
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REFINERY OPERATIONS 


Crude Rans te Stills 
Daily Average * 
Week Ended 
Jan. 7 Dee. 31 
851 s7e 
“1 
69 
oos8 
445 
202 


310 


402 
444 


O42 


8,434,000 bbis ) 8.654.000 bbls 


1s 
212 
7462 
7.001 
7.4038 
1.617 7 6 +29 
Per Cent 
Total Stocks 
Residual 


Stocks of 
Finished and Un- Refining Ca- 
finished Gasoline pacity Reported 

Week baded 


7 se, 31 


24.019 


“ae Geno 


410 








GAS OL AND DISTULLATE STOCKS (Dist. 5 Not Included) 


1ONS 


* BARRFLS 























5 
' 
j 
- 
) 
: 
' 





Mr. Cushman 


A firm believer in large storage 
capacity at dealer outlets and large 
delivery equipment as a means of 
cutting overhead costs is Geddings 
Cushman, Jr., 29, general manager of 
Aiken Petroleum Co., Aiken, 8S. C. 

Mr. Cushman, who began work in 
1941 with his father, (now in retire- 
ment), has always worked toward 
building and operating modern serv- 
ice stations with latest equipment 
to offer complete and efficient serv- 
ice. Today his company, jobber of 
Gulf Oil Corp. products in Aiken 
and Edgefield Counties, supplies 60 
dealers and owns and leases 10 of the 
outlets 

The company operates six tank 
trucks and three transport units, with 
one of the latter devoted to hauling 
Bunker C fuel to industrial accounts 
in Aiken County. Mr. Cushman has 
found owning transport equipment 
“very profitable” in assuring a steady 
supply of products from Terminal 
Port in Charleston, S. C. He believes 
that a successful jobber “must strive 
to cut operating costs, be wise in 
placing equipment in strategic loca 
tions, and take full advantage of 
TBA business.” He also notes that 
jobbers “must operate efficiently to 
overcome increased cost of equip- 
ment and labor in view of small mar- 
gins.” 

Born and raised in Aiken, Mr 
Cushman attended Clemson College 
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and completed his schooling at the 
University of South Carolina in busi- 
ness administration. In 1943 he en- 
tered aeronautical training school in 
Columbia, 8S. C., and joined the Air 
Corps Reserve the following year 
After serving as aircraft engine tech- 
nician in the Training Command at 
Bush Field, Ga., Mr. Cushman en- 
tered Air Transport Command and 
was attached to Eastern Air Lines 
Military Transport Division. He was 
located in Miami and Jacksonville, 
Fla., until the end of the war. 

The father of two girls, age five 
and one, Mr. Cushman is presently 
living in Aiken. He is a member of 
the Chamber of Commerce, Aiken 
Merchants Assn., South Carolina Oil 
Jobbers Assn., and is Aiken County 
chairman of the Petroleum Industries 
Committee: His hobbies are music 
and aviation 

o . > 

L. E. Cunningham has been named 
to head Ohio Oil Co.'s new wholesale 
credit department established effec- 
tive Jan. 1. Former district credit 
manager, Illinois retail sales depart- 
ment at Robinson, Il, Mr. Cun- 
ningham is now located at Findlay, 
Ohio. The company has appointed 
G. A. Southard to succeed Mr. Cun 
ningham at Robinson 

. > . 

Boler Petroleum Co. of Philadel- 
phia has moved its office from the 
Widener Building to 121 South Broad 
St., Philadelphia 7. Boler Petroleum 


founder, Charlies A. Boler, was with 

Union Petroleum Co. when the latter 

company moved into the Widener 

Building over 35 years ago. He 

formed Boler Petroleum Co. in 1928. 
. > >. 

Ethyl Corp. has named Sanford M. 
Wagner vice president in charge of 
sales, to assume the former duties of 
Harry W. Kaley, vice president, who 
is continuing as a director and mem- 
ber of the execu- 
tive committee. 

Formerly in 
charge of sales 
operations in the 
western region, 
Mr. Wagner has 
been with the 
company for 24 
years. Shortly 
after joining 
Ethyl he was 
given the task of 
organizing sales 
and service activ- 
ities on the West Coast and the po- 
sition of Los Angeles division man- 
ager. The introduction and early mar- 
keting of “Ethyl” gasoline on the 
West Coast was largely carried out 
under his supervision 

Active in California civic organi- 
zations, Mr. Wagner has been a 
member of the Chamber of Com- 
merce, Rotary Club and Jonathan 
Club in Los Angeles. His new head- 
quarters will be in the company’s 
New York office 


Mr. Wagner 


Certificate of appreciation for his wartime work in establishing aviation fuel ser- 
vicing facilities in Africa to open air transport command routes is given Scott E. 


Drummond (second from left), chief of 


construction and maintenance for Esso 


Standard Oil Co., by General Laurence S. Kuter (third from left), commander of 

Military Air Transport Service. Award. made recently in Washington, D. C.. is from 

U. S. Air Force Secretary W. Stuart Symington. Watching ceremony at left is Mrs. 

Drummond. while at right is son Scott. Jr.. student at New York State Maritime 
College 
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Best way to make more profits right now is to 
tighten up on “shortages” and “‘shrinkages,”’ 
and set up strict accounting so you can find 
out where you're losing and where you're 
gaining. 

Accurate Red Seal Print-O-Meters are the 
surest way. With relatively small investment, 
they keep track of every gallon by providing 
a fool-proof, meter-printed record. They stay 
accurate, too. A Red Seal recently calibrated 
after 35,000,000 gal. required only fifteen 
hundredths of one percent shift from its origi- 
nal factory setting! For accuracy you can 
bank on, put a Red Seal on every loading rack 
and truck. 


NEPTUNE METER COMPANY 
50 West SOth Street * New York 20, N. Y. 


Branch Offices 
ATLANTA * BOSTON * CHICAGO + DALLAS 
DENVER + LOS ANGELES * LOUISVILLE 
No. KANSAS CITY, MO. * PHILADELPHIA 
PORTLAND, ORE ° SAN FRANCISCO 
Cenadien Factory, LONG BRANCH, ONT. 
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stop FUNGUS — sansa ABOUT OIL PEOPLE 


-—— = R. B. eR presicent of Texas 
WITH 7 


Mid-Continent Oil & Gas Assn., has 


SKID TA NK PUM Pp been unarimously elected chairmen of 
the new Texas State Board of Edu- 
cation. He recent!y withdrew his 

700 name asj|candicate for presicent of 
STANDS UP UNDER ALL American| Petroleum Institute. Now 


attorney jfor the Wagroner Estate, 
CONDITIONS OF SERVICE Mr. Anderson formerly served as 


IN 
@ Because of the high CANVAS state legislator, tax commissioner, 
concentration of the and arsistant attorney general 
oxy; ted hydrocarbons, : 
ALOX 700 is useful for 


e 
protection m corrosive CORDAGE 
environments. In its oric- 
inal form it is advanta- 
geously employed in the 


2 
Preparation of hemp and 
cordage preservatives and BURLAP 
lubricants. It will repel 
moisture, enhance the 


a 

lubrication and prevent 
fungus growths in leat*er LEATHER 
used for epepeaniesion . 

les of used for euskets 
to seal hydraulic syseems. wooo 
It serves as an efficient . . 
fungicide in other appili- the favorite for Kerosene, Gasoline 
cations in the form of metallic soaps such as ond Fuel Oil transfer where the 


«ee f, zinc, mercury, etc., for the impregnation aed 7 
of leather as used in leather gaskets for sealing, going is tough! 


hydraulic pumps. leather transmission belt, etc 
SERVICE STATION 
EQUIPMENT COMPANY 
2 JOM WOOD sftivate , Mr. Shirk 
data applicable to your work MUSKEGON, MICHIGAN . TORONTO, ONTARIO 
OMlices in Principe! Cities Gulf Ol Corp. has mace W. B. 
Whe. ¢ Shirk director of incustrial products 
engineering in the recently formed 
PORATION product development and procuct en- 
“ : gineering section. He has been serv- 
; ‘ : ing as chief industrial lubrication en- 
gineer in lubricating cales, having 
joined the company in 1932 as a 
lubrication engineer 
Another appointee in the new sec- 
tion is Charles R. Noll, named direc- 
tor of automotive products engineer- 
a GRANCO pump on the job ing. Formerly manager of lubricat- 
ing sales, automotive division, Mr 
e o . Noll became associated with Gulf 
is like money in the bank! as member of the technical sales sec- 
tion in 1924, following his gracuation 
from the University of Pittsburgh in 
petroleum engineering 
. > 











Write today for research 


COR 
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rs . 
Ask a GRANCO Pump owner — he'll McKinnon & Co., Memphis, Tenn., 
tell you “they save me money!" Put a headed by Mrs. Josephine McKin- 
Medel DEE 2-inch, four-port Truck Pump GRANCO Pump on your truck or pipe non, has recently added two filling 


tne end veut can the come. Resnee stations and purchased a 1,000-gal 
a —_ vow Jbeon ; nice tank truck. Company distributes 
WITH GRANCO YOU GET Continental Oil Co. motor oils and 
* Low initial cost. greases. Mrs. McKinnon is a mem- 
saan ber of Tennessee Oil Men's Assn 

> o . 


* Lower installation cost — flexible 


four-port design mounts in any Lloyd N. Unsell, formerly associate 


position. editor of “The Independent Monthly 
More GPM per Ib. of pump weight. now is in charge of Independent Pe- 
troleum Assn. of America’s informa- 
tion service to handle press and radio 
re‘ations. He has been with IPAA 
* Long, trouble-free service. for the past 18 months. Succeeding 


Less maintenance—single rotor, fewer 
moving parts. 


* Integral dash-pot relief valve. Mr. Unsell on the magazine is Tom 


Tripp, Jr. 
BUY GRANCO PUMPS—YOU'LL BE MONEY ANEAD! . + * 
Write today for new Pump Bulletin I148, 1268 C. Wylie Stalter, president and 
owner of Coasta] Oil Co., Savannah, 


a Ga., has purchased from National Oil 

Ia n @) Co., Richmond, Va., a Savannah bulk 

GRANBERG CORPORATION C plant of 67,000-gal. storage capacity 
° 


a 7’ ‘ ‘ loale 

OAKLAND 8B, CALIFORNIA « Mokers of Rotory Positive and eight service station and dealer 

Displacement Pumps and Meters for all Petroleum Products outlets in the vicinity Coastal Oil 
f 


handles products of The Texas Co 
Seles end Service ot your service throughout the nation . 
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This Week 
Continental Oil Company 
Salutes .. . 


Shoe worker, telephone system owner, banker . and oil 
jobber: that’s the story of J. Ward Owen, Lebanon, Missouri 

Mr. Owen has packed a lot of varied experiences into his 
life. Following his graduation from Western Military Academy 
at Alton, Illinois, he was employed in a shoe factory ware 
house in St. Louis. He followed this with ownership of a 
telephone system at Bristow, Oklahoma. Entering the bank 
ing business as assistant cashier of the First National Bank 
at Bristow, he purchased the First National Bank at Tisho 
mingo, Oklahoma, in 1913. In 1918 he went to Lebanon 
Missouri, and opened an automobile agency. 

Mr. Owen started retailing gasoline in 1919. As busines 
grew, he became more and more interested in oil marketin 
In 1927, he purchased a warehouse and one bulk storage tar k 

and looked around for the proper products to distribut 

His wide experience had taught him that he could build 
business faster with nationally advertised products. Hi 
wanted a supplier who would be willing and able to give him 
the advantage of long experience in the oil business. And hx 
wanted a line cf products he could be proud to sell. So 
signed his first jobber contract with the Conoco organizatio: 

Mr. Owen is high in his praise of the sales help given hir 


by Continental marketers. He is particularly enthusi 
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J. Ward Owen 
lebanon, Missouri 


about the Conoco Touraide, which has brought to his dealers’ 
stations many tourists traveling on U. 8. Highway 66. 

Mr. and Mrs. Owen are the parents of five children. One 
son, James, Jr., is now active in his father’s jobbing business, 
learning the ropes so that Mr. Owen can devote more time to 
fishing on the Lake of the Ozarks 

Always active in civic affairs, Mr. Owen is a member of the 
Lebanon Chamber of Commerce, a member of the Masonic 
Order, and is a director of the State Savings Bank 

Continental Oil Company is proud to salute J. Ward Owen 
We like to pay our respects, too, to the thousands of other 
independent jobbers, who have contributed so much to the 
high standing of American business. It is long-time partner 

hips with men like Mr. Owen that have been the corner 
stone on which Continental has built its record of growth and 
progress over nearly three-quarters of a century. 

And we want more partners like Mr. Owen. Are you in 
terested in this kind of teamwork—in growing with Conoco 
in your territory’? Then why not write to the Continental Oil 
Company office nearest you, or to Ponca City, Oklahoma, Or 

you're not within reach of Continental's gasoline supply, 


erhaps you would be interested in merchandising the na 


illy advertised Conoco motor oil 








ABOUT OIL 


PEOPLE 





Cengratulations for two million consecutive man-hours of work without a lost-time accident at California Standard’s Rich- 

mond refinery are offered company officials and refinery employes by T. S. Petersen. company president (third from right) at 

recent award meeting. Record, set Dec. 4. was accomplished over a four-month period. Shown left to right are: R. E. Dono- 

van, manager, safety division: G. R. Kilborn. refinery safety engineer: O. N. Miller. general manager, manufacturing depart- 

ment: R. K. Rowell, refinery general manager: T. E. Flowers. refinery safety engineer: Mr. Petersen: F. D. Langworthy, refinery 
safety engineer: and G. A. Davidson. company vice president 


Mr. Mason Mr. Zimmerraan 


Sun Oi) Co.'s director of industrial 
relations, William D. Mason, has re- 
tired, effective Dec, 31, after having 
served with the company since 1926 
He will, however, continue as board 
member until the April, 1950, stock- 
holders meeting Mr. Mason is suc- 
ceeded by William E. Zimmerman, 
formerly assistant manager of the in- 
dustrial relations department 


Clifford E. Johnson, proprietor of 
Johnson Oil Co., Waupaca, Wis., has 
in the past year installed a 22,000-gal 
storage tank, an office at the com- 
pany plant, a two-sta!l garage, and 
added two delivery trucks. Organized 
in 1943, Johnson Oil has _ recently 
begun handling a national brand of 
tires and has used roadside billboards 
to promote sales. 

> . . 

Harold Decker has been elected 

president of Houston Oil Co. and 


Houston Pipe Line Co., succeeding 
the late George A. Hill, Jr. Former 
vice president, general manager and 
director of Pan American Gas Co., 
Mr. Decker assumed his new duties 
Jan. 1 
> > 

The Cline Co., Greenville, S. C., 
owned by N. Q. Cline, is now han- 
dling Sunoco oils and greases, bat- 
teries, tires and a complete line of 
automobile and truck clutches. Com- 
pany salesmen are J. H. Lee and 
L. L. Phillips. Mr. Cline is a mem- 
ber of the Chamber of Commerce 
and Exchange Club in Greenville 

> . > 

Named Pacific 
Coast field ser- 
vice representa- 
tive for Penn- 
syivania Grade 
Crude Oil Assn 
is Charlies R. 
Wheeler, who has 
been associated 
for several years 
with the Veterans 
Administration in 
Los Angeles. Ef- 
fective Jan. 1, he 

Mr. Wheeler succeeded E. H. 
Fallin, who has resigned to accept 
a pocition with National Petroleum 
Assn. in Washington, D. C 

Prior to moving to California in 
1946, Mr. Wheeler served as associ- 
ation reprecentative in the Midwest, 
with headquarters in Chicago 
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TAILOR-MADE FOR SKELLY WITH 


Bxtoundé CRAFTSMANSHIP 


More than magic and metal go into this custom-styled tank 


body tailor-made to fit the needs of Skelly. Two gener- 


ations of truck body craftsmanship are reflected in 


this and every Brownie-built tank. Brownie builds 


bodies with exclusive patented features not available 


in other truck tanks. Brownie craftsmanship and 


Brownie experience are responsible for a record of 


enduring, efficient and trouble-free service 


with users large and small 


PROTECTION 


Bumperettes give extra protec- 
tion for skirting. By following the 
body contour around the rear 
skirt, the bumperette protects the 


crea most subject to damage 


Lis eget Te co 








CONVENIENCE 


For loading and unloading, and 


smoother appearance, is provided 
by the higher drop-panel side- 
boards. They give added pro- 
tection to can-rack side and more 


storage space to cabinet side. 


MODEL 415 
700 TO 1250 GAL. 


———— 


EXTRA STORAGE 


Rear compartment has ample 
storage space for buckets and 
packaged items. Lift bumper af- 
fords convenient method for hold 


ing rear doors open 











All space in Brownie truck tanks is scientifically utilized to give extra storage 


room, to give easy access to hose reel, pump and meter, and to speed handling and 


delivery operations 


2901 FOURTH STREET S.E., MINNEAPOLIS 14, MINNESOTA 





“Theres good 
will under 


that hood!” 





ee GET Goop wiLt when your customers’ motors 
start easily... the good will that stems from reliable 
quick-flowing oil. It’s one of the selling advantages 
of high quality Sun Winter Lubricants. Turn this 


good will into profit for yourself this winter. 


SUN WINTER MOTOR OILS are available in all 3 
API classifications for marketing under your own 
brand name. These oils, refined to rigid specifica 
tions from selected crudes, assure your customers 
of the high quality needed for reliable cold-weather 
protection. 

If you prefer to compound your own oils, you can 


get base stocks for blending Regular, Premium, and 


Heavy Duty Oils. The base stocks are available with 


or without inhibitors. 


SUN GEAR LUBRICANTS— winter 


be sold with complete confidence. They are specifi- 


grades—can 


cally compounded to remain fluid no matter how 
cold or severe the weather. They can always be 
counted on for easy shifting, easy starts. 

For complete information on Sun’s winter prod- 
ucts, finished oils, blending oils, greases and bases, 


call the Sun Office near you, or write Dept. NP-1. 


SUN OIL COMPANY 
Philadelphia 3, Pa. 
In Canada: Sun Oil Company, Lid., Toronto and Montreal 


SUN LUBRICANTS 





